








Sell Lasting Satisfaction 


HE dealer who features Galvanoid sells his customers the 

greatest value obtainable in screen cloth. It is stiffer and less 
likely to sag than copper and it will not stain light colored wood- 
work. 
From the mines to the finished product Galvanoid is under our 
control. It is even in weave and selvage, lies flat, and is easy to 
handle. Galvanoid is heavily coated with zinc after weaving, which 
binds the cloth into one solid piece with no loose wires. An addi- 
tional protective coating of varnish is baked on. 

Sell Wickwire Spencer wire products—leaders in every line. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of 
WICKWIRE SPENCER STEEL COMPANY 
General Offices: 41 E, 42nd Street, New York Western Sales Office: 208 S. La Salle St., Chicago 
Worcester Buffalo Cleveland Detroit San Francisco Los Angeles Seattle 





WICKWIRE SPENCER 
_PRODUCTS 
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“In every complete line offer 
customers one Best Buy.” 


Filene, owner of one of the largest and most suc- 
cessful department stores in New England, speaks 
from experience. The success of his method is 
Tool buyers 


shown by Filene volume and profits. 


They wani 


are seldom swayed by sentiment. 


value, precision, accuracy in the tool, workmanship, _ 


correct design and reliability. They want the one 


Best Buy. Where is it? 


The Best Buy in Small Tools 


In searching for the Best Buy in small tools, 
consider the GTD line. 


in the automobile and metal industries are keen 


Production managers 


buyers. They test, they analyze, and they scour 
the market for value—highest quality with lowest 
price, performance considered. Today these men 
are specifying @VD tools in larger quantities than 


They have found @FD tools the 


ever before. 


Edward A. Filene 


The Best Buy in Threading Tools 


When the larger manufacturers are so particular 
about value in tools, how vital this question is to 
the smaller manufacturer or mechanic who is reg- 
ularly supplied from retail stocks. He competes 
with the big fellow. He needs every advantage he 
With GTD tools he can be sure that 


The standards that have caused 


can get. 
he is right. 
GTD tools to break records for long service in 
shops and on the railroads extend to every screw 
plate, every wrench and every tap, die, drill or 


reamer in our line. 


20,000 Tools from One Source 


You can economize by buying small tools and 
pipe tools from one source. You can operate with 
smaller inventory, secure faster turnover and save 
on freight, cartage, checking, ordering and corre- 
spondence. Catalog 49 lists these tools. Send 


for it now. 





New York—15 Warren St. 


Best Buy. 

~PRQ QBS een eee w, 

5 | 

' Greenfield Tap & Die Corp. , 

- Greenfield, Mass. do 
4 7 
- Gentlemen: Send me Catalog 49 listing , 

8 20,000 tools. . 
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GREENFIELD § TAP AND DIE 
CORPORATION 


GREENFIELD, MASSACHUSETTS 


Chicago—13 So. Clinton St. 
Detroit—224-226 W. Congress St. 
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Who Really Is the BOSS? 


The fellow who said, “the customer is always right,” was himself 
half wrong. 


You and I know that the customer isn’t always right—-in fact it is a 
fifty-fifty break that he is mostly always wrong. But, right or wrong 
the customer is the boss. Say it again—the BOSS! 


Whenever you and [ think we can run our own business any way we 
danged please we are only kidding ourselves merrily. 


Mr. Jobber bosses the manufacturer; Mr. Dealer bosses the Jobber 
and Mr. Consumer bosses the whole works. 


Give the people what they want, when they want it and how they 
want it—that is the fuel that keeps the wheels amoving. 


Empire Levels are made to a strict standard of quality because we 
believe that the consumer demands more accuracy in a level than in 
any other tool in his kit. A level that isn’t accurate is more useless 
than a hammer made of stick candy. 


We know that no retailer has any strings tied to the consuming 
public. Even his best friends will start sneaking around the corner 
to Mr. Competitor in order to get what they want. 


We can’t speak for all the merchandise in the book but Levels is our 
line and we know that we must constantly strive to make Empire 
Levels the best levels in the world because we believe that the cus- 
tomer is the boss and the best level in the world is the only one that 
you can afford to handle. 


EMPIRE LEVEL MFG. CO. 
Milwaukee, Wis. 
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Dry Batteries 
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steel case. 
it is an Eveready Columbia. 


y y 7 


1% volts. 


no extra cost. 





Eveready Columbia Hot Shot Batteries 
contain 4, 5 or 6 cells in a neat, water-proof 
It is not a “Hot Shot” unless 


Fahnestock spring clip binding 
posts on the Eveready Columbia Ignitor at 


GENERAL puRPOSES 


INSPECTED 
TESTED 
RELIABLE 


NATIONAL CARBON CO. INC 


NEWvoRK san FRA 
MADE iN U.S-Ae 
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The basis 


DURING the year now closing we have 
printed story after story of retail success 
with Eveready Columbia Dry Batteries, 
using the dealers’ own words. Man after 
man in telling how he was making money 
with Eveready Columbias insisted on this 
one point—it pays to tie in with the 
Eveready Columbia national advertising by 
staging frequent windows using Eveready 
Columbia display materials. Many dealers 


show display material constantly, finding 


| Atlanta 





of success 


that it reminds dry battery users of their 
needs and assists the dry battery sales effort 
at the counter. For maximum profits from 
dry batteries, handle Eveready Columbias 
and be sure to make use of window displays. 
Order from your jobber. 


Manufactured and guaranteed by 


NATIONAL CARBON COMPANY, INC. 
New York San Francisco 


Chicago Kansas City 


Canadian National Carbon Co., Limited, Toronto, Ontario - 
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“IT IS A PLEASURE TO 


SELL DISSTON GOODS” 


So Writes John C. Agnew, 


A. H. Marshall Co., Inc., 
Plattsburgh, N. Y. 


“We are very much pleased to re- 
ceive from you a certificate of mem- 
bership in the Disston Twenty-five 
Year Club. We are hanging this in 
a prominent place in our store. 
are very proud of the fact. that we 
have sold your goods for a con- 
tinuous period of about thirty years 
and have always found them of the 
highest quality. -It is a pleasure to 
sell them and our relations with 
your firm have always been very 
pleasant indeed.” 


Join the 25-Year Club 


Get one of these handsomely 
framed certificates of membership 
for your store. They do’ more than 
proclaim that you have sold Diss- 
ton goods for 25 years . .. they 
indicate that you have faithfully 
served the - ——_—- 
public for at 
least a quar- 
ter-century. 


Send in 





We - 





your applica- 
tion. You are 
eligible if 
your store 
has sold Diss- 
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REPEAT BUSINESS 


BRINGS FILE PROFITS 


It is the satisfied 
customer who comes 
back again and again 
for files who gives 
you your profit. 

When you sell 
Disston Files you are 
sure of this steady 
demand. 

Before Disston 
made a file, Disston 


COPING SAW SALES 


ARE INCREASING 


Making ornaments and toys from 
wood is a popular hobby right now. 


Mechanical publications are edu- 


cating people how to be handy. 


And a coping saw is one of their 
first needs. They use it for cutting 
in thin stock along curved lines; 
for narrow scroll work; for cutting 
fancy brackets; ornamental shields; 
toys; small cutouts for table dec- 
orations. 


Steel makers set out 
to find a steel that 
would make better 
files,—just as Henry 
Disston experiment- 
ed with steels for 
saws. 

They developed a 
new steel formula 

which produced 
a steel of great 
strength and tough- 
ness. 

Disston proves 
their quality in the 
Disston Factory. 
Year after year more 








' Disston Coping Saw No. 10 


A A 


than 35,000 dozens 
are used to file Diss- 


ton Saws. 
Specify “Disston” 
Slim Taper on your next file or- 
Taper’ File der 
File , 





Suggest to them the Disston Cop- 
ing Saw No. 10. Adjustable tension 
saves breakage of blades. Sturdy 
steel frame insures long life. Rec- 
ommend Disston Coping Saw 
blades, too. 


ton Saws for 
25 years or 
longer. 








LIGHTWEIGHT! THE SAW THAT IS 
NOW IN ACTIVE DEMAND | 


JOHN C. AGNEW 


RIGHT IN STOCK— 
THIS FINE BOY-GIFT! 


Bring out the Disston American 
Boy Saw now. Display it promi- 
nently in your windows and store. 

Tell your sales-clerks to suggest 
the American Boy to gift shoppers. 

It’s just the gift for a healthy 
young American. A real saw! Not 
a toy. 

The American Boy is a regular 
stock item that you can make ‘a 
special effort upon at Christmas 
time, with a real profit for you. 

No risk of carrying over unsalable 
stock. Order today for the holiday 
trade. 









D-8 Lightweight (Ship 
Pattern Saw) 


Stock Disston 
Lightweights for 

Carpenters everywhere are turning to Diss- This New Demand 

ton Lightweight (Ship Pattern) Saws. Much 

of their heavy sawing is no longer neces- \ 

sary. So they prefer the lighter weight saw C 

with less width to the blade. Disston No. 7 Lightweight 

(Ship Pattern) Seae’ 










a, 








Hardware dealers are increasing saw sales 
by showing carpenters these saws. It is a —— 
new market. Because even the carpenter ee 1) 224 
with a full kit of regular Disston Saws is | 
now buying one or more Lightweights. 





Disston D-8 Lightwe i ht 
(Ship Pattern) Saue 





AMERICAN BOY 
SAW 

Made only in 20-inch 
length, 9 points, in 
either the straight- or 
skew-bac model. 
Packed in an individual 
box with a free copy of 
the Disston Saw, Tool 
and File Book enclosed. 








Get your share of this new business. Stock 


to meet this demand. 


Practically every regular Disston model 
can now be secured in these new shapes. 


Put in some Disston No. 7, D-8, No. 12, 
D-20, D-23, and D-115 Lightweight (Ship 
Keep them on display and 


Pattern) Saws. 
you will sell more saws. 





“Disston No. 12 Lightweight 
(Ship Pattoony” a,” 





Disston D-1 15 
Saw. 


Published by HENRY DISSTON & SONS, INC., Makers of “The Saw Most Carpenters Use,” PHILADELPHIA, U.S. A 
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That’s why WILLIAMS’ 
“W&B” Agricultural 
Wrench is selling—be- 
cause it is now and has 
been for a generation 
a good wrench at a fair 
price. 

Show it to the next man 
who asks to see a screw 
wrench. Let him feel 


* 3 , 





its perfect balance, 
twirl its easy-acting, 
solid-steel screw, notice 
its bar and head, drop- 
forged in one piece. 
Then tell him the price. 
If he knows tool values, 
your sale is closed right 
there. Write for new 
catalog. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
BUFFALO 


New York 


Chicago 


December 9, 1926 
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DEXTER sates Pian 


ERE’S a chance to get some real co-operation on the most profitable of all of 
your holiday gift line—profitable because it appeals to that group of middle 
class folk of minor circumstances who have agreed upon practical gifts for 

this year; profitable because the unit of sale is large, and the profit equal to that 
of a dozen ordinary Christmas sales. 


s 


Hundreds of bewildered male Christmas shoppers will soon be scratching their heads 
over the problem of what to give wife or mother this Christmas. These men need 


your help. 


Here is a Christmas sales plan that will help you to sell more washers than you ever 
sold in your life before during the Christmas season. If you sell Dexters, you will 
want this plan, of course—if you don’t you’ll want it anyway to see the kind of 
co-operation The Dexter Company gives its dealers. WRITE. 


There is still time to get a few of the leading Dexter models on 
your floor before the Christmas season, and move them with 
this co-operative sales plan. It’s a wonderful time to start! 


Distributed from 


Rochester Peoria Omaha Ios Angeles 
Harrisburg Madison St. Louis San Francisco 
Columbus Minneapolis Kansas City Spokane 


The Dexter Company — Fairfield, Iowa 
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bought by the readers of the 
twelve issues—for 1926—of 


POPULAR SCIENCE MONTHLY 


December 9, 1926 








selling tools, hardware, 
and paint, for you 


HIS is a story of 
sales and profits 
created for hard- 
ware merchants, 
jobbers and man- 
ufacturers. 





But, first, it is 
a story of service 
to its readers, by 
PopULAR SCIENCE 
MONTHLY: 


Spanish Galleon, from 
Poputar Science blue- 
prints 46 and 47. Made 
by Ettone Antonelli, 
2332 South Carlisle St., 
Philadelphia. 


In its Home Workshop Section, 
Poputar Science illustrates and 
describes things to make for home 
convenience and decoration. Blue- 
prints are offered, at 25 cents each. 


The readers of the twelve issues 
for 1926 bought PopuLar SCIENCE 
blueprints at the rate of over 6,000 
a month, or a total for the year of 
more than 73,000 blueprints. 





Seventy-three thousand ! 


That probably is the most: re- 
markable record in all publishing 
history, of reader response to a 
single department of a magazine 
(relative circulation considered). 


Re 





John Mitchell, Point Pleasant, N. J. 
Popular Science blueprint 34. 


More important,—each Popular 


Rose Arbor, buile 





Science blueprint means the use 
of tools, of paint, of hardware: 
calls for the purchase of many prod- 
ucts sold in the hardware store! 


You can see the picture: More 
than 73,000 blueprints, within a 
twelvemonth, leading directly to, 
the doors of hardware merchants; 
leading back in sales influence to 
the warehouses of jobbers; on back 
to the plants of manufacturers! 


AND—that is but one of the 
ways in which PoputarR ScIENCE 
MonTHLY is serving the hardware 
industry by making tool-users out 
of its readers. See for yourself 
in the pages of the Monthly. 
For acomplimentary 
copy of the January 
issue—a great New 
Year’s number, write 
on your business let- 
terhead to PopuLaR 
SCIENCE MONTHLY, 
242 Fourth Avenue, 





New York City. Sewing Cabinet, H. 
Caldwell, Toronto, 
re) Canada. Popular 








ey 


Science blueprint 31. 


Manufacturers Who Are Giving You Sales Aid by Advertising Their Products in POPULAR SCIENCE MONTHLY 


Nicholson File Company, Providence, R. L. 
Sargent & Company, New Haven, Conn. 
Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Company, Millers Falls, Mass. 
Simonds Saw & Steel Co., Fitchburg, Mase. 
Prentiss Vise Company, New York, N.Y. 
Sherwin-Williams Company, Cleveland, Ohio 
Trimont Mfg. Company, Roxbury, Mass. 

H. K. Porter, Inc., Everett, Mass. 

David Maydole Hammer Co., Norwich, N.Y. 
Clemson Bros., Inc., Middletown, N. Y. 

C. A. Shaler Company, Waupun, Wis. 


Henry Disston & Sons, Inc., Philadelphia 
The Stanley Works, New Britain, Conn. 
Fayette R. Plumb, Inc., Philadelphia, Pa. 
North Bros. Mfg. Co., Philadelphia, Pa. 
Yale & Towne Mfg. Co., Stamford, Conn. 
Brown & Sharpe Mfg. Co., Providence, R. L. 
H. Gerstner & Sons, Dayton, Ohio 
Goodell Pratt Co., Greenfield, Mass. 

E. C. Atkins & Co., Inc., Indianapolis, Ind. 
Boston Varnish Company, ston, Masse. 
W. B. & J. E. Boice, Toledo, Ohio 

Electro Magnetic Tool Co., Cicero, IIL. 


Detroit White Lead Works, Detroit, Mich. 

Parks Bali Bearing Machine Co., Cincinnati, Ohio 

South Bend Lathe Works, South Bend, Ind. 

Kraeuter Pliers, Newark, New Jersey 

8. C. Johnson & Son, Racine, Wisconsin 

Chisel-Edge Claw Hammer Co., Hoboken, N. J. 

L. S. Starrett Company, Athol, Mass. 

New Jersey Wire Cloth Co., Trenton. N. J. 

Addison Leslie Co., Plastic Wood, Canton, Mass. 

Rutland Fire Clay Co., Patching Plaster and 
No-tar-in Roof Coating, Rutland, Vt. 

Gerold Company, Lathes, New York, N. Y. 


Every tool product advertised in Poputar Science is guaranteed after test 
and approval by the Poputar Science Institute of Standards. 





Pop 


MONTHLY 


ular Science 
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STANLEY MERCHANDISING HINTS | 
SUBJECT No. 32 . 
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NEW Stanley Hardware 


Catalogue No.!4 
:, ae. 10°s inches —the ac- 


cepted size for catalogues. 


2. Binding — Blue linen-finish cover. 
Sections sewed and carefully 
glued to back. Lies flat when open. 


3. Illustrations —Every item well illus- 
trated by halftone cuts. 


toys Mor-lel-s-smmotelanleli-1(-mel-t-ielal hile) ate 
measurements and packing in- 
formation on every item. Care- 
fully indexed. 


TKS way gpg ear enn ahak WR Ry hala SO Coahdeinvds pan" 


ea en an Baer = 5S rr uel Pe «teas poy 


HE new Stanley Catalogue 
(illustrated at the right, show- 
ing pages 20 and 21) is a complete 
reference book on Wrought Hard- 
ware. Every hardware dealer 
) should have a copy. Write us to- 
day if you have not received one. 
It is free. 














/ ' 
= : Stanley makes a complete line of 
wrought hardware of the highest 
quality. Keep a clean cut stock. 


SELL THE LINE 


1 This trade-mark is a means of identification 





THE STANLEY WORKS, NEW BRITAIN, CONN. | 
New York Chicago San Francisco Los Angeles Seattle (|& ST, AN LEY : 


al 
STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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These New Bassick Packages 
Have Done Away With the Old 
Way of Handling Casters : - 






P to today casters have been about the shift- 
iest characters in any hardware store—here 
~_HARD WARE. today and there tomorrow. Selling casters always 
ee meant a hunt for the stock. It may have been part 
of the romance of selling hardware— but it wasn’t 






good business. 


Now Bassick gathers their easy rolling casters into 
neat—durable— good-looking boxes— easier to 
find, easier to stock, easier to sell. 














Sturdy, well-made packages, all alike, all dressed 
up with labels in Bassick blue and yellow and, what 
© lad eee ks: ee will be a greater help—all clearly marked with 
packages make easier and more name, stock number and short description of the 
attractive window displays. casters inside. Sounds like a real aid in selling 


and it is. 


Your next order of casters will be ship- 
ped to you in these attractive packages. 







The Bassick Company 


Bridgeport Connecticut _ 


+3) LEASYERE, Los 
; , or, 
"i 


—1 vara ale] 











q Easy to stock? How well- 
behaved Bassicks are in their 
new packages. You always 
know just where to find them 
when you want them. 
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WORTH WHILE TOOLS 
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Yes Sir Here’s 
a real BRACE 


he Mechanics Choice for J0 Years 


The Pexto Samson Bit Brace Is the 
Original and Genuine Ball Bearing Brace 





SA 

F 2; VN lo lAr hoe a 
SAMSON zune BRAGE | 
| 


This new Display Fixture is heavy cardboard lithographed in attractive 


fo ¢ colors. It is equipped with heavy cardboard easel on back which makes 


og < ‘ 
| f Fe) 
iitaoutaie! / p=". 


it suitable for counter or window display. A heavy metal hook is fastened 
to card on which to hang the 10-inch Samson Brace. 


R and yenu ipe Y The regular assortment consists of one Display Card and two No. 8010-D 
an De _ Samson Bit Braces, although No. 8210-D Braces will be furnished if so 
desired. (No. 8010-D Box Ring Ratchet—No. 8210-D Concealed Ratchet.) 
The Assortment is packed complete in a carton, size 10% x 17% x 32 
inches; weight 82 lbs. | 


A tag which gives the important mechanical features is packed with each 


Brace. 


Order an assortment thru your jobber—write us for descriptive circular 


or for complete catalog of PEXTO Tools. 





Size of Display Card 11%"x17%” 


THE PECK, STOW & WILCOX CO. _—_ Southington, Conn., U. S. A. 
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AND A WORLD-WIDE REPUTATION 









The Kelly Brand on an axe or 
other edged tool means REAL 
VALUE: DEPENDABLE 
SERVICE. 


AXES 
HAMMERS 
HATCHETS 
ADZES 
PICKS 
MATTOCKS 
GRUB HOES 
BROAD AXES 
BUSH HOOKS 
GRASS HOOKS 


SCY THES 
PERFECT 
TEMPER 





The Best Known 
and Known as 


THE BEST 


Kelly Axe & Tool Co. 


CHARLESTON, W. VA., U. S. A. 





THE AXE THAT BUILT A GREAT BUSINESS 
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the plumber 








If you're a real hardware man, you know that 
there’s not only more pleasure but more profit in 
selling fine tools than in selling cheap ones. And 
it’s particularly,true of hammers. 

Carpenters, Machinists—men whose trade you 
value—want the finest hammers they can buy— 
Maydole Hammers. 

You'll sell more hammers and build more good 
will for your store when you recommend the genu- 


ine Maydole Hammer. 


Get in touch with your jobber, and write us for Catalog, 
and Pocket Handbook 23-C. 


YOUR HAMMER SINCE 4\1643 


laydol 


H ammers 


The David Maydole Hammer Co.,Norwich,NY. 


241 


the Auto Mechanic 
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This Salesman Sells 


H E’S on the job every hour of every day. Takes no 
holidays—asks no wages. He’s your cash register’s 
| 


best friend + + + The Velchek Self Merchandising Board. 


Rows of polished tools on a good-looking board—a scientific, salesmaking 
display. The Velchek Board occupies little more than a foot of space in 
your store, but everyone sees it + + - The Velchek Board everlastingly 

ASKS ’EM TO BUY! ' | 
(Order through your jobber. | 


THE VLCHEK TOOL COMPANY 
300 East 87th Street - Cleveland, Ohio 


Foreign Dept., 53 Park Place, New York 


THE VLCHEK 
TOOL COMPANY 


: | 3 3000 East 87th Street 
The Velchek Board Age 
3 ; Piease give me full infor- 


‘ 

‘ 

f 

| 

mation on the Velchek Self- ; 
Merchandising Board. ' 
‘ 

‘ 

e ‘ 
‘ 

j 

é 
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AMERICAN 


SCREW 
COMPANY 











Wood Screws Machine Screws 
Stove Bolts Tire Bolts 








Largest Stock 
Greatest Assortment 


an 


Providence, Rhode Island 


Western Depot 
225 West Randolph Street, Chicago, Illinois 
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HAT Is The Basis Of 
The World-Wide and 
Deep-Seated Confidence 
In Files Bearing the 


NIC HOLSON 


FILE COMPANY 
Trade Marks y, 


Ti fact that 


Millions have 
been sold for 
years and have 

given entire 


\ satisfaction 


X 
x 
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\ _N 
NICHOLSON FILE Co., PROVIDENCE,R.I..U.S.A. 
~a File for Every Purpose 


CW a 
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VARKW ELL wa 


Improved 
Automatic 
Glazier’s 
Point 
Drivers 





Save Time 
Produce 
Better Jobs 








lhe Latest Y) 
Yj 


' y/ 
improvement mn YY 


D UY 

Yyp 

YY 
“ // 


Point Industr. IMPROVED DRIVER—will fit into 5 inch light of glass. Special attach- 
. ment will enable you to work on 3 inch light of glass. Operates per- 
fectly in any position. 





the Glazier s 
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Showing the Markwell Improved Point Driver in operation Showing the Markwell Improved Point Driver in a horizontal position 
in a vertical position. on French doors. 
(.LCARANTER :—Markwell improved Point Drivers Are 
“Quick Leading Mugazine witi Oi} icutra ‘Capacity (aaranteed Against Faulty Workmanship or Detective 
Loose Weight Abolished Material for One lear 
Parts strictly interchangeable—-no sloppy fits. A Real Tool—Rugged Retail for $5.00. Cost in half dozen lots, $4.00 each, dozen lots, 
in Strength—-Neat in Appearance. $3.50 each, two dozen lots or over, $3.25 each. 


MARKWELL No. 1 DIAMOND POINTS are packed in Telescopic Packages of 5,000. This 
package prevents waste. 


ee Se Mee ee 








% Inch Long for No. 1 Driver PURE ZINC STEEL 
000 po 10 box lots, per box........... 83.67 % fk eS ee $3.80 
ang Points to a Box 20 box lots, per box......... .. B30 20 box lots, per box... ee 3.55 
(10 Packages of 5,000 Each) 100 box lots, per box............ 3.30 100 box lots, per box...... we 


For points put up 5,000 in a package—50 packages in a case, deduct 5c. for each 50,000 points. Prices are F.O.B. New Work. 
Te me ul ‘ wf ch ‘) ' | S ft “is hi mt eae f schagres enuct eine Beieece mmeretl tiie 


Our Tempered Steel Points Make “Redrawing” Unnecessary. 


H. A. MARK WELL MANUFACTURING CO., Inc. '7 YanKin Street 
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OR 40 YEARS, Meisselbach Reels have been preferred 

and prized by tackle-wise fishermen. Now. a new 
- member is added to this old line—the level-wind Flyer, 
to retail at $7.50. 


Lively, noiseless, built to last a life-time —with all the 
other advantages that have made Meisselbach famous and, 
in addition, new improvements, latest design and popular 
price. Sell? It’s already selling, and it’s the ideal leader 
for your fishing tackle line. 


The Flyer is now being advertised to sportsmén in your 
territory. Posters, folders, catalogues and copies of The 
Bite Book are supplied you free, to tie in with this 
nation-wide advertising. 

Why lose the profit and prestige that the Meisselbach line can 
give you? Order from your jobber today, or send the coupon. 


THE A. F. MEISSELBACH MFG. CO. 
Sales Offices and Factory, ELYRIA, OHIO 


EE: 






/ THE 
/ A. F. MEISSELBACH 
MFG. CO. 


125 Taylor St., Elyria, Ohio 











/ 


/ Send me, on memorandum 

4 invoice only, a sample of your new 

Flyer,’’ and confidential informa- 
tion on your whole line. 


/ 
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/ 
ah 
/ 
i City... iciadialiliaiadicabematanasinire titan ii tag 
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Put this 
Display in 
Your Window 
Now! 


Start Early for a Big 
CHRISTMAS 
BUSINESS 








S Use the FREE Gendron *% 
Advertising Service 
—it makes sales! 


The Gendron cut and copy service and 
attractive window display material is 
supplied free to all Gendron dealers. 


The “Pioneer 
Kids” in your 
window, tied 
up with cuts of 
the “Pioneer 
Kids” in your 
newspaper 
advertising, 
will make 
your store 








a Send for FREE EE Portfolio 
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OUR windows work for 

you night and day. 
Properly decorated with an 
attractive, colorful display of 
Gendron Wheel Goods, they 
will produce real profits for 
you. Above all, Do it Now! 


Christmas shopping has 
already started in earnest. 
Christmas “‘wishes”’ are being 
made every day. Your win- 
dow display will govern these 


Christmas “wishes” and turn 
them into sales. 
Use the “Pioneer Kids” cut- 


out. If you haven’t it, ask 
for it today. It’s free. 


Use the Gendron Free Copy 
and Cut Service for your 
newspaper advertisements. 


Start now for a record-break- 
ing Christmas business in 
wheel goods. 


THE GENDRON WHEEL CO. 


TOLEDO, OHIO 


“pioneer Line 


~ Vehicles sor Gariteiuse 
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Hohner Christmas 
Advertising is Now 
Appearing in the 
Following Publica- 
tions: 


Saturday Evening Post 
Collier’s Weekly 
Farm & Fireside 

Columbia 
Eagle Magazine 
Association Men 
Junior Home 
Masonic Outlook 
Liberty 


N°? gift offered for sale at Christmas time 
is more universally popular among all 
classes of people than the Hohner Harmoni- 
ca. Its possibilities for fun, entertainment, 
popularity and musical education are known 
to young and old, and every music lover is 


a potential buyer. 
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Hohner Christmas Advertising 
Will Boost Harmonica Sales 














Harmonicas Make 
a Happy _ Christmas 


Everyone delights in receiving a musical 
instrument that he can play; and anyone 
can play a Hohner Harmonica. 


If you want to give happiness with your 
gifts at Christmas-time give Hohner Har- 
monicas—a happy thought! 


Leading dealers everywhere carry the com- 
pies line of Hohner Harmonicas—50c. 
and up. 


The Free Instruction Book, containing 
favorite musical selections arranged for the 
harmonica, is available at dealers or direct. 
M. Hohner, Inc., Dept. O00, 114 East 
16th St., New York. 











into quick profits. 


There is a greater buying season ahead for 
Hohner Harmonicas. The big national ad- 
vertising campaign will create a ttemendous 





Hohner Christmas 
Advertising is Now 
Appearing in the 
Following Publica- 
tions: 


Literary Digest 
Country Gentleman 
Farm Life 
Household Journal 
Life 
Home Circle 
Mothers Home Life 


American Girl 


Pathfinder 


demand for “The World’s Best” harmonicas i: 
and wise dealers will make sure that their 
holiday stocks are in readiness to be turned 


| M. Hohner, Inc., Dept. 66, 114 East 16th St., New York § 
Canadian Address: Hough & Kohler, 468 King Street, W., Toronto f 
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“@ Fascination Health a 
Inspiration Portability 
‘ae Education 7 Durability 
Entertainment dq Convenience 
| Popularity 
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Gun Cleaning || ZO 23S} 
Packs for Xmas | Sein 


Attractive, Practical 
Widely Advertised 
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Use This Sturdy Sales 


Booster to Draw Trade 


HOOTERS and their folks, their friends, will flock 
in to buy this handsome $1.00 combination package 
to give for Christmas. Brings desirable customers 

into your store and pays you a good profit too. Ad- 
vertised in all shooters’ magazines for December. 

Stock up on Hoppe’s Gun Cleaning Packs. Advertise them, dis- 
play them freely. Contents, one each full size Hoppe’s Nitro Powder 
Solvent No. 9, Hoppe’s Lubricating Oil, and Hoppe’s Gun Grease— 
everything for the proper cleaning and care of all firearms. Known 
everywhere for dependable excellence. Patches and directions in- 
cluded. 


Packed in dozens. Order from your jobber. 


FRANK A. HOPPE, Inc. 


For more than 20 years the Authority on Gun Cleaning. 
2314-H North 8th St. Philadelphia, Pa. 
Sales Representatives: 


Ed. W. Simon Co. Inc., 258 Broadway, New York City 
H. L. Bowlds, Mason Opera House Bldg., Los Angeles 





“te + 
& 





~*~ 
re TAYLOR-.TOT 
: ae COMBINATION 


‘ . . aig; 
sf ) ~ BABY-WALKER, GO-CART 


AND COASTER-CAR 


QUICK PROFITS 


Over two million mothers are looking for something to fittingly 
celebrate their baby's first Christmas. TAYLOR-TOT is the solution 
to their problem. We are in a position to handle last minute orders. 
Here is a real chance at some quick profits. Wire us today. 


THE FRANK F. TAYLOR CO., Norwood, Cincinnati, Ohio 


Manufacturers of the famous 


TAYLOR-TOT 
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They sell well! 


REGULATION 
PITCHING SHOES 


These heat treated steel pitching shoes sell well with 
a good profit to the dealer. They are well made, 
attractively boxed and painted, and a copy of instruc- 
tions and official rules comes with each pair. Three 
colors—Black, Harrow Blue and Wagon Red. Guar- 
anteed not to break. Will not nick or scar on the 
surface. 

Regulation Steel Stakes 1 inch in diameter and 25 
inches long, pointed on one end and enameled red, 
sell well with these shoes. 


Write for the trade prices. 
CHICAGO STEEL FOUNDRY CO. 
Kedzie Ave. at 37th St. 

Chicago, Illinois 





Horse shoe pitchers with a real 
interest in the game prefer 


these well balanced shoes. 
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VWIFFFIFFFFIFFFFVFIF3 
Goods in Stock Ring the Christmas Joy Bells 


Your cash register, too, will charm your ear. 
if you have the Abbey & Imbrie Fishing 
Tackle to make your customers happy. So get 
vour refills in and a proper surplus stock to 
boot, for a Christmas Season with bells on it 
With ‘Fishing Tackle that’s Fit for Fishing’ 
you can work up a veritable tide of buying 
enthusiasm. Quality merchandise, prized bys 
discriminating anglers for more than 100 
years, and famous as such. Exactly what the public wants— 
, gift articles of well-known high quality. Profit merit the 
highest. Write for complete catalog and discounts. 


Abbey é& Imbrie 


FISHING TACKLE 


97 Chambers St., Dept. A-11 New York City 





ee 








Retails at 


THE PRICE SELLS IT 
‘p $1.50 


Just think of givin 
your customers ial 
a well-built, all-steel 
vehicle at $1.50. 






Finest holiday article 
you can get. Let us 
send you a sample 
through your jobber 
now, order quantity 
from him. 


(4 JUNIOR as ; 
i er g ones in 
WALK-A-WAY illustrated catalog. 


METALCRAFT CORP., 4227 Clayton Ave. ST. LOUIS, MO. 
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KITCHEN: KOOK 


THE WORLDS FPASTEST COOK STOVE 



























AMERICAN 


KAMPKOOK 


AMERICAS FAVORITE CAMP STOVE 
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Lamps 


and JLanterns 
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Make it an_ 
American 


Christmas 


There is something here for everybody—gifts of practical, 
lasting value. Let your cash register ring your Christmas 
chimes through the sale of 


AMERICAN 
Kampkooks, Kitchenkooks, 
Ready-Lite Lamps and Lanterns, 
Radiant Heaters 


the line that provides a complete gas lighting, cooking, 
heating service for homes without city gas, plus gas cook- 
ing and lighting service for the motor tourist and camper. 


Nationally Advertised 


Your customers know American products. They know, a) 1 
that for its particular purpose each is the leader in NS. 255 
the field. Display them prominently and increase your Renda ae 
holiday sales. Display matter and other sales helps in wa 
large variety sent on request. Write nearest office. 
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No. 278 
American Gas Machine Company, Inc. 1) M0272 tern 


New York Albert Lea, Minnesota San Francisco 
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“ACCO” 


CHAIN 





SPECIALTIES 


Made by the Makers of the Famous WEED Tire Chains 

















“ACCO” Electric Welded 
Steel Loading Chain 


HE electrically welded steel links 

make this a chain of remarkable 
strength, with a wide margin of safety 
between rated working load and point 
at which it will pull stiff. 


This extra load capacity is produced 
by a combination of special steel and 
anew system of welding. Rigid inspec- 
tions insure uniformly high quality. 


Numerous tests conducted experiment- 
ally by our Research Dept. during the 
past three years indicate that ACCO 
Electric Welded Steel Loading Chain is 
far superior to any welded chain upon 
the market, in corresponding sizes. It is 
guaranteed to pull stiff before breaking. 


Furnished with a highly polished bright 
finish, and in addition to an octagonal 
brass tag every fifty feet, has one link 
every ten feet stamped with the word 
2.” 


With an established record of leadership 
in lumbering and in oil fields, ACCO 
Steel Loading Chain wins the confi- 
dence of farmers, contractors, builders, 
manufacturers, for work requiring steel 
chain that has maximum strength with 
minimum weight. 

Display this chain — discuss it with 
your trade—there’s a profitable chain 
market in your town which only ACCO 
will win and hold. 


AMERICAN CHAIN COMPANY, Inc. 


BRIDGEPORT, CONNECTICUT 


In Canada: Dominion Chain Company, Limited, Niagara Falls, Ontario 
District Sales Offices: Boston Chicago Ne York 
Philadelphia Pittsburgh San Francisco 


W orld’s Largest Manufacturers of Welded and Weldless Chains 
tor All Purposes 
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Same Chain shown top of page 9/32” (10/32”") Pulled Stiff at 6,250 Pounds—Elongation 40% 
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“Finds Enough Quality Customers 
To Pay For Handling PLYMOUTH” 


The hardware store of J. E. Shenk & Son of Pen- 
brook, Pa., finds trade about the same as many other 
hardware merchants in suburban towns—just aver- 
age. That is, their customers haven’t any strenuous 
operations requiring high grade rope. 

“Some of our customers insist upon buying cheap 
rope,” said Mr. J. E. Shenk, the manager, “so nat- 
urally I have to stock it to satisfy them. On the 
other hand,” said Mr. Shenk, “we find that some of 
our customers know a ‘good rope’ when they see 
it, and these people buy 
Plymouth Manila Rope 
because they get more 
service out of it. 
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Plymouth Cordage Company 
North Plymouth, Mass. uter 
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ON 


MR. J. E. SHENK, President and Manager 


“We prefer to sell Plymouth because we never 
have any complaints. 


“So whenever a customer is susceptible to the 
Quality appeal, you can bet we always sell him 
Plymouth Rape. We have stocked Plymouth Rope 
for five years and find enough Quality customers 
around here to pay us for handling Plymouth.” 
Many dealers are fast finding it pays to sell Ply- 
mouth. Their customers find that the slight differ- 
ence in price is more than returned in the longer 
service it gives. 

Write us for name and 
address of nearest distrib- 


Welland, Canada 


PLYMOUTH 


You & ~ 
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Positive Pressure 


Air Circulation~ 
the Key to “Furnace Success 











HE warm air furnace has only two jobs— 

(1) to manufacture warm air; (2) to dis- 
tribute fresh warm air. Its success asa heat- 
ing unit, granted that it is properly designed 
and built, depends wholly upon the ability with 
which it manufactures and then distributes 
warm air. It must make enough air warm to 
keep the house supplied with warm air; it 
must deliver this warm air to every 


room it is desired toheat. It should x 
keep the air in circulation. Wn 


No matter how many talking points 
the furnaces you now sell have, if 





Za \ , 
ee 





Miles Automatic 
Furnace Fan 
with Fan idle— 
louvers open 













You can change a 









and give it positive pressure air circu- 
lation by installing a Miles Automatic Fur- 
mace Fan. This device builds positive 
pressure air circulation. It pushes the 
warm air up to every register in winter; it 


These four vital improve- 
ments in warm air furnace 
service are welcomed by 
every furnace user. They 
make it easy to sell and in- 
stall the Miles Automatic 
Furnace Fan. Customers 
are waiting for you with 
open arms. Our advertising 
is“telling them about this 
furnace secret. Inquiries are 
coming to us daily—Why 





Any Fuel 


Room 


Summer 


Showing genera! 
idea of installation 


ny warm air 


“a ‘ : : = EE E = = - 
HEATING SYSTEM — 


1. Doubles Heating Capacity 
of Any Furnace 


2. Saves 30 to 40% Fuel— 


3. Gives Four Changes of Air 
Every Hour in Every 


4.Supplies Cool Air in 
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they do not circulate enough warm air to 
heat every room to the satisfaction of the 
tenants in coldest weather, the jobs are not a 
success. §$When a warm air furnace does 
deliver warm air in sufficient quantity to heat 


every room comfortably and economically in. 


zero weather it is the most successful heating 
machine in the world. You know this just as 
well as we do. _ It is easy then to 
see that air circulation is the key to 
furnace success. Air in motion is what 
imparts life, energy, vigor. And that’s 
what people want. 
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Miles Automatic 
Furnace Fan 
with louvers 
closed —fan in 

operation 
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blows cool air up through the registers in 
summer, thus giving the warm air furnace 
an advantage over any other type of heat- 
ing system in its year around service 
ability. Jt keeps the air in motion. 


shouldn't you profit by 
them? We can give you 
quick service—shall weship 
you a sample fan for demon- 
strating equipment? New 
markets are opened to you 
through the Miles Auto- 
matic Furnace Fan but you 
must have a demonstrator 
to show them. Write, or 
if you are in a hurry order 
a No. 800 sample fan. 





THE WARM AIR FURNACE FAN COMPANY, 6517 Cedar Avenue, Cleveland. Ohio 





tke 
ant 
i 
a 
£ 
b Pigg 
see 
ra 
ei 
ae 
a 
aR 
re 





TOR. ng ne ae ee ‘ 
.) VASES psa 





December 9, 1926 HARDWARE AGE 27 


Butcher Steel 


Now Made Available 
Jor Home Use 
in Safety Forme 





afely 
KNIFE SHARPENER 


Here is the safety razor principle applied to a 
Butcher Steel knife sharpener. The Monarch 
enables the housewife to sharpen knives as ex- 
pertly as does the butcher or the chef but with- 
out the necessity for skill or practice and in 
perfect safety. 


The Monarch has no wheels or discs to wear the 
knife. Wheels produce an undercut groove 
which does not last. The Monarch imparts a 
keen, tapered, lasting edge with just a few 
strokes through the sharpener. 
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De tuxe Model $1.50 

Utility Medel with weed For 

handle ss Peas use . 

m4 S..f et Stainless and 


and Restaurants $5.00 
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the tour Kutcher Steels set at 


the correct angle for sharpening : 
| +L Steel Knives 
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Four little Butcher Steels, arranged at the proper angle 
and fully enclosed, constitute the feature of the Monarch. 
Perfect in every detail, it is so simple and safe that even 
a child can properly use it. 

The Monarch Safety Knife Sharpener is backed by a 
national advertising campaign. See our ads in Ladies’ 
Home Journal, Good Housekeeping’ and Liberty. It sells 
readily because it fills a definite want. Beautifully nickel 
plated—an ornament on the table. It retails for $1.50. 
One store sold 30,000 in twelve months. 

Full dealer co-operation is extended to every retailer who 
| stocks the Monarch. Highly profitable and a quick seller ; 
NICKEL PLATED you should have a carton on your counter. Sold only 
HIGHLY POLISHED through legitimate jobbers and retailers. Write for our 
attractive dealer proposition. 


Jaywoolf Manufacturing Company 


512 FIFTH AVENUE - NEW YORK CITY 


Distributed through these leading Jobbers 














BARRETT HARDWARE CO., Joliet, II. HIBBARD, SPENCER, BARTLETT & CO., MATHEWS & BAUCHER, Rochester, N. Y. 

BLISH, MIZE & SIL ~ IMAN HARDWARE Chicago, Il. PAXTON & GALLAGHER CO., Omaha, Nebr. 
CO., Atchison, Kan LADORE & CO., 610 Buhl Bldg., Detroit, Mich. WEED & CO., Rochester, N. Y. 

BUFFALO HARDWARE CO., Buffalo, N. Y. | EE-KOUNTZE HDWE. CO., Omaha, Nebr. WITTE HARDWARE co., St. Louis, Mo. 


THE LORING LANE CO., 53 Beach St., New 
York, N. Y. 
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IN 


A GOOD SELLER 
FOR CHRISTMAS TRADE 


The saw illustrated is Atkins No. 400; the 
finest and best Hand saw ever made. 
Fashioned from Atkins Silver Steel. Cuts 
fast, free and easy; holds edge, stays 
sharp longer and outwears all other 
saws. Iwo-way taper grinding, ‘4 
patented process enabling it to A 
cut green or wet lumber with Ty 

ease and precision. é 


Packed in beautiful holiday 
box with label ready to 
present for Christmas. 











CHRISTMAS DISPLAY 
CARDS AND TRIM FREE 


Write for Christmas display cards and win- 
dow trim; they will help you sell this profit- 
able saw which is dbtainable in Skew Back, 

regular width and Ship Pattern, or in Straight 
Back, regular width and Ship Pattern in the 401, 


same quality. 


THE FINEST ON EARTH 


Buy the best saws that money and skill can produce for your 
Christmas trade. Place your order early with your regular source 

of supply. For further information and literature descriptive of 
our entire hardware line, write us at Indianapolis. 


E. C. ATKINS & COMPANY 





















ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago New Orleans San Francisco 
Memphis New York Seattle 


Paris, France Vancouver, B. C. 
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A Bull's Eye 


N this issue of HARDWARE AGE 

you will find a veritable manual 
of merchandising information. 
HARDWARE AGE aims to be of ser- 
vice to you in the solution of the 
many problems incidental to the 
conduct of your business and to 
place before you practical and 
workable ideas, the worth of which 
have already been demonstrated. 

This information is only as valu- 
able as you make it. It’s up to you. 


What Readers Say 
About Us 


“T consider the advice and benefit 
received from reading your publica- 
tion very necessary to the hardware 
retailer.” (Signed) 

ROBERT M. SECORE, 
Beacon, N. Y. 


“I would find it very difficult to 
keep posted on merchandise and con- 
ditions if it were not for your publi- 
cation.” (Signed) 

W. A. CLOUGH, 
Rumford, Me. 


“Am certainly pleased with Harp- 
WARB AGE and consider it a necessity 
for all hardware trade and affiliated 
interests.”’ 

(Signed) JOHN E. TURNER, 
Detroit, Mich. 
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The reasonable price of genuine forged 
iron hardware by McKinney has re- 
moved the need for carrying imitations 


HE time has 
passed when 
imitations of 





forged iron hardware 
are acceptable to the public. McKinney’s great contri- 
The very active revival bution during this revival 
of interest in this artistic of interest has been the 
hardware for modern build- solving of application prob- 
ing has brought forth lems and producing replicas 
abundant and favorable edi- in design and texture of 


torial comment. famous original pieces, so 


This educational work that without hand work on 
coupled with the clarity of McKinney ad- the job they fit accurately in place. 
vertising has developed on the part of the Two other McKinney contributions 
public a genuine appreciation of the au- which have made this hardware so much 
thentic in design and surface texture. in demand are the perfection of a more 

The ambition of the early masters was lasting finish and the extremely reasonable 
to achieve their crisp de- pricing which has placed 


signs and to produce a sur- McKINNEY this hardware within the 

face as smooth as possible reach of all. 

with the tools available. FORGED IRON Use the coupon if you 
T he erroneous idea held HARDWARE have not received full in- 


in some quarters that a formation on McKinney 
pock-marked piece of metal was a good Forged Iron Hardware and Lanterns. Send 
imitation has been dispelled entirely. to McKinney Mfg. Co., Pittsburgh, Pa. 


MAIL THIS COUPON 





Forge Division, McKinney Manuractrurtnc Company, Pittsburgh, Pa. 
Please send catalog entitled “ Forged Iron Hardware by McKinney” to 
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BY LLEW S. SOULE 








Boys’ Week and Business 


all over the United States and Canada, with 
delegates from England, met in Chicago for the 
Third International Boys’ Work Conference. 

Plans were laid for staging Hobby Fairs during 
the National Boys’ Week, April 30 to May 7 inclu- 
sive, 1927. 

These Hobby Fairs will be exhibitions of boys’ 
skill at handicraft such as radio making, construc- 
tion of household furniture and utensils, miniature 
airplanes, etc. Other hobbies to be stressed are 
stamp and coin collections, geological specimen col- 
lecting, etc. Student loans, boys’ bands and glee 
clubs also came up for discussion. 

There are great possibilities for hardware mer- 
chants in Boys’ Week. With the “Hobby Exhibi- 
tions,” there is a splendid opportunity not only to 
sell the tools used for making the exhibits, but to 
build friendships and insure further customers. 


()* Nov. 29, boy workers and business men from 


Get in touch with your local Rotary, Kiwanis, 
Lion, Civitan or other service clubs and help arrange 
a Hobby Exhibit for your town. Offer special re- 
wards for handiwork exhibited in your store windows 
prior to the regular Exhibit Week. | 

Do the things you would like to have done if you 
were back in the boyhood class. 

Boys of today are future citizens and future cus- 
tomers. You will need them in your business in the 
years to come. They need your assistance and en- 
couragement now. 

Besides—good citizens are community assets and 
boys whose minds are occupied with worth while 
things have little time for the things which lead to 
uselessness and crime. They naturally become good 
citizens. 

Be a Booster for Boys’ Week Hobby Exhibition, 
and start now. 


$410 2 >_< 


A Penny for Your Thoughts | 


fore an audience of business men. In his talk 
he stressed the fact that people generally do not 
think. 

“Making people think,” he said “fis what makes the 
cost of business so high today.” 

There is a great deal of truth in that speaker’s 
remarks. People generally do not think in the sense 
of reasoning things out to a logical conclusion. Cus- 
tomers often do not think of the merchandise they 
need or could use to advantage. Salesmen do not 
think to remind them of that merchandise. Often the 
salesman does not have sufficient knowledge of the 
merchandise and the consumer’s needs to think log- 
ically concerning them. 


\ BUSINESS expert was talking recently be- 


Every hardware merchant in this country could 
afford to raise the salaries of his employees and re- 
duce the price of his merchandise, if it didn’t cost 
so everlastingly much to make people think. 

One great problem of the average hardware mer- 
chant therefore is to get his employees to think, and 
to do so he must do more thinking himself. Also he 
must see that his salesmen have a wider knowledge 
of the merchandise they sell and the uses to which 
that merchandise can be put. 

Another problem is to get the people in his trade 
territory to think of him, his store and his merchan- 
dise in a favorable way. 

When these two problems are solved the other 
problems of merchandising will seem less formidable. 
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Modern Display Increases 
Sales 300 Per Cent 





MERU LLL 


“Every hardware retailer who will take his pocket knives, 
flashlights, butcher knives, razors, tools, etc., out of the 
floor cases and sample them on display doors—with price 
tags that can be read—will increase his sales, without the 
least exaggeration, from 200 to 300 per cent.”—R. J. Hirsh, 
of the Jones Hardware Co., New York City. 





THLLTLELLE DLT PEELE CREEP TPE 


HEN Mr. Hirsh says that sales can be increased from 
WW 200 to 300 per cent. through effective display, he is not 
making a theoretical assumption, he is telling of his 


own experience with modern store fixtures. Modern display, Mr. 
Hirsh states, results in the following: 


1. It places a sample of practically every item in stock before 
the customer. 

2. It greatly simplifies the process of selection for the cus- 
tomer and through the power of suggestion, increases sales. 

3. It greatly simplifies merchandising for the dealer. It re- 
duces the number of clerks and brings the efficiency of those 
remaining to a high point. In other words, a salesman’s 
time can be devoted entirely to selling, whereas under the 
older system a large part of it was wasted in the mere 
physical exertion of removing and replacing innumerable 
boxes containing the merchandise for inspection. 

4. It simplifies and systematizes stock arrangement. 


Mr. Hirsh tells us that every line carried in the hardware 
store responds to the stimulation of modern display. In his 
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opinion, the stock of the average hardware store can be divided 
into two groups. In the first group are items which sell in direct 
proportion to the manner in which they are presented to the buyer 
—that are particularly responsive to display. In the second group 
are items such as nails, screws, bolts, etc., that are sold largely 
on demand. It is in the sale of items comprising the first classifi- 
cation that display results frequently in astonishing sales stimu- 
lation. 

“Modern merchandising,” Mr. Hirsh states, “recognizes the 
fact that first impressions are all important. A neat, improved 
store interior undeniably has an atmosphere of welcome. Its wide, 
roomy aisles and freedom from stiffness and overcrowding invite 
the inspection of the merchandise on display and urge the cus- 
tomer through the entire stock. 

“In our store, the conservation of space was a matter of great 
importance. The average hardware man inspecting our installa- 
tions for the first time finds it hard to believe that the innumer- 
able boxes that formerly cluttered the shelves have been disposed 
of, with room to spare, behind attractive display panels.” 

The operation of the display panels is effectively illustrated in 
the larger of the accompanying illustrations. The panels contain- 
ing samples, it will be noted, not only swing outwardly like a 
door, but, being fastened in the center, may be moved to any 
position that best suits the convenience of the customer or dealer. 

It is worth pointing out that the stock of merchandise from 
which the samples of the display panels are drawn is not stored 
immediately behind the panel. Instead, the stock is stored behind 
the display panel to the left. This is a very convenient arrange- 
ment in that it permits the particular panel in which a customer is 
interested to remain uninterruptedly before him. 

The office of the Jones Hardware Company is located in the 
extreme rear of the store, and is equipped with modern devices 
for the expeditious handling of its business. In the rear of the 








This is Harry A. Hatch, an indefatigable worker for 
the panel type of display, and the man who per- 
sonally sampled the display panels for the Jones 
Hardware Co. It will be observed that price 
tickets are used throughout, thus enabling pros- 
pective customers to make quick selections. 








store are also located the wrapping counters. There is a definite 
reason for their placement here. They compel the customer to 
walk the length of the store, and in this way bring him in contact 
with a large number of items that would not otherwise come to 
his attention. That this has proved an effective means of making 
the ‘‘extra sale” has been demonstrated time and again. 

The company’s modern display fixtures that are being utilizea 
so successfully by the Jones Company were supplied by W. C. 
Heller & Co., of Montpelier, Ohio. In answer to the contention 
frequently made that any rearrangement of a store’s interior for 
the purpose of installing fixtures causes a serious disturbance in 
business, it is worth pointing out that fixtures of the type used by 
the Jones Company are supplied in sections which may be in- 
stalled one at a time without any serious disturbance of the day’s 
routine. 

“Where individual merchants have adopted modern display fa- 
cilities,” Mr. Hirsh says “results have undeniably demonstrated 
the vital importance of this end of selling.” 
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Barbers and Pig Iron 


By Saunders Norvell 


again! 

A doctor told me that when a man passes 50, it 
is simply a matter of repairs—watch for trouble and 
stop it if you can. My dentist examined a tooth and 
remarked—“Well, that one is all right. Jt will last as 
long as you need it.” Cheerful thought! 

* * * 

Then, along from my Book-of-the-Month Club comes 
Ellen Glasgow’s latest novel, “The Romantic Comedi- 
ans.” This is a delicious story of an old man who felt 
young. I can not help but wonder where Ellen got all 
the dope. The old gentleman was a good sport. The 
years passed, as the years will, and still he craved just 
a little more of youth. I want all of my elderly friends 
to get this book and read it. I hope they will enjoy it 
as much as I did. It is a book chuckful of wisdom. 
The old gentleman had a twin sister who had managed 
to inherit four fortunes from four husbands. She knew 
her world. She knew her brother. What she had to 
say to him about life will make you chuckle. 

* * * 


Since I_.am Chairman of the Executive Committee of 
our business (without any salary!), I do not have to 
hurry. I can get my hair cut every two weeks if I want 
to. In the years that are past, the delay of barbers 
has always got on my nerves. Why does a barber wait 
until a customer comes and sits in the chair before he 
starts stropping his razor? Why does he have to mix 
the soap in the cup? Why can’t all this be done in 
advance? Yes, yes. Under my breath I have cursed 
barbers many a time. I have made facetious remarks 
to them about Murderers’ Row. 

. * * 

Now it is all different. I have just been to a barber 
shop. I sat and waited for 45 minutes and I found the 
wait interesting. While I waited, I had a lot to think 
about. Following my plan of describing and writing 
about every-day things, let me tell you about this barber 
shop. My office at Union Square is on Sixteenth Street. 
At Ninth Street and University Place is the old Hotel 
Lafayette. This is a French hotel. The waiters there 
are all French. The chefs are all French. If you are 
fond of French food and know what to order, you can 
get a better meal at the Hotel Lafayette than at any 


other restaurant in New York. 
% ¥% *& 


| cesin adopted the four day week! Henry, come 


It is not a gorgeous place—rather old-fashioned. 
Then, of an evening, they have an orchestra, composed 
of women, that tears the grand operas to tatters. This 
orchestra is something fearful. The dread of this or- 
chestra has kept me away from the Hotel Lafayette for 
many dinners but, fortunately for one’s digestion and 
peace of mind, the orchestra does not perform at lunch 


ime! 
time! er a 


The management of the Hotel Lafayette is very 
courteous and accommodating. Yes, some time ago 


they were padlocked. When the manager was asked, at 
his trial, why he served the customer wine, he smiled, 
shrugged his shoulders and answered—‘“‘Your Honor, 
our customer wanted wine. We were sorry for him. 
We sympathized with him. We gave him wine. We did 
not know he was a detective.” The Hotel Lafayette 
believes in sympathetic service! But now when you 
whisper anything to the waiter, he shakes his head 
sadly, shrugs his shoulders, rolls his eyes heavenward 
and whispers—‘“Non, non!” 


* * * 


Sunday morning, when you are in New York, take a 
bus, go down to the Hotel Lafayette and have your 
breakfast. You will have excellent coffee. They know 
how to prepare thin buttered toast. Ask for one of 
their “Omelettes Epinard’—just eggs and spinach. 
At the Hotel Lafayette, they understand the making of 


an omelette. 
* ¥* * 


Well, as usual, I am wandering from my subject. The 
above is solely background. If you are familiar with 
the stories of Guy de Maupassant, you will remember 
that some of the most delightful word painting in his 
stories is at the beginning, where he paints the picture 
of the environment of the story’s action. That is the 
art of the short story, and these articles of mine, after 
all, are just little, short stories—thin cuts of buttered 
toast sliced off the dry bread of life. 


* * *% 


One of the hardest things to get in New York is a 
becoming haircut. In our big hotels, the barber shops 
are principally white duck suits and fine plumbing. 
When, it comes to really artistic work, it is not to be 
had. These barbers believe in mass production and a 
generous tip, and what they do to some of their cus- 
tomers is too terrible for description. A haircut is a 
very important matter! Fortunes can be made or lost 
as a result of the way you wear your hair. It takes 
an artist to give a man a haircut that just suits the 
shape of his head, exactly as it takes an artist as a 
tailor to cut your clothes so as to cover up your de- 


- formities! 


* * * 


A friend of mine, a man past 50, always had an at- 
tractive haircut. I hesitated to ask him a personal 
question, but finally, one day when he was in a good 
humor, I took a chance. I inquired who his barber 
was. Imagine my surprise when he told me that the 
best barber in New York was in the shop in the base- 
ment of the Hotel Lafayette. 


* » * 


So I have been going to this shop and I am told that 
as a result, I look 10 years younger. I look as if my 
ancestors came over in the Mayflower! People wonder 
at the change for the better they see in me! They do 
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not know the cause! Now I confess it—it is my new 
haircut! 
* * * 

Well, today, after a delicious luncheon at the Hotel 
Lafayette, I went down to be trimmed up. The shop 
was crowded. There are three French barbers. I am 
told each one is as good as the other. They admit it! 
One Frenchman with a pointed beard occupied chair 
No. 1. Two ladies occupied the other chairs. The 
Frenchman in No. 1 took everything from a haircut to 
a marcel wave. When I left, he had just had a shampoo 
and was having some of Ed Pinaud’s Eau de Quinine 
rubbed in. I could not but wonder whether he had an 
engagement to sell goods this afternoon. He certainly 


was getting into condition for trouble of some kind! 
* a * 


What impressed me especially were the two charming 


ladies having their bobs put in fighting trim. I succeed- © 


ed one of them in her chair. The lady in the chair next 
to me was also taking everything from soup to nuts. 
Men came in, took off their coats and vests and collars 
and ties. They paid no attention to the girls. One 
attractive girl monopolized the attention of the mani- 
curist. The lady lying at full length in the chair next 
to mine, having her facial massage, chatted gaily with 
her tonsorial artist in French. She was not aware of 
the fact that I can understand that language even 
though there are those who will insist that I can not 
speak it! She and the barber were discussing the other 
people in the shop, and I came in for my share of their 
comments. Curious, isn’t it, that in France we Ameri- 
cans always think that no one speaks English but our- 
selves and, by the same token, here in America, French 
people imagine that they will never be understood when 
they speak their language! 
* % * 

But what a change in the times, when women even 
invade the barber shop of men! Where in the world 
can a mere man have any privacy in these days? Where, 
may I ask, are we safe? Suppose, just to get even, 
that I should walk into a beauty parlor crowded with 
women and insist upon having my hair cut! Wouldn’t 
the ladies be indignant? However, allow me to suggest 
to my married friends when they come to New York 
with their bobbed-hair wives that it might be a new 
experience for them to go down to the Hotel Lafayette, 
sit in adjoining chairs and have their hair cut alongside 
of ‘‘Mother.” The world do move! I must be old- 
fashioned, or it would never have occurred to me that 
it was funny to see women in chairs in a man’s barber 
shop. 

% * * 

Last week I wrote about the “little fellow.” Recently, 
I have been reading an absorbing book on the industrial 
development in England, called: “The Rise of Modern 
Industry,” by Hammond. This book traces changes in 
industry and the action and reaction of industry upon 
politics. In this book is a history of the invention of 
the steam engine by Watt. I was tempted to steal this 
chapter and write an article based on the very inter- 


esting information on this subject. 
* * % 


What do you know about Watt? What was the prob- 
lem that confronted Watt? Just what did he discover? 
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What happened to him? How did the introduction of 
steam affect the industrial life of England and, later, of 
the entire world? This story reads like a romance. The 
peculiar thing is that Watt himself did not realize the 
importance of his own discovery. 


x * * 


Steam engines were, for many years, used simply to 
pump water out of mines. When someone suggested 
to Watt that the steam engine might be applied to ships, 
he shook his head and said “Never!” He even objected 
when his partner suggested the advisability of selling 
steam engines to cotton mills. When the steam engine, 
after various vicissitudes, was finally acknowledged to 
be a success, what happened? You could have a mill 
anywhere. Before that time, the only power was water 
power. All mills had to be on streams. Therefore all 
the manufacturing towns developed on streams. When 
steam came, you could develop manufacturing next to a 
coal mine—anywhere! , 

* * * 

Up to the time of steam power, a large part of all 
manufacturing was done in the homes of the workers. 
They were supplied raw material. They worked at 
home. They delivered the finished parts to be assem- 
bled. There was village life. There were community 
lands where the villages grew their garden truck and 


pastured their cattle. 
¥* * *% 


With steam power came the concentration of workers 
in factories. The new industrial system gave a tremen- 
dous impetus to the business of Great Britain. All 
kinds of foodstuffs rose to enormous prices. Farming 
became very profitable. This led to farming on a large 
scale. The large farmers buying in quantities and 
adopting systematic methods attained greater produc- 
tion and larger profits than the small farmers. 


* * * 


Then came the “Inclosure Acts.” The large farmers 
had laws passed in Parliament by which the community 
lands were inclosed. The little villager was frozen out. 
This resulted in paupefizing the people of England. The 
sufferings of the people in this period are beyond belief. 


* + % 


As I sat in my chair having my hair cut, I thought 
of the changes that are taking place in the United 
States at the present time. There is no doubt that 
the big fish are eating up the little fish. The small 
towns are passing out. Economic conditions favor the 
large merchant. I wonder if, in another form, we are 
drifting int othe same experience that faced England 
after the industrial revolution brought on largely by 
the introduction of steam power and the concentration 
of the workers in the large cities and in the large fac- 
tories. Note the increase in the price of food. 


* Sa *% 


While listening to the lady gaily chatting in French 
in the chair next to mine, my mind went back to France 
and then from France traveled over the Pyrenees into 
Spain. It is a strange fact that when Spain exploited 
her new discoveries in America, all she wanted was 
gold. The Spaniard appeared as a conqueror with a 
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Wheel goods form a large share of Bruske’s Christmas toy sales. 
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found to be the best sellers 


A Live Santa Claus Helps 
Bruske Sell ‘Toys 


Saginaw, Michigan, Dealer, in Store Only 25 by 100 Feet in Size, Sells 
About $5,000 Worth of Toys and Wheel Goods During the Pre- 
Holiday Season—Starts Displays About Middle of November 


‘ HILE there are a good many hardware mer- 
\ \ chants who admit that toys can be handled 
profitably by them during the holiday season, 
they fail to take advantage of the fact simply because 
they feel that they have not enough room to make a 
proper showing. Some dealers who are located in 
comparatively small stores contend that the addition of 
a toy line at Christmas would mean the disruption and 
entire rearrangement of all of their other business, and 
this would more than offset the profits made on the toys. 
Perhaps there is some slight foundation for this line 
of argument but Waldo Bruske, hardware dealer in 
saginaw, Mich., has again proved that “the small store 
is no barrier to Christmas sales.” For Mr. Bruske, 
in a store building only 25 by 100 feet, sells each Christ- 
mas about $5,000 worth of toys and wheel goods with 
practically no interference to his regular lines. Like 
most stores his has a second floor used for the storage 
of surplus stock and a salesroom for the larger house- 
furnishing items. 
Mr. Bruske has solved the problem of where to dis- 
play his toy stock by simply clearing out room for it 


on the second floor, while on the main floor he places 
various toy items along the top of his wall cabinets. 
In addition, he has in the center of the first floor room 
two or three small tables, one of which contains a com- 
plete electrical railway in operation while the others 
hold an assortment of the cheaper toys grouped accord- 
ing to price—one group of 25 cent sellers and another 
of 50 cent sellers. Placards around the store invite a 
visit to the second floor toy department where the real 
dsplay of the more expensive items is kept. This second 
floor room has one advantage in that its very location 
discourages many youngsters unaccompanied by their 
parents from crowding in after school hours—a thing 
that usually results in considerable confusion and 
breakage, 

It is Mr. Bruske’s custom to receive his toy stock 
about the middle of each November, and all displays 
are in place and an active sales campaign through win- 
dow trims and newspaper advertising launched on the 
day after Thanksgiving. For two weeks just ahead of 
Christmas Day, a man dressed as Santa Claus is kept 
roaming the streets with a note book. Awestruck chil- 





The more expensive and better made items have been 
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dren follow him about and he jots down their names 
and addresses and their particular Christmas wants as 
they confide them to him. Letters are then sent to the 
parents telling them of the desires of their youngsters 
and many sales are the direct result. 

Out-door toys is really only another name for wheel 
goods, coaster wagons, kiddie kars, scooters and the 
like, but for some reason the new name seems to make 
them sell faster. An example of what can be done in 
this line may be found in the store of Chas. C. Staadt 
and Sons, Milwaukee, where E. Miller, who has charge 
of the toy department, has sold over $2,000 worth of 
wheel goods during the past four months from a stock 
that has averaged only about $350. 





Along with the toys on 
the second floor is an 
attractive display of 
small electrical appli- 
ances which has proven . 
instrumental in making 
a considerable addition 
to the Bruske Christ- 
mas trade volume. For 
two weeks prior to 
Christmas a man 
dressed as Santa Claus 
is kept roaming the 
streets wunth a_ note 
book 
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Toy samples on the 
first floor in the store 
of Waldo Bruske, Sag- 
inaw, Mich., serve as a 
drawing card for cus- 
tomers to the store’s 
real toy department, 
which is located on the 
second floor. Placards 
around the first floor 
invite the customers to 
visit the toy depart- 
ment on the _ second 
floor 





The store, which is located in a residential section 
of the city, maintains a window display of wheel goods 
throughout the summer months, changing it about every 
two weeks. In addition the store paper is sent monthly 
to a mailing list of over 2000 names and wheel goods 
are featured in it throughout the selling season. 

Perhaps the styles in toys are changing with every- 
thing else—at any rate the old idea that toys can be 
sold only at Christmas time is rapidly losing ground. 
More and more hardware dealers are discovering the 
sales possibilities of “out-door toys’”—the kind that sell 
much better during the summer and fall than during the 
holidays—and consequently are making their toys a 
profitable all the year around proposition. 
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What’s Your Bid for the Christmas Purse? 


By Charles P. Catlin 


“O, wad some one the giftie gie us 

That we wad gie to them!” 

HAT’S your bid for the Christmas purse? 
\ \ Every merchant in your town, from the drug- 

gist to the drygoodsman, and every merchant 
in the nearby cities as well as the mail order catalog 
houses and glorified peddlers are bidding against you 
for the Christmas shopper’s purse. What are you doing 
about it? 

Frankly, there is only one way to get your full share 
of this profitable cash sale gift business. That one way 
is for you to bid through circulars, local newspapers, 
and, above all, your windows. 

Let your windows make your bid—and you can out- 
bid easily your competitors for this desirable gift busi- 
ness. Attract the Christmas shoppers to your store 
through eyecatching window displays of merchandise 
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that appeals strongly to men, women and children—the 
entire family. In every hardware store there are hun- 
dreds of items that could be sold as gifts easily and 
quickly. Feature them in your windows. 

Don’t leave it to your customers to guess which of 
the items you carry would make welcome Christmas 


gifts. An ounce of suggestion is worth a pound of 
watchful waiting. Provide your customers with ideas 
and they will provide you with profits. Suggest that 
they present gifts of utility for the home. The home 
is the heart of the nation; and the heart is the shortest 
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route to the pocket. To get money out of the pockets 
of your fellow townspeople and neighboring country 
folk, suggest they put the household items you carry 
into their homes and those of their friends. Such items 
as silverware, clocks, tools, cutlery and housefurnishing 
goods make ideal Christmas gifts, gifts that prove con- 
stant and pleasing reminders of good-will. 

Suggest to Christmas shoppers that this year they 
present gifts that bring comfort and happiness to the 
lovers of the great out-o’doors. People talk about stand- 
ing armies; but the greatest and most rapidly growing 
army is the camping and motoring army of outdoor 
enthusiasts. Feature automobile accessories, camping, 
fishing and hunting equipment, sleds, snowshoes, skates, 
skis and golf, baseball, football and tennis goods as 
Christmas gifts—and your bid will find a welcome hear- 
ing. 

To sell the many lines successfully that you have in 
stock and to increase your volume of business covering 
them, it is necessary for you only to feature and dis- 
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play them in your windows with a Christmas atmos- 
phere and appropriate signs (placards) making every- 
body who sees your window realize that your store is 
Headquarters for Christmas Gifts for the Whole 
Family. 

Examine the illustration of a window display on the 
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preceding page. It will give you an idea of how best 
to make use of your windows. 

By following the foregoing suggestions, you will have 
one of your windows that will invite women shoppers 
to come into your store and buy gifts for the men of 
the family. 

The other window will invite the men to come 


Attention, Men! 
CHRISTMAS GIFTS 


for the Women 
of the Family! 





in and buy gifts for the womenfolk. (One window for 
Christmas Belles, the other for Christmas Hims!) 
Here are a few suggestions for window placards: 
Give this double window display idea some reai 
thought. Then take a pencil and memo pad and go 
paloetoeteecoeoctoesoeteeoe loo ceas oe ceasne lees oeseeceesoecee soe cee ee leeee sre soeloeseesoeloeloeloeloeleesoesoesoeloete 


oe 
¢ 


“GIFTS OF UTILITY” t 


eo 
“ 


oe. 60 @ 


oe 


for 


THE HOME— 


>, 2. © 
O00 090,09 


+. @. 


oe 


2. 
> 


oe, 


) 


° 

‘ 

Electrical Appliances 
. Oven Glassware 
‘ 


~ 


oe. 


2. 
* 


oe, 


) 
) 


oe, 


- 
° 


Aluminum Ware 
Silverware 
Clocks, Lamps 


Carvers and Roasters 


oe. 


©. 
+ 


+? 


+ 
+. 


oe. 


>. > 
+ 


. 
00,9 4, 


>. 
* 


oe 


) 
a 


2. 
* 09°, 


2, 2%, 2%, 2% ©. 2. © © © © © © © © © © © © © © © © 





+7e 
2 © © © © & © & 2 © © © © & & © a *. 2 © © 2 &. 2. 2 2. 2. 2. — 
oats Roetes! otsoeloeie Coeoetoetostoeloeleeloelees. Roetoe’ Ke Kak Ke Ke Kea KKK KKK EX Roate 


a. 


} 
) . 


* 


through your stock, making a note of the items you 
carry that will appeal strongly to women and children. 
Then make a similar list of the items you have that will 
exert a strong appeal to men and boys. 

Arrange to put these windows in not later than 
December 10, as that is the time when the Christmas 
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shopping period is at its height. I am sure you will 
be most agreeably surprised at the increased number 
of cash sales you make in proportion to the volume of 
business done. 

The suggestions for show cards illustrated on these 
pages will prove a successful factor in your increased 
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Christmas sales if they are neatly executed. Also, 
much of their ability to draw attention to a well- 
dressed window will depend on their location in rela- 
tion to the articles displayed as well as to the attrac- 
tiveness of the cards themselves. 

Here’s your big opportunity to divert the gift buying 
business from other channels into your store. The busi- 
ness is there, right enough. The only question: How 
much of it will you get? 

If you sell to the womenfolk the idea of giving to 
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Tom, Dick and Harry practical gifts, such as a vacuum 
bottle, a camp stove and a boy’s watch, you have suc- 
cessfully outbid the haberdasher, jeweller and tobacco- 
nist out of the sale of a necktie, stick pin or box of 
Cabbageola, or what-not. (Not to speak of winning the 
hearty gratitude of Tom, Dick and Harry!) The same 
holds true for selling men on the idea of giving their 
womenfolk gifts that will be genuinely appreciated. 
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The Contest Winner 


The Story of a Young Man Who Just Naturally Enjoyed Playing Games Better 
Than Doing Anything Else in the World—And So When He Fell Heir to His 
Late Uncle’s Hardware Store He Finally Learned to Play the Game 


By Russel Wilmot 
Part V 


a talk with Henry Bird who heartily approved 

it and told him he was on the right track, pro- 
vided he coached every one of his helpers to make all 
comers at the sale welcome, to get acquainted with as 
many personally as he could, and to find out what peo- 
ple wanted and what they were ready to pay for. 

The more C. S. thought it over, the better he liked 
the last suggestion. It would help him to uncover the 
demand which actually existed, and would show just 
where that demand was located. 

The week of the sale dawned with leaden skies and 
more or less rain. Ed Bremer rubbed his hands with 
satisfaction. 

“Fine,” he said, “the women in town will put off 
washing this Monday morning until the weather clears 
up, and the farmers can’t work out-doors so they will 
come to town. We haven’t much of a moving picture 
show, but it’s always crowded rainy days, and some- 
times people go as far as Rockledge, fifteen miles away, 
to see some picture, for they have a nice moving picture 
place over there.” 

C. S. looked up quickly. 

“What do you think,” he inquired, “that it would do 
for Oakmount if we had a first-class moving picture 
show house here?” 

“It would do a lot,” nodded Ed Bremer, “more than 
most people realize.” 

The telephone rang. It was 
the first customer on the soap, 
and the store wasn’t open yet. 

“T’ve sprained my ankle,” a 
feminine voice announced 
over the telephone, “and I 
can’t get downtown to do any 
shopping, but I want to order 
some soap. That’s something 
we have to have,” and to the 
surprise of C. S. she directed 
sufficient sent to her house 
for a year’s supply, together 
with a five-gallon oil can 
filled with kerosene, and one 
of their best enameled oil 
heaters such as she had seen 
at a neighbor’s. 

“Please send the bill,’”’ she 
directed, “and I’ll pay when it 
arrives.” 

That was the opening gun, 
and for one entire week a 
steady stream of people, old 


B EFORE he placed the copy, he went up and had 
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telephone rang. It was the first customer 
and the store wasn’t open yet 


and young, men and women, fat and lean, poured into 
the Maitland Hardware Store. Some came just to 
look around. Some came on purpose to buy. A great 
many knew what they were after and wanted the sav- 
ing they could make by purchasing at this time. 
Others didn’t know what they wanted to buy, but were 
ready to take anything they could use that was reduced 
in price. 

The Builders’ Hardware Department suddenly took 
on a new life, for there had been considerable building 
in Oakmount during the summer, and most of the 
houses were now approaching completion and hardware 
was in order. 

Farmers had received good prices for their milk, 
and root crops, hay and grain were in demand also at 
a satisfactory figure. So the rural people were pre- 
pared to pay down or to make a substantial deposit 
on what they selected. 

The second day the weather was lowery but cool. 
Wednesday it cleared off, and the rest of the week 
people came from the greater distances near the edge 
of the county, or made second and third trips to buy 
what they wanted. 

The last three days of the week sandwiches and hot 
coffee were served from 12 to 1 to anyone who was in 
the store at that time. The service was without 
charge and the sandwiches and coffee were just as 
good as Mabel could possibly make. The bread was 
made by one of the _ best 
known cooks in town, and she 
was there in person to tell 
how easy it was to do it with 
one of the Maitland bread 
mixers, and how satisfac- 
torily and economically coffee 
could be made in one of the 
new Maitland coffee _ perco- 
lators. Bread mixers and 
coffee percolators sold with 
amazing ease. 

When C. S. cashed up and 
totaled up between ten and 
eleven o'clock on Saturday 
night, he was a tired but a 
happy man. He would be able 
to handle his notes at the 
bank. That is, he couldn’t 
pay them off altogether, but 
he could reduce them, and he 
had cash enough in hand to 
take care of all his pressing, 
outstanding accounts. 
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The sale had been a success 
in five different ways: 

First, it had uncovered a 
number of well-defined de- 
mands in his territory of 
which he had little idea. 

Second, it had introduced 
him to a large number of peo- 
ple whom he never would 
have met otherwise, and that 
strange name of his, Common 
Sense, had been a never-fail- 
ing excuse for jokes and 
jollying and a special means 
of introduction to people who 
wouldn’t have bothered to tell 
their names if there had been 
no special reason for so doing. 

Third, he had learned the 
large extent of interest 
women have in goods in the 
hardware store. 

Fourth, he had discovered 
that if you want to sell an 
article you must show how it 
is used and prove that its 
use will be a real benefit and 
a time, money or labor saver. 





. . “T tell you, your Uncle Samuel would be pleased. 
Fifth, he had discovered We’ve done a real business this week, and don’t 
you forget it” 


that many of the people whom 
he had thought rather crude 
and not inclined to think things out for themselves, 
were in reality keen and quite as able to draw deduc- 
tions of the right character as he could himself, and 
that they appreciated frankness and straightforward 
treatment. 

Ed Bremer had been everywhere and had virtually 
grown younger by the minute. He came in now rubbing 
his hands. 

“T tell you,” he said, “your Uncle Samuel would be 
pleased. We’ve done a real business this week and 
don’t you forget it. But,” he added gloomily, “I hope 
we haven’t done it at the expense of business for the 
rest of the fall.” 

“No, we haven’t,” C. S. assured him quietly. “I’ve 
seen a great light, Ed, and we’re just beginning to do 
things. For example, there are 30,000 people in this 
county. The average American family has five people 
in it, or our county represents 6000 families. Probably 
3000 at least could use a new oil heater. We've sold 
twenty. So don’t worry about our having glutted the 
market with oil heaters, and the other things we have 
sold are about in the same’ proportion to the actual 
need. We’re going to uncover demands which you and 
I never dreamed existed. 

“I’ve got a surprise for you Ed, and you better take 
a chair or hold on to something for it may knock you 
off your feet. The first of the week you told me that a 
lot of our families and people in the country round about 
went over to Rockledge to attend the moving picture 
show there, which is much better than the one we have 
here. I got to thinking about that, and perhaps you’ve 
learned by this time that when I get an idea which is 
a winner, I am not too long making use of it. 
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“So I passed the word along 
to twenty other business men, 
most of them retailers, but 
two of them representatives 
of our two banks. We had a 
meeting last night from nine 
to eleven, for everyone was at 
liberty between those hours, 
and we have set the ma- 
chinery in motion whereby 
Oakmount is to have a jim- 
dandy moving picture theater 
right downtown. It'll be as 
much finer than the one over 
to Rockledge as you can im- 
agine. 

“Ours is to be the last word 

in up-to-dateness. The money 
I ia, is all subscribed, and Stanley 
Burns, who runs the one that 
is here now, is to be assistant 
manager. The head man was 
there last night. Henry Bird 
. | knew him and wired him to 
i | be present. He knows how to 
run a picture show so that he 
has all the big feature stuff 
‘ and can draw crowds. As 
long as the box office receipts 
are $1,000 a week, this man- 
ager draws sixty dollars for 
himself; when they drop to $800 he gets fifty dollars; 
and when they drop to $500 a week he is automatically 
fired. The business men are enthusiastic. They feel 
it’s going to be a great thing to bring people here, and, 
Ed, I told ’em that you were the one who tipped me off 
on this.” 

“That was mighty generous,” said the old man, and 
for the first time C. S. noticed how pleasant and gentle 
his uncle’s trusted helper could be. Ed Bremer was 
tired but happy. 

“I wouldn’t have thought,” the old man grinned, 
“that we would sell a carload of soap products in two 
days, slick and clean, nor that our sale would be the 
means of getting Oakmount a real picture show. Well, 
what next?” 

C. S. grinned boyishly. 

“You may well ask,” he said, “for now that I am 
really playing the game of business in the right way, 
it’s all kinds of fun. You see, in the beginning I 
thought of the people as my opponents. Now I’m think- 
ing of my debts as the enemy to be laid low, and if we 
keep on, we’ll be able to say before long, ‘We have met 
the enemy and they are ours.’ 

“You remarked a while ago that the store began to 
look rather empty. It does, but this will not be for 
long, for Mabel is going to do what she has wanted 
to do ever since we came to Oakmount—to have charge 
of an up-to-date housefurnishing section. 

“Next week, Ed, the store force is going to buckle 
to under the direction of the Madam, and that part of 
the store with the door opening on the side street will 





(Continued on page 75) 
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Some Opinions of Hardware Men on 


“The Vanishing Point of Profit”’ 


Should Be Read—Not Forgotten 


' AS much impressed by the editorial, “Red Ink or 
Black,” and now we have another excellent edi- 
torial, “The Vanishing Point of Profit.” 

It should be read by every merchant, executive as 
well as sales manager and all of the sales force, for 
it teaches a lesson which should not be forgotten. 

It is applicable to any line of business, it is sound 
reasoning throughout, and cannot help but do good to 
the merchant trade at large. Keep up the good work. 

(Signed) A. J. BIHLER, 
Vice-president and treasurer, 
James C. Lindsay Hardware Co., 
Pittsburgh, Pa. 





Editorial Should Be Studied 


OQ many contingencies enter into finding “The Van- 
ishing Point of Profit,” it is like putting your finger 
on the flea: now you have it, now yeu don’t. 

Sales of less than a dollar to the jobber are always 
at a loss. A sale of five dollars on some lines of goods 
shows a greater margin than a sale of twenty-five 
dollars on other lines. 

The net margin on the former is greater, because 
the mark-up is better, and a smaller expense in han- 
dling. There is no question but the average sales must 
be sufficiently large with an adequate margin, to offset 
the loss on the small ones to show a profit on both. 
Your editorial is a good one and if studied and prac- 
tised should bring beneficial results. 

(Signed) D. M. FULTON, 
The Carlin & Fulton Co. 
Baltimore, Md. 





Editorial Sets a Standard 


HE editorial on the “Vanishing Point of Profit” in 

the current issue of HARDWARE AGE is true, every 
word of it, and sets a standard which retail and whole- 
sale salesmen should strive to attain. 

However, there are two basic facts to be recognized 
from the consumers’ standpoint. It is true that there 
is a strong human instinct to buy from hand to mouth. 
Very few snow shovels are sold until it begins to snow. 
The second is that hand to mouth buying is being enor- 
mously stimulated by the increased ease of buying. 
The multiplicity and accessibility of chain stores with 
their facilities for self-service, for example, contribute 
to this end. 

From the dealer’s standpoint, the ease with which 
he can buy from hand to mouth has been greatly in- 
creased by the greater accessibility of the jobber. 
Wholesalers doing local business are experiencing a 


very large increase in “call orders” from dealers who 
use their trucks to get their merchandise. 

From the jobber’s standpoint, however, the outlook 
is different. He may have the instinct for hand to 
mouth buying but he cannot satisfy it. He is essen- 
tially a carload customer and must remain such. He 
cannot take chances and depend upon emergency ser- 
vice to the extent the dealer does. 

In view of these facts the efforts of the dealers’ sales- 
men and the jobbers’ salesmen to make larger unit sales 
will be handicapped to a great extent, but as the writer 
sees it, the manufacturer who can establish his own 
unit of sales and dictate the terms thereof has not 
much to worry about and is sitting pretty. 

(Signed) S. E. ROSE, 
President Barker Rose & Clinton Co., 
Elmira, N. Y. 





Turnover Over-Emphasized 


AVE read with much interest Llew Soule’s edi- 

torial, “The Vanishing Point of Profit.” There 
is no question but that the economy of turnover has 
been over-emphasized. We know from general knowl- 
edge that there is a critical point in the unit value of 
the sale in our business that marks the difference be- 
tween profit and loss, but we have no exact figures. 

We have felt for some time that hand-to-mouth buy- 
ing has added to the cost of doing business and to the 
cost of merchandise to the consumer. The greatest ad- 
vance in our own cost of doing business now, com- 
pared with the period before the war, is the cost of 
service—and this is due to a larger extent, to a larger 
number of transactions, per $1,000 in sales in the sales 
department, and to more checkers, stockkeepers, sten- 
ographers, etc., in our buying departments. 

For several years turnover has been drummed into 
the ears of all merchants. 

Information such as you give on jobbers’ orders is 
valuable; if the information on the retail sales can be 
obtained it will also be of great use. 

(Signed) P. J. THOMPSON, 
President The Stambaugh-Thompson Co., 
Youngstown, Ohio. 





No Reason for Vanishing Point 


HAVE read with a great deal of interest “The 

Vanishing Point of Profit,” and I cannot say that 

I entirely agree with the statements made. We are 

not in the hardware business and we cannot, therefore, 
visualize the small sales referred to. 

There may be a vanishing point of profit in our par- 
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Note the pleasing arrangement of this hunting equipment window in the store of C. F. Perrin, Ashland, Wis. On the 
floor of this window are scattered decoys, duck-calls, etc., with a few guns standing around in the corners 


Ashland Hardware Dealers Issue 


Call to Duck Hunters 


store lends itself so readily to attractive and sales 
promoting window displays as does hunting sup- 
plies. It is possible, with the aid of bright colored 
autumn foliage or other simple accessories, to reproduce 
a section of “out-doors” 
in your window that will 
enthuse the prospective 
nimrod and at the same 
time remind him of the 
various supplies neces- 
sary to the success of a 
hunting expedition. 
Recently in Ashland, 
Wis., two of the hard- 
ware stores heralded the 
opening of the duck sea- 
son with especially at- 
tractive hunting win- 
dows. “Bill’’ Crowley, a 
young employee of C. F. 
Perrin, is responsible 
for one of these win- 
dows. On the floor of 
the window he has 
strewn autumn leaves in 
which are scattered de- 
coys, duck-calls, shells, 
and knives, with a few 


Prevore ten no other line in the average hardware 





An attractive hunting equipment display in the store of 
Dopp & Watson, Ashland, Wis. ance. 


guns standing around in the corners. From the top 
and sides are draped oak boughs and the back of the 
window is covered with bright orange bunting. 

Across the street in the windows of Dopp & Watson 
is a somewhat different, yet equally attractive display. 
Here a large sheet of 
polished zinc laid on the 
floor, with the edge ir- 
regularly covered with 
moss, together with a 
row of cat-tails set 
along the glass gives the 
effect of a small lake. 
At the back an old 
weather beaten log forms 
a resting place for a gun, 
an axe and a couple of 
hunting knives, while 
displayed on the mirror- 
like floor are various 
articles of hunting para- 
phernalia. This store 
sells annually during the 
duck season about $1,000 
worth of hunting sup- 
plies, of which about 
half is represented by 
shell sales and the bal- 
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Notes of an Itinerant Editor 


In Which He Describes a Visit to the Mammoth Cave and 
Lincoln Farm—Visits Louisville Hardware 


Jobbers and Dealers 


Hotel Seelbach, Louisville, Ky. 
HE fall racing season started yesterday at 
Churchill Downs. Had I the time I sure would 
love to spend an afternoon at the track, but 
there are too many good hardware stores in Louis- 
ville and I must see as many as possible. 

Jack Stone, Kentucky association secretary, has 
just returned from the secretaries’ conference at In- 
dianapolis, where he picked up some new slants on 
open display tables, now coming into their rightful 
place with so many hardware stores. He’s the same 
old Jack and I was glad to see him again. 

Belknap’s big plant is a regular hardware jobbing 
beehive with everyone, from President William Hey- 
burn down, pretty busy. Had a short chat with 
President Heyburn, who told me that the toy volume 
among hardware dealers is now very large and that 
an increasing number of hardware merchants now 
appreciate the value of an all-year toy display. 

Wilton Terstegge, president cf the Stratton & 
Terstegge Co., is another busy man. He is trying to 
clean up his work, so that he may attend the Atlan- 
tic City Convention next month. Salesmanager H. 
Moore has a much increased sales staff, since the 
recent purchase of Robinson Bros. Both he and Mr. 
Terstegge are very optimistic on current business. 

Karl Young’s Cherokee Hardware Store is pushing 
toys all through the year and doing a mighty nice 
radio business. Bomar-Summers Hardware Co., the 
large down-town firm, is always busy with Vice-Presi- 
dent George Shuele, Jr., just a little busier. The 
Dempsey-Tunney fight helped the local sale of radio 
batteries, and brought in some business for com- 
plete sets. 

Out on West Market Street, L. Berkel & Sons have 
recently solved an interesting store arrangement 
problem. It is the same old problem of displaying 
many lines in limited space. Stoves, stove sundries 
and gas heaters were being featured in the Berkel 
store windows yesterday. The heaters were partic- 
ularly appropriate as the temperature dropped 40 
deg. some time Friday night. Thursday and Friday 
were very hot days. Saturday morning, out came the 
top coats, oil, gas and electric heaters and coal 


shovels. 


eur 


Did you ever try a series of educational tool windows? 


Luck was with me, as I reached Cave City just in 
time to join the last Mammoth Cave tour at 4:30 p. m. 
I spent three hours climbing, crawling and stumbling 
through part of this immense cavern. Although I 
came out a little tired, I would not have missed the 
thrill of the big cave. It is sure a Mammoth cave, 
with its deep pits, huge domes, peculiar rock forma- 
tions, chambers and the marvelous Echo River. You 
take a very flat bottom boat for a short trip on the 
Echo River. The guide yodels and the echo defies 
description. It is better and different than anything 
I have ever heard before. 

Llew Soule gave you a complete story on the Mam- 
moth Cave three years ago. It is all he said and worth 
visiting. About 30 miles outside of Louisville I came 
to the Lincoln Farm, where I saw the much treas- 
ured log cabin, in which Abraham Lincoln first saw 
the light of day. Two-thirds of the cabin is still in 
its original shape. An imposing memorial hall has 
been constructed around the cabin to protect it from 
the elements. I had a drink from the bubbling spring 
used by Honest Abe and his hardy father and felt 
thrilled at this opportunity to visit such a great 
American Shrine. 

The Lincoln Farm is midway between Buffalo and 
Hodgenville. At Buffalo, E. S. Ferrill, veteran hard- 
ware merchant, showed me some wooden farm im- 
plements used in his neighborhood 75 to 100 years 
ago. He has promised me a picture of these old 
pieces of hardware. You will enjoy this picture. 

Hodgenville has two hardware stores on the public 
square. They are next door to each other and oper- 
ated by Clarence Wyatt and John Burba. Both stores 
have good trade and the owners are pretty good 
friends. 

Stopped in Bowling Green, Ky., to see Henry Funk. 
He has open display tables working hard for him and 
is doing a mighty nice sporting goods business. He 
is a real merchant and I had a hard time breaking 
away as Henry extended a mighty cordial and appeal- 
ing invitation to spend another day with him. Some 
day I hope I may have this pleasure. 

Plan getting to Frankfort: tonight and then on to 
Cincinnati. More anon. 








: Did You Ever Try Educational Displays? 


Place a good selection of tools on 


display in such a way as to leave the center of the window free for educational purposes. In 
that space show some tool as though in actual use, with cards explaining the various things for 
which it was designed. From such windows the ordinary householder gets a clear idea of 
what the various tools will do, and he seldom fails to connect the uses with the necessity for 


some kind of work around the home. 
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Recent Supreme Court Rulings May Help 
Kelly-Capper Bill Enactment 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGE) 


Court of the United States concerning the power and right of 


‘ke recent and unusually important decisions by the Supreme 


business institutions to maintain prices in their contracts with 


selling agencies has stimulated interest in this subject. 


Indications 


are that the rulings may give an impetus toward possible enactment of 


the Kelly-Capper Bill. 


However, in view of the strong opposition to the 


measure and due to the fact that the Congress just convened will be in 
short sessions, the position of the measure is a matter of uncertainty. 
There are some who claim the decisions make such legislation less 


necessary, if at all required. 


In one of the Supreme Court decisions affirmation was given to the 
decision of the United States Circuit Court of Appeals in New York, 
which covers the ruling of the Federal Trade Commission in ordering 
a manufacturing concern to “cease and desist’? a number of practices 
claimed to be in violation of the law relating to the maintenance of 


prices after sales to distributers. 


In the other decision the Supreme 


Court held that the General Electric Co. had not violated the anti-trust 
law in agreeing with another interest to sell products at a given price. 


Both of these opinions seem to indi- 
cate a more liberal-minded public 
opinion as to large organizations, or so- 
called combinations when set up for 
commendable purposes. Among such 
purposes may be mentioned ability to 
produce in large quantities and thereby 
reduce costs and prices. This apparent 
trend is distinctly interesting. In all 
probability it may be attributed to 
reaction from a vigorous public opinion 
of some years ago against so-called 
monopolies. It was this public attitude 
which brought about stringent anti- 
trust legislation originally and subse- 
quently the Clayton act being in the 
latter category. 

The broader privileges which the Su- 
preme Court seems to have given to 
corporations to legitimately reduce 
competition through price maintenance 
as a means of protecting producers 
from actual loss apparently provide a 
tangible and legal basis for proper 
price maintenance. 

In one of the Supreme Court de- 
cisions it was pointed out that “price 
maintenance is unlawful wher it tends 
to create a monopoly; but when there 
is nothing to show an intention to ac- 
complish purposes of price fixing, the 
practice of price maintenance is within 
the law.” 

In both decisions it was held that 
price maintenance is legally justified 
when competition is unfair or marked 
by fraud or other illegal practices. The 
upshot is that the manufacturer is 
given the privilege to protect his busi- 
ness and make it possible for distrib- 
uters to sell at a reasonable profit, and 
with this authority to strike against 
unfair competition. 

The decisions struck another blow at 








the Federal Trade Commission because 
in their essence the commission is told 
that it has no power to regulate a trade 
policy and that absolute price fixing is 
not permissible. Business itself has 
the right to fortify itself against un- 
fair and destructive competition. It is 
a question as to whether or not these 
and other decisions mean that the laws 
under which the Federal Trade Com- 
mission operates will have to be con- 
siderably revised so as to make the 
power and limitations of the commis- 
sion more definitely understood than 
now is the case. 
+ + * 





Passing of appropriation measures 
will constitute the bulk of legislation 
at the second session of the Sixty-ninth 
Congress, which convened on Monday, 
Dec. 7. This Congress comes to an 
end on March 4, followed next Decem- 
ber by the new one resulting from the 
November elections. There will, of 
course, be a vast amount of bickering 
at the short session. Representatives 
and Democrats alike probably will en- 
deavor to pictures victories from the 
recent closely contested elections, and 
each party will likely chide the other 
with smashing defeats, etc. There will 
also be the usual contest regarding or- 
ganization of Congress. But the whole 
thing is looking to the large event that 
has cast its shadow before. Reference, 
of course, is made to the Presidential 
campaign. There are disgruntled men 
in both parties, yet taken as a whole, 
each appears to be in the course of or- 
ganization, such as may mean a hard 
fight for the Presidential seat. Re- 
gardless of the outcome, however, the 


President will have a difficult Congress | 





on his hands. The November election 
left such a narrow Republican margin 
that the balance of power will swing 
to a small minority representing the 
radical or other elements. Obviously 
they cannot control legislation in the 
way of seeing that it is enacted but 
can prevent enactment of demonstra- 
tive legislation. In this sense they will 
have a strong negative, rather than 
affirmative, power. 
+ * * 


Dealing with the general subject of 
better business for merchants by col- 
lective effort, the Domestic Distribu- 
tion Department of the Chamber of 
Commerce of the United States has 
published a series of four pamphlets 
which illustrate the disappearance of 
the idea that the merchant is sufficient 
unto himself and can run his own busi- 
ness in his own way successfully. The 
special subjects dealt with are “Group 
Efforts by Merchants for Promoting 
Trade”; “Merchants’ Institutes Educa- 
tional Courses for Retail Sales People 
and Special Sales Events.” 

“The problems which retailers face 
today,” the Domestic Distribution De- 
partment finds, “are numerous and no 
matter what his business, the retailer 
finds that his problems are practically 
the same as those which confront a 
dealer handling an entirely different 
line of goods. This being the case, we 
find merchants joining forces in the 
solution of their common problems and 
endeavoring to meet the various forms 
of competition in the only productive 
manner possible—by doing a _ better 
job.” 

* * * 

C. W. Hunt of Iowa has just been 
chosen chairman of the Federal Trade 
Commission for*the ensuing year. This 
action was taken in pursuance of the 
commission’s plan of rotating the chair- 
manship each year. Mr. Hunt succeeds 
Commissioner James F. Nugent as 
chairman. Mr. Hunt was appointed to 
the commission June 16, 1924, and at 
the time of his appointment was presi- 
dent of the Iowa Farm Federation Bu- 
reau. He was named by former Presi- 
dent Harding, and was known as a pro- 
gressive Republican. But he has been 
consistent in voting with other Repub- 
lican members of the commission who 
constitute its majority. Mr. Nugent is 
a Democrat, and is at present the only 
minority member of the commission 
owing to the vacancy still existing 
since expiration of the term of Houston 
F. Thompson. There has been a great 
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A Hardware Manufacturer in 


Soviet Russia 


Third Article of a Series Based on the Experiences of William E. Cross, Secre- 
tary-Treasurer of Clemson Brothers, Inc., Middletown, N. Y., in the 
Bolshevik Country—Another Chapter of This Interesting 
Series Will Appear in the December 16 Issue 


of Moscow are _ picturesquely 

beautiful. In the Red Square, 
just outside the Kremlin is St. Basil’s 
Church, built by order of Ivan the 
Terrible. Its minarets and onion 
shaped towers are painted in gay 
colors and each of the towers is of 
different design. 

When the architect, an Italian, had 
finished the church, Ivan called for 
him. 

“Can you build a better church than 
this one?” the czar asked. 

“T think so, sire,” the architect said. 

“You never will,” Ivan retorted, and 
forthwith had the architect’s eyes put 
out with red hot irons. 

It was in the outer court of this 
church that Ivan directed be built a 
place of execution, with a great stone 
cup into which heads and bodies were 
hurled when the axeman was through 
with his work. Up on the Kremlin 
walls overlooking this cup, Ivan had a 
little stone seat where he could sit and 
enjoy the slaughter. 


A Beautiful Church 


I have never seen a more beautiful 
edifice than the Church of Christ the 
Saviour, its dome in a semi-Byzantine, 
semi-Roman architecture, painted in 
blue and gold, towering magnificently 
from its commanding position on a hill 
overlooking the Moscow River. The 
interior is a profusion of marble, with 
paintings of Bible scenes fairly cover- 
ing the interior of the dome. 

Outside the church, however, is a 
mark of the revolution. Only the 
handsome red granite base remains of 
what was once the statue of a czar. 

As one rides about Moscow and sees 
what once were magnificent residences 
it is not difficult to feel that perhaps 
three per cent of the people, before the 
revolution, lived in luxury while the 
other 97 per cent toiled for a mere 
existence. One passes residences that 
occupy a full city block, with stables 
almost as large adjoining them. From 
what is left of these homes one can 
imagine the life the rich once led. 


[or “forty times forty churches” 


Remnants of Grandeur 


Now these great mansions are oc- 
cupied by scores of families. The 
housing shortage in Moscow is acute, 
and now each person is allotted, by 


William E. Cross 


law, just sixteen square yards of living 
space. There are no wealthy people 
in Russia now; everything belongs to 
the Soviet government. And of 140,- 
000,000 people in Russia, only 700,000 
are Communists. The idea of equality 
for all seems to prevent any one from 
rising far above another. 

Moscow is pitifully full of home- 
less children. Everywhere there are 
groups of these waifs of the revolution, 
orphans, homeless, living in filthy 
cellars, wearing just enough rags to 
keep them from nakedness, so dirty 
one’s only reaction toward them is to 
flee from them. The government is 
now building a barrack on an island 
to house several thousand of them, 
but one cannot help from thinking 
there will be a constant supply of or- 
phans in Soviet Russia so long as the 
moral code continues to be so lax. 


The Marriage Laws 


It is possible there to marry one day 
and divorce the next. One merely 
signifies his or her intent, either way. 
The couple go to a government bureau. 
He signs, she signs a big book. They 
pay four rubles (about two dollars) 
and the deed is done. 

If the husband does not like his wife, 





or she doesn’t like him, either has 
nothing more to do than to go back 
to the same office, cross his or her 
name off the list, pay four rubles more, 
and the divorce is complete. 

With all of Moscow’s poverty and 
crowded existence under the Soviet 
regime, the people seem able to enjoy 
themselves and to spend freely on 
amusements. In fact, everyone seems 
to spend everything he makes; no one 
appears to look forward to anything 
better than he has at the moment. 

The “Hermitage Gardens,” one of 
Moscow’s great amusement parks, is 
an example. In its limits are four 
theaters, besides restaurants and other 
attractions. On the July nights when 
I was there, when twilight came only 
about 10 o’clock, this park was crowded 
to capacity. The theaters were 
packed; the restaurants where one 
bought food and drink at high prices 
were busy. 

In the autumn and winter season, 
the great state theater, devoted to the 
ballet, plays to capacity houses. Fif- 
teen hundred people are employed to 
produce one single ballet, and they are 
as magnificently done now as they 
were in the days of the czar. One 
understands something of the magni- 
tude of these ballets when he learns 
there are 70,000 costumes in the ward- 
robes of the theater. Tickets in the 
orchestra seats of this theater cost $5, 
yet the house is always crowded. 


Much New Building 


Everywhere about Moscow one sees 
evidence of construction work, splendid 
new buildings are going up; others are 
being repaired. In general, however, 
Moscow’s buildings, no matter how 
luxurious within, present a dilapidated 
appearance. This is due to the fact 
that they are covered with stucco work 
and fancy stuff, which shows the effect 
of weathering speedily, and should be 
whitewashed more regularly than ap- 
pears to have been done. 

I have never ceased to marvel at 
the size of Moscow’s railway stations; 
some of them would seem to be as large 
as the Pennsylvania station in New 
York. It is in these stations that 
poverty is most noticeable. They ap- 
pear to be places of refuge for the 
homeless. In them one sees hundreds 
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More Letters on ‘‘Red Ink or Black?”’ 


Eliminate Unprofitable Items 


N the editorial “Red Ink or Black’? Llew Soule says, 

“If reasonable profit were taken on these essenti- 
ally hardware items it would be unneecessary to exact 
high profit from other sources. 

This would almost lead one to ask, if you take no 
real profit from the near hardware items, will you not 
need an unreasonable profit on the strictly hardware 
items to compensate? 

I favor eliminating items which pay no profit. The 
manufacturer who suggests a retail price, or goes so 
far as to print it on an article or package, and sells it 
to the retailer at a price which allows no profit, wants 
the retailer’s services for nothing, and should not make 
any pretense to honesty. 

(Signed) JOHN MOSER, 
Los Angeles, Calif. 


Should Teach “Profit” 


J AVE read the editorial “Red Ink or Black.” This 
is good work. The trade papers might profitably 
spend more time trying to teach the hardware mer- 
chants the thought of “Profits” rather than turnover. 
(Signed) A. E. DUNCAN, 
New York Manager, 
Stanley Works. 


Read Trade Papers More 


FTER reading “Red Ink or Black’”’ published in the 
Nov. 11 issue of HARDWARE AGE, the question 
arises, “What is the solution?” 

True, you have struck a vital cord, namely profit, 
which is only obtained to my way of thinking by the 
Student Merchant. We have too many storekeepers 
and so-called merchants from the manufacturer down. 

Therefore my suggestion would be to have Llew Soule 
urge all the merchants to devote more time to reading 
their trade magazines. I would further suggest that 
Llew write an editorial on the Student Merchant. 

Cut throat merchandising methods are onlv elimin- 
ated by knowledge. HARDWARE AGE means knowledge 
to the merchants. 

(Signed) S. STONE, 
Stone’s Hardware Shoppe, 
New York City. 











Too Much Price Cutting 


OU certainly hit the nail on the head in the edi- 

torial ‘Red Ink or Black.” It is time for the hard- 
ware dealer to get out of the rut, dust the cob webs— 
in other words get off the nail keg. 

The trouble has been that there is too much price cut- 
ting and the dealer is afraid to hold up his prices for 
fear of losing his trade. 

The general run of hardware dealers has not realized 
the necessity of advertising. They seem to be content 


to sit back and criticize the chain stores, mail order 
houses and department stores about cutting prices. 
They also waste too much time trying to buy goods at 
a cheaper price instead of devoting their time to the 
selling end, and educating their clerks on sales ideas, 
and so make a legitimate profit. 

I believe that the time is not far away when it will 
be to the dealer’s advantage to carry a special brand of 
goods which the department stores, chain stores and 
mail order houses are unable to secure. By getting 
behind this class of goods he can secure a legitimate 
profit with no fear of prices being cut by his competi- 
tors. 

The harware dealer does not realize the value of 
his window displays, which is one of the best means of 
advertising he has. Just like everything else, he does 
not follow up his window displays with a display just 
inside the door. 

(Signed) C. J. WEHRLE, 
Wehrle Hardware Co., 
East Cleveland, Ohio. 


W. L. Blumberg Gives Jobbers’ View 


HE jobbers’ point of view is the one that we can 

comment on for reason of our being jobbers. It 
seems that the jobber who does not make a profit in 
normal times can lay blame to the fact that he is his 
own strongest competitor. Every merchant should know 
his average overhead and must take same into considera- 
tion when setting a price on any merchandise he offers 
for sale. Any article offered that carries a profit less 
than overhead spells just so much loss, and the question 
for the jobber to determine is what percentage of his 
sales is represented by goods sold carrying a margin 
of profit less than overhead. 

Many jobbers deem it necessary to meet prices named 
by competitors, but do not consider what percentage of 
their total business is represented by sales made with- 
out sufficient profit. There are too many jobbers in 
the hardware business today and if one attempts to meet 
the price named by all competitors, they will surely 
find themselves on the wrong side of the ledger, so 
long as they continue this practice. If all jobbers were 
to take the attitude that all sales must show a profit, 
with of course some few exception, the jobbers’ posi- 
tion would be considerably improved and know their 
accounts would show a profit at the end of the year. 

The retailer selects the jobbers from whom he expects 
his source of supply and all he wants to know is that 
the jobber is operating with him in a legitimate way and 
he will soon be convinced that the cut-throat jobber 
that gives bargains on the popular staple items, wil! 
and does demand higher prices on items not so staple. 
The manufacturer we believe is to blame for much 
uncalled for competition. The manufacturer in so many 
instances sells direct to the retailer making the differen- 
tial between jobbers and retailers prices so small that 
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Reierson Resigns from Remington: 


—Will Take Well Earned Vacation 


HARLES L. REIERSON has resigned as president of the Reming- 


HARDWARE AGE 


ton Arms Co., Inc., and its subsidiaries, effective Dec. 1, 1926. 


Mr. Reierson has been with the Remington company since 1910, com- 
ing to that organization from the Simmons Hardware Co., St. Louis, of 


which he was secretary and a director. 


Passing through the stages of western sales manager and general 
sales manager, he was made president of the Remington Arms Co., 


Inc., in 1921, since which time he has directed its activities. 


Faced with many idle buildings and millions of dollars worth of idle 
machinery as an aftermath of the World War, his problem was to find 


other lines to manufacture. 


With this in mind, the company started 
the manufacture of cutlery, and he has 
seen that phase of the company’s ac- 
tivities grow in the short period of 
five years to its present strong position. 

Another of his activities had to do 
with the manufacture and sale of Rem- 
ington cash registers. This departure 
brought about several years of litiga- 
tion concerning patent rights resulting 





C. L. Reierson 


finally in a decision favorable to the 
Remington company. The decision was 
appealed, but later Mr. Reierson was 
instrumental in effecting a settlement, 
involving payment of a large sum of 
money to the Remington company. 

He was also a leading factor in sta- 
bilizing ammunition prices on a profit- 
able basis, following the unprofitable 
years of 1924 and 1925, when ammu- 
nition prices were low, and raw ma- 
terial prices heavy. 

Mr. Reierson leaves the Remington 
company in an excellent physical and 
financial condition just at the close of 
what is probably its greatest business 
year, and with the best wishes of all 
connected with the organization. 

His future plans are indefinite as 
yet, but they include the taking of a 
well merited, though long deferred, va- 
cation before again entering the busi- 
ness field 

For the present Mr. Reierson’s ad- 
dress is Bronxville, N. Y 

His attitude on the situation is well 
expressed in his final general letter to 
his associates at the time of his resig- 
nation, which reads as follows: 

“During a gees many years of 
an exceedingly active business 











life I have found little time for 
rest and recreation. Life here has 
been very strenuous, first through 
the war-days of 1914 to 1918 and 
since then through the period of 
reconstruction, readjustment, re- 
organization and the filling of 
empty buildings with new prod- 
ucts. I have found no time for a 
vacation this year. Other years 
have passed when it seemed im- 
possible to get away. According- 
ly, I feel entitled to a little time 
for play. 

“Today will mark my retire- 
ment from active connection with 
this company and I am writing 
this note to tell my friends in the 
Remington organization of it and 
to tell them at the same time how 
greatly I have enjoyed my asso- 
ciation with all of them and above 
all how greatly I have appreciated 
the splendid spirit of cooperation 
on the part of my associates in 
every branch of this business. 

“The members of our road force 
have at all times shown an earn- 
est desire to help to accomplish 
the company’s purposes and pol- 
icies. Members of the manufac- 
turing organization, from the 
works managers all the way down 
the line, have shown an appre- 
ciation of the necessity of pro- 
ducing a product of highest pos- 
sible quality and have seemingly 
taken great pride in doing so. My 
more intimate associates in the 
general offices here have never 
failed to give me their full co- 
operation and their friendly coun- 
sel and help has been invaluable. 

“All of this I very greatly ap- 
preciate. I haven’t the time or 
opportunity to extend to each 
one of you personally the assur- 
ances of my appreciation and my 
good wishes for the future, there- 
fore am taking this means of 
doing so, and I hope that every 
one of you will give to my suc- 
cessor the same generous and 
loyal cooperation and support 
that you have always given me 
and for which I feel so grateful. 

“From time to time in future 
I hope to have the pleasure of 
meeting my old associates, to all 
of whom I extend my very best 
wishes for success and happi- 
ness.” 


(Signed) Yours sincerely, 
C. L. REIERSON. 
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Chas. Rockwell Meets 


the Hardware Boosters 


Leon Schwartz Heads Delegation 
of Nutmeggers—Al Cornell 
and R. J. Atkinson Guests 


Charles F. Rockwell, secretary-treas- 
urer, American Hardware Manufac- 
turers’ Association, was the principal 
guest and speaker at the Nov. 27 meet- 
ing of the Hardware Boosters, held at 
the Hardware Club, 253 Broadway, 
New York City. Mr. Rockwell told of 
his many years’ experience as salesman, 
sales manager and finally president of 
u large cutlery firm in Meriden, Conn. 
His father had been associated with R. 
G. Church, retail hardware merchant of 
the same town, consequently manufac- 
turer’s secretary’s first impressions of 
business were gained in a retail hard- 
ware store. The speaker commented on 
the great contrast between present day 
stores and those of thirty years back. 
In those days he said women were ill 





Charles F. Rockwell 


at ease in hardware stores, windows 
were seldom cleaned or trimmed and 
people only went to hardware stores 
when necessary. 

Mr. Rockwell was introduced by R. 
J. Atkinson, N. R. H. A. vice-president, 
who prefaced the introduction by say- 
ing that every man owed some alle- 
giance to the industry of which he is 
a part and that he was always glad 
to be with the Boosters. 

Chief Booster Chas. Pincus, presid- 
ing, welcomed the delegation of Nut- 
meggers, which included President 
Leon Schwartz, Vice-President Linford 
C. White, Secretary-Treasurer W. L. 
Bennett, John Peebles, M. L. Langel, 
H. A. Doonan, A. Klebes and C. E. 
Sullivan. 

Al Cornell, president of the Metro- 
politan Hardware Association, was 
present as a guest. He offered consid- 
erable help in the question box discus- 
sion led by L. H. Johnson. Wm. G. 
Adams, executive secretary, and Sey- 
mour N. Sears, president of the Na- 
tional Council of Traveling Salesmen’s 
Associations offered some brief outlines 
on the work being done by that organi- 
zation, of which the Boosters are a 
part. Fred Pfeifer, Payson Mfg. Co., 
and H. I. Sorenson, Sorenson Tabor 


Sash Pivot Mfg. Co., were both present. 
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Hobart Beatty Talks to 
St. Louis Retailers 
at Banquet 


The second annual banquet of the 
St. Louis Retail Hardware Association 
was held Nov. 17 at the Marquette Ho- 
tel, St. Louis, Mo. The dinner was well 
attended by jobbers, manufacturers 
and dealers. The purpose of the an- 
nual banquets is to bring these three 
factors of the hardware business to- 
gether in a social way, and thus create 
better understanding each with the 
' other. 

Hobart R. Beatty, Clinton, Ill., pres- 
ident of the National Retail Hardware 
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Hobart R. Beatty 


Association, was the principal speaker. 
Mr. Beatty discussed chain store com- 
petition and other problems of the re- 
tail hardware merchant. He took up 
the subject of cooperative advertising 
and cooperative buying. 

Charles T. Woodward, Carlinville, 
Ill., a past N. R. H. A. president, acted 
as toastmaster and kept the crowd in 
good humor with that well-known 
brand of Woodward good nature and 
witty comments. 

J. A. Van Nattan, Springfield, Il., 
president of the Illinois Retail Hard- 
ware Association, was another guest. 
J. A. Johnson, St. Louis, Mo., past pres- 
ident of the local organization, made a 
brief talk on current conditions and 
several executives of local jobbers of- 
fered ideas and greetings. 





* 


W. P. Werheim Made Treasurer 
of Pratt & Lambert, Inc. 


W. P. Werheim, advertising man- 
ager of Pratt & Lambert, Inc., manu- 
facturer of varnish products, Buffalo, 
N. Y., has recently been elected treas- 
urer of that company and a member of 
its board of directors. 

Mr. Werheim has been associated 


with the Pratt & Lambert company for 
many years, and his recent promotion 
comes in recognition of his meritorious 
services to that organization. 
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Metropolitan Hardware Association 
Dinner to Be Held January 20 


President Al Cornell Appoints Committees—Rev. Twomey Elected 





filling in whenever needed. 


H. A. vice-president chairman of the 
speakers committee, to be assisted by 
former N. R. H. A. president Matt 
Ludlow and Charles J. Heale of HARD- 
WARE AGE. This committee will an- 
nounce the speaker of the evening as 
soon as definite arrangements are 
made. Several well-known nationally 
prominent men have been mentioned 
and the committee assures all hard- 
ware men that a real speaker will be 
selected. 

The committee in charge of the sale 
of tickets follows: R. J. Atkinson, 1334 
Broadway, Brooklyn, N. Y.; Walter M. 
Baxter, Walter M. Baxter Co., Inc., 
83 Mamaroneck Avenue, Mamaroneck, 
N. Y.; A. G. Birkenmeier, Jr., Bir- 
kenmeier & Kuhn, 525 Clinton Ave- 
nue, Newark, N. J.; Henry Bond, 
285 Wyckoff Avenue, Brooklyn, N. Y.; 
C. A. Bruhns, 152 Amsterdam Ave- 
nue, New York City; E. W. Chil- 
lingworth, George Ferguson Co., New 
Rochelle, N. Y.; Edward F. Daily, 
Scarsdale Supply Co., Scarsdale, N. Y.; 
H. Douglass, 2415 Jerome Avenue, New 
York City;, E. Ferguson, Tremont 
Hardware Co., 48 East Tremont Ave- 
nue, New York City; Robert G. Ham- 
mond, A. N. Nelson, 43 Hamilton Ave- 
nue, Brooklyn, N. Y.; Fred Horn, 5401 
Fifth Avenue, Brooklyn, N. Y.; J. M. 








Kohlmeier, 1011 Third Avenue, New 


| York City; W. Frank Littell, Jr., B. 
_Myer Co., 470 Broad Street, Newark, 


N. J.; Matthias Ludlow, Ludlow & 
Squire, 97-99 Market Street, Newark, 
N. J.; G@. Dunean MacLeod, 143 E. 
Thirteenth Street, New York City; Ar- 
thur Manser, Summit, N. J.; David 
Mercer, Fowler & Sellars Co., White 
Plains, N. Y.; Morris Miller, 620 New- 
ar). Avenue, Jersey City, N. J.; Sidney 
J. Milligan, Crane & Milligan, 54 Me- 





President Cornell appointed N. R. | 





Association Chaplain—Other Appointments Are Announced 
—Endorse ‘Red Ink or Black” Editorial 


HE fourteenth annual banquet of the Metropolitan Hardware 

Association will be held at the Hotel Commodore, New York 
City, Thursday, Jan. 20, 1927, it was decided at the last meeting 
of this organization held in the Hardware Club, 253 Broadway, 
New York City, Friday, Nov. 26. 
presided. The Rev. M. Joseph Twomey, D.D., was unanimously 
elected official chaplain of the association. 
Secretary W. Frank Littell, Jr., to inform Dr. Twomey of this fact. 
The newly elected chaplain is himself a hardware man, having been 
in the hardware business in New Jersey before entering the min- 
istry. For many years he has been a most welcome guest and par- 
ticipant at the Metropolitan dinners, delivering the invocation and 


President H. A. (“Al”) Cornell 


The chair instructed 


chanic Street, Newark, N. J.; S. L. 
Riley, Cornell Bros., Tuckahoe, N. Y.; 
H. R. L. Rohlfs, 4621 Third Avenue, 
Brooklyn, N. Y.; Louis Schelling, 734 
Willow Avenue, Hoboken, N. J.; A. 
Schimell, 414 W. Broadway, New York 
City; M. L. Sheehan, 153-7 Jamaica 
Avenue, Jamaica, L. I.; C. H. Tilson, 
Thomas Hindley & Sons, Sixth Avenue, 
New York City; Henry Vogt, Sr., 305 
Broadway, Brooklyn, N. Y.; V. A. 
Whitla, George A. Myers Co., 63 Wash- 
ington Street, Paterson, N. J., and 
H. A. Cornell, chairman, 127 Court 
Street, Brooklyn, N. Y. 

Following the discussion relative to 
the coming Metropolitan Dinner, Presi- 





Al Cornell 


dent Cornell urged all members to 
read, study and help solve the prob- 
lems outlined in the editorial “Red Ink 
or Black,” written by Llew S. Soule, 
Editor, HARDWARE AGE, and published 
in that paper Nov. 11. Time prevented 
a lengthy discussion on the editorial, 
but those who added to the comments 
of the chairman heartily indorsed the 
arguments advanced by Mr. Soule. 
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Llew S. Soule Addresses Monthly Meeting 
of Pittsburgh Retail Hardware Ass’n 


Editor of Hardware Age Compares Methods of Doing Business Years 
Ago with Those of Today—Hugh McKnight Makes 
Interesting Announcement 


N a talk that was so full of high spots of sane and sound advice 
as to keep his audience constantly interested, Llew Soule, editor 
of HARDWARE AGE, who addressed the members of the Pittsburgh 
Retail Hardware Dealers Association at the monthly meeting and 
dinner of that organization at the General Forbes Hotel, Pittsburgh, 
Friday evening, Nov. 19, also created a desire that his spoken word 


might be as frequently heard as his written words are read. 


It is 


doubtful if the association ever before had so many phases of the 
retail business so thoroughly and interestingly expounded, and the 
talk will be recorded as one of the red letter variety. 


Carrying his hearers along with the 
assistance of charts, Mr. Soule, noted 
that 25 years ago, the business hours 
of the average establishment was 66 
hours a week, while today there were 
but 44 and that this meant not only a 
crowding of activities but also pro- 
duced many added details to the con- 
duct of business that did not exist 
when he had been active in the retail 
business. Then there was the funda- 
mental change of greater competition 
through the increase in the number of 
stores in a given locality. Where in 
the old days, one store served an area 
of eight or ten miles, there were seven 
or eight stores to serve the same circle 
and the store nearest the consumer 
gets the business. 

Noting that the present number of 
retail stores was between 1,600,000 and 
1,700,000 and gave promise of reaching 
2,000,000 by 1928, the speaker urged 





the necessity of careful choice of loca- | 


tion by those who figured on opening 
new stores. The method of the chain 


of the proper course. 
method was first to figure what a store 
could produce and to close it promptly 


was wanted. He pictured a condition 
of the extreme of hand-to-mouth buy- 
ing and low inventories, with its in- 
crease in merchandising cost, since it 
meant that if neither jobbers or re- 
tailers carried the stocks, the manu- 
facturer would have to act as jobber 
and was not likely to carry the entire 
charge of carrying the load. 

There was no chance to cut down 
overhead, which in the past 25 years 
had mounted from 15 per cent to 22 
per cent except through increased 
sales. Some saving in service costs 
could be effected if the retailers would 
not give too much voluntary service. 
There was room to change the retail 
business to a higher percentage of cash 
business if the retailer would remem- 
ber that it was easier to collect at time 
of sale instead of later. He urged 
departmentizing of stores, which made 
buying easier, simplified sales and in- 


_ventories, made for a more orderly 


: store, revealed the profitable and un- 
stores was pointed out as an example | 


The chain store | 


profitable lines and also increased 
the efficiency of the employees. He 


analyzed the sales shrinkage and pre- 


if it failed to pay. Too many of those | 


who started stores were disposed to 
base the selection of the store location 
on the desirability of the community as 
a place in which to live. Another evil 
in this connection was the tendency of 


too free 
the new store keeper. The speaker 
thought there was a function in the 
hardware associations to take interest 
in the matter and to dissuade those 
behind them in starting stores in com- 
munities already adequately served, 
urging that the real reason for a new 
store was that it should supply a need, 
since it cannot create a need. 


of the speaker was what he said in 
connection with turnover and stocks. 
It was all right to pursue a hand-to- 
mouth buying policy, but this should 
not be at the expense of adequate 
stocks, since such a turnover not in- 
frequently meant turning customers 
over to others who could supply what 


employees, 


sented an interesting report of the 
study of a store and the reasons it 
had lost business. 
chant blames business 
but this 


study indicated 


that in 200 cases, the blame was more 


on the merchant than his employees. 
both jobbers and manufacturers to be | 


in the matter of credit to. 


There was too little profit in the 
staples and in trying to make good 
the losses in that direction too much 
had to be obtained for other lines for 
them to sell freely. There was too 
much small lot buying and with the 
jobber the vanishing point on profit 
came when sales were under $22.50. 


and for the retailer when the sale was 


under $16. 


an alertness in sensing the require- 
One of the outstanding observations | 





ments of consumers would help sales 
without forcing them. The 
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Another interesting feature of the 


meeting was the announcement of 


Hugh McKnight, Samuel McKnight 
Hardware Co., Pittsburgh, that the 
Penn National Mutual Hardware In- 


_ surance Co., was back on its feet again 








and that it had a surplus and with 
the elimination of those kinds of in- 
surance that had caused trouble the 
company was again functioning in 
normal fashion. 


Whitman Barnes-Detroit 
Corporation Announces 
Plans and Personnel 


William H. Eager Heads Merged 
Companies—Muir B. Snow 
Elected Vice-President 

—Other Officers 


Officers and_ directors of the 
Whitman Barnes-Detroit Corporation, 
formed Sept. 1 as a result of a merger 
of the Whitman & Barnes Mfg. Co., 
Akron, Ohio, and the Detroit Twist 
Drill Co., Detroit, have been announced 
by William H, Eager, formerly presi- 


dent of the Whitman & Barnes Com- 


pany, who is president of the new cor- 
poration. Muir B. Snow, formerly 
president of the Detroit Twist Drill 
Co., is vice-president, and Karl Kendig, 


formerly secretary and assistant treas- 


urer of the Whitman & Barnes organ- 
ization, is secretary and treasurer. In 
addition to these, other directors are 
A. H. Commins of Commins, Brouse, 


_Englebeck & MacDowell, Akron; W. J. 


O'Neill, 


The average mer- | 
losses on the | 


vice-president Union Trust 
Co., Cleveland; A. D. Armitage, chair- 
man of the board J. H. Williams Co., 
Buffalo; C. H. Hecker, vice-president 
Detroit Lumber Co., and J. H. Ham- 
blen, Jr., of Warren, Cady, Hill & 
Hamblen, Detroit. 

H. Z. Callender, formerly sales man- 
ager for Whitman & Barnes, continues 


ina similar capacity for the new com- 


| pany. 


A knowledge of stock and | 


simple | 


adding of ten cents to each retail sale | 


would leave no cause for complaint on 
the part of the retailer, who concluded 
with the suggestion that not enough 
thought was given to the business and 
that only by cultivating the habit of 
thinking was there to be success. 





Ralph Hammersley, formerly 
works superintendent for Whitman & 
Barnes, is chief engineer, and J. A. 
Dietrich, formerly superintendent for 
the Detroit company, continues as 
superintendent. 

Plants operated by both companies 
prior to the merger are to be main- 
tained for the present, but gradually 
the Akron factory activity and per- 
sonnel will be moved to Detroit, where 
the executive offices have already been 
centered. Warehouses and branches 
maintained by Whitman & Barnes in 
New York and Chicago will be con- 
tinued with Frank W. Oliver and M. J. 
Kearins respectively in charge. A 


new branch has been opened in Detroit 
in charge of A. B. Hall. 
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J. King McLanahan, Jr., 
Expires Suddenly at 
Pittsfield, Mass. 


Former President of Union 
Shovel Works, Inc., and Lead- 
ing Figure in Blair 
County, Pa., Dies 


John King McLanahan, Jr., a leading 
figure in the industrial, business and 
social life of Blair County and central 
Pennsylvania, with numerous business 
connections in other States, died sud- 
denly at Pittsfield, Mass., Nov. 21, at 
the age of 55 years. 

In 1889 he began his life work, learn- 
ing the trade of a machinist in the 
shops of the McLanahan-Stone Machine 
Co., Hollidaysburg, Pa. He became in- 
terested in 1892 in the lime and lime- 
stone business at Frankstown and after 
developing this operation he became as- 
sociated with the Jones & Laughlin 
Steel Company as president of the 
Blair Limestone Company. 

In 1902 he joined a consolidation of 
lime and stone interests with the late 
A. G. Morris and A. A. Stevens, called 
the American Lime & Stone Company, 
and held the office of secretary and 
treasurer until 1922, when he became 
vice-president and chairman of the ex- 
ecutive committee. In 1922, in asso- 
ciation with B. L. McNulty of Chicago, 
Mr. McLanahan purchased the Marble- 
head Lime Company, of Chicago, the 
largest company of its kind west of the 
Ohio River, and was vice-president of 
this company at the time of his death. 

For some time he was president of 
the Union Shovel Works, Inc., Union 
Furnace, Pa. 


Masback Hardware Company 
Handling Cyclone 
Fence Company Products 


The Masback Hardware Co., Inc., 80 
Warren Street, New York, has been 
appointed exclusive distributor in the 
Metropolitan district for lawn fence, 
flower bed guard, trellis wire and 
catch-all baskets, manufactured by the 
Cyclone Fence Co. 


* 





Columbian Vise Mfg. Co. 
Makes New Appointments 


The Columbian Vise Manufacturing 
Co., successors to the Columbian Hard- 
ware Co., Cleveland, Ohio, announces 
the appointment of Karl F. Lehnhardt, 
86 Warren Street, New York City, as 
exclusive Metropolitan representative. 

The firm also announces the appoint- 
ment of William W. Crowell, 86 
Warren Street, New York as export 
manager. 

The Bolton Company, 261 Franklin 
Street, Boston, Mass., has been ap- 
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pointed exclusive representative for 
the firm’s line of manufactured goods 
in the New England States. 

The Columbian Vise Manufacturing 
Co. manufactures a complete line of 
vises. 


Bridgeport Brass Company 
Appoints M. R. Runyon 


Mefford R. Runyon has been ap- 
pointed district sales manager in the 
New York Metropolitan district for 
the Bridgeport Brass Co., Bridgeport, 
Conn. 

Mr. Runyon has had a wide ex- 
perience in the brass, copper and 
bronze field, was born and raised in 
New Jersey and educated at Rutgers 
College as a chemical engineer. The 
World War called him overseas for 
eighteen months and upon his return 
he went back to Rutgers. After 
graduation he started in the wholesale 
hardware business. 

Later he was associated with the 
Benson Rolling Mills. 





J. Lovell Johnson Entertains 
Iver Johnson’s Employees 


J. Lovell Johnson, president of the 
Iver Johnson’s Arms and Cycle Works, 
Fitchburg, Mass., entertained his em- 
ployees at an outing on Nov. 20 at 
the Watatic Clubhouse on Watitic 
Mountain, where a most sumptuous 
repast was served. From soup to nuts 
was the order of the day and between 
these were included Cape Cod lobsters 
and Vermont turkey, with all garnish- 
ings. 

Among the old-time employees pres- 
ent for the occasion was “Gus” 
Ellstrom, factory manager, with fifty- 
three years of continuous service 
chalked up to his credit. 

After the dinner, the remainder of 
the afternoon was spent in outdoor 
sports. 


Annual Beefsteak Dinner of 
Soss Manufacturing Company 


On the evening of Nov. 18 at Castle 
Cave Restaurant, New York, the Soss 
Manufacturing Co., Bergen Street and 
Grand Avenue, Brooklyn, N. Y., held 
its annual beefsteak party. 

The evening was featured by enter- 
tainment arranged by a special com- 
mittee, as well as some excellent home 
talent display. 





Charles J. Smith & Company 
Take on Estwing Line 


Charles J. Smith & Co., 130 Worth 
Street, New York City, hardware job- 
bers, have been appointed exclusive dis- 
tributors in the Metropolitan territory 
for Estwing Mfg. Co., Chicago, IIl. 
Estwing Mfg. Co. makes the Estwing 
line of unbreakable tools. 
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Frank E. Strong Dies 
Suddenly at Home in 
Battle Creek, Mich. 


| Oldest Hardware Dealer in Michi- 
gan City Succumbs to Acute 
Heart Dilation Early Thanks- 
giving Morning 
Frank E. Strong, for a half century 
identified with the hardware business, 
and who, since 1904, had conducted a 
retail hardware store at Battle Creek, 
Mich., died suddenly on Thanksgiving 
morning from an acute heart dilation. 
Mr. Strong was born on a farm near 
Burlington, Mich., 68 years ago and 
resided on the farm with his family 
until he was fourteen years of age, 
when his father moved to Tekonsha and 
engaged in the hardware business. 
Frank attended school in Tekonsha un- 
til he was eighteen, when he accepted 
a call from B. F. Goodrich, Homer, 
Mich., to learn the tinner’s trade and 
hardware business in his hardware 
store. After two years he was placed 
in charge of Mr. Goodrich’s branch 





store at Tekonsha, where he remained 
for three years. He then returned to 
the Homer store where he stayed for 
three more years. 

At the end of that time he purchased 
the business with his brother, Samuel 
D. Strong, and the firm was thereafter 
known as Strong Brothers. This part- 
nership lasted many years and in 1904 
Mr. Strong came to Battle Creek, where 
he purchased an interest in the hard- 
ware business of W. A. Wattles. This 
business was for several years operated 
under the firm name of Wattles & 
Strong. 

In 1913 Mr. Strong purchased the in- 
terest pf Mr. Wattles and took in as his 
partner Fay Barker. The Strong-Bar- 
ker Hardware Co. continued until 1925, 
when Mr. Strong acquired the interest 
of Mr. Barker. Since then he had been 
in the business with his son, Harry 
Strong. : 

He was long a member of the Mich- 
igan Retail Hardware Association and 
in 1914 he became first vice-president. 
The following year he became presi- 
dent and at the expiration of his term 
was made a member of the executive 
board, a place he held until his death. 





J. V. Smith Now Pacific Coast 
Manager for Hubbard & Co. 


Joseph V. Smith, formerly in charge 
of shovel interests, Hubbard & Co., 
Pittsburgh, has been appointed Pacific 
Coast manager of the company and will 
make his headquarters at the Emery- 
ville, Cal., plant, which is devoted to 
the manufacture of pole line hardware. 
Mr. Smith will have charge of both 





sales and production. 








Duluth Display Table with Glass Dividers 


The Duluth Show Case Co., manufacturer of store equipment, etc., Duluth, 
Minn., is now marketing the display table or counter appearing in connection 





Four New Features in 
“Knobby-Lock” 


The Advance Manufacturing Co., 
manufacturer of automobile door han- 
dies, 620 St. Antoine Street, Detroit, 
Mich., is marketing a new “Knobby- 
Lock” designed to make any regular 


KNOBBY-LOCK NIGHT-LATCH 
AND LATCH PROTECTOR 














“*\ 





common door lock a cylinder locking | 
device, by replacing the present door | 
knobs with “Knobby-Locks” knobs. | 

Through the use of this new device 
handles cannot be taken from the door 
without first removing the inside knob, 
the outside knob being permanently 




















fastened to the spindle, to 
against tampering. 
The latch protector, a means of pre- 


venting the latch from being thrown 


back with a knife or similar strip of | 


metal from the outside of the door, is 
included as part of the equipment. 

It is easily installed and incurs the 
features and safety of a night latch, 
yet eliminating necessity of drilling, 
cutting and marring of door. 





Bridgeport Chain Company’s New 
Catalog of Standardized Products 


The Bridgeport Chain Co. of Bridge- | 
port, Conn,, has recently issued a new 
catalog illustrating and describing its | 
standardized “Orange Seal Products.” 
The publication, known as Catalog No. | 


15, is the result of the adoption of | charge or obligation. 


Wire and Flat Metal 


_ shelves. 


ranged for the purpose of expediting 
| reference. 
cover the chain requirements of the 
_ average hardware store and is a worth- 


insure 


'is more and more a science, and in an 
_effort to be of further service to cus- 


hardware jobber, has inaugurated a 


new department, a dealer’s service de- 
partment with W. J. O’Donnell in 


‘taking orders. 
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with this article, complete 
with bulb edge glass divid- 
ers, price ticket holders and 
removable fillers for the bot- 
tom of the display compart- 
ments. 

The most practical size is 
seven feet in length by thir- 
ty-two inches in width, which 
allows for its use in island 
arrangement. 

This is the type of display 
table that received so much 
attention at last year’s State 
Hardware Convention. 


standardization in the chain industry, | 
and it covers the company’s Weldless | 
Chains, Flat | 
Metal Stampings, and Special Wire | 
Shapes in Round Wire. | 

In addition to standardizing its chain, | 
the company is also making use of. 
standard packages for the dealer’s | 
In the case of its “Brown” | 
Tie Out Chains, the company has gone | 
so far as to standardize the number of | 


|_| 
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packages in a container. These chains 
are packed five or ten dozen to a con- 
tainer, stoutly wired together to pre- 
vent breakage. 

The new catalog is logically ar- 


It is designed to completely 


while addition to the merchant’s library 








of trade literature. 


Boston Jobber Establishes 
Dealer Service Department 
Realizing that merchandising today 








tomers, Bigelow & Dowse Co., Boston, 


charge. He will serve in a consulting 
capacity only, in an effort to solve the 
problems of the retail hardware dealer. | 
According to his contract with the | 
Boston firm he is_ prohibited from | 
The new department 
will serve the retail trade without 
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Chisel-Edge-Claw Hammer 


Special features of the Chisel-Edge- 
Claw Hammer, recently placed on the 
market by the Chisel-Edge-Claw Ham- 


mer Co., Hoboken, N. J., include a 


joined to 
scraper 


chisel edge—the ends are 
form a chisel, trimmer an 


| without disturbing the usual claw ham- 


mer feature; a carefully designed claw- 
grip; and the two side claws which fa- 
cilitate an easy grip in tight places. 

It has an offset head, lowered a full 
inch from the curved top, making a 
semi-circle from end to end, designed to 


| permit the full leverage of the claws to 
be used. 


—-- -—— 


Tire Rim Tool With 
Telescopic Legs 


A combination rim tool, with tele- 
scopic legs which can be instantly ad- 
justed to handle the smallest balloon as 
well as the largest old type high pres- 
sure rim, has been placed on the market 
by the Pacific Rim Tool Company, 
16606 Waterloo Road, Cleveland, Ohio. 

The legs radiate from the center, a 
feature which, it is claimed eliminates 
all possibility of the legs slipping and 
the tendency to distort the rim. The 





handle will remain set wherever it is 
left, regardless of the amount of strain 
on the tool. 

The hinged arm feature is an added 


_ safeguard against springing the rims. 


The entire outfit is made of malleable 
with the exception of the screw which 
is special screw steel. 








at 
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Steel Cap Screw Price Lists 


Compiled for Hardware Age by M. M. Godschalk 
EXPLANATION—List prices are in accordance with latest revision of 1923. Knowing your cost on 
these sizes and knowing the margin you wish to make on screws, you can readily determine a price for 
any desired quantity. For example: On steel cap screws, 1 inch in length, % inch diameter, let us 
assume that you wish to sell at 3314 off list. You would find the 1 inch column and run along it until 
you were under the 3314 off list discount column, which in this case would be 433—-your selling price. 
Should you on the same number have a quantity order, you could quote 40 or 50 off list by the same 
method. List prices are per 100. 


STEEL CAP SCREWS 
(Filister Head—U. S. S. Thread) 
(54 Inch Diameter) 


STEEL CAP SCREWS 
(Filister Head—U. S. S. Thread) 
(14 Inch Diameter) 
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| DISCOUNTS | | DISCOUNTS 
Length List | _ NA tied, SA OC | Length List | 
5 | 10 20 | 25 | 33 14 | 40 | 50 | 6 | | 5 | 10 | 20 | 25 | 33%] 40 | 50 | 60 
| mes ——— — —— — ———— — 
— % 610 | 580 |. ‘A9 | 488 458° | 407° 366 | 30: 05 | 244 | 1% 1050 | 1000 | 945 | $40 | 780 | 700 | 630 | 525 | 420 
| 650 | 618 | 585 | 520 | 488 | 433 | 390 | 325 | 260 | 1% 1085 | 1031 | 977 | 868 | ‘815 | 724 | 651 | 543 | 434 
114 : * 685 | “eal | 617 | 546 ‘515° | 457 | 411 | 343. | 274 | 1%4 TT 50 | 1092 | 1035 | 920 | 863 | 767 | 690 | 575 | 460 
1% | 735| 699] 652| 588| 552 | 490 | 441 | 368 | 294 | 2 | 215 | 1155 | 1094 | 972 | 912! 810] 729} 608 | 486 
; I a 3 780 | TAL | 702 | 624 585 520 | 468 390 | 312 | 2M 1300 | 1235 | 117 170 | 1040 | 975 | 867, 780 | 650 | 520, 
2 a 830 | 789 | 747 | 664 623 553 498 | 415 | _332— } 24 1390 | 1321 | 1251 {2 1112 | L043 | 927 | 834 | 695 | 556 
24 =| 900 | 855 | 810 | 720 | 675 | 600 540 | 450 | 360 | 23% 1465 | 1392 | 1319 | 1172 | 1099 | 977 | 879 | 733 | 586 
amy «| «(85 | 927 | 878 | 780 | 732. | 650 | 585 | 488 | 390° | 3 1540 | 1463 | 1386 | 1232 | 1155 | 1027 924 | 770 | 616 
25% 1050 | 1000 | 945 | 840 | 788 | - 700 | 630 “i 525 | 420° fee: 314 1610 | 1530 | 1449 | 1288 | 1208 | 1073 | 966 | 805 | 644 
oe 4 1120 | 1064 | 1008 | 806 | 840 | “747 | “o72 | 560 448 ! 34% | 1685 | 1601 | 1517 | 1348 | 1265 | 1125 | 1011 | 843 | 674 
3% ~«| «1205 | 1145 1085 | 964 | 905 | 804 | 723 iZ 603 | 482 | | 334 | 1750°| 1663 | 1575 | 1400 | 1313 | 1167 | 1050 | 875 | 700 
3% ~~ ‘| 1280 | 1224 | 1152 | 1024 960 | 853 | 768 | 640. 512° | 4 | 1835 | 1744 | 1652 | 1468 | 1375 | 1224 | 1101 | 918 | 734 
3% ~— | 1360 | 1292 | 1224 | 1088 | 1020 | 907 | 816 | 780] 544 | | 3% | 1900 | 1805 | 1710 | 1520 | 1425 | 1267 | 1140 | 950 | 760° 
a | 1440 1368 | 1296 | | 1152 | 1080 | 960 | | 864 | 720 | 576 | 4 4% | 1975 | 1877. | 1778 | 1580 | 1482 | 1317 | 1185 | 988 | 790° 
i subinnesietl ! — —— - ——EEE———eeEeE — 
, 
STEEL CAP SCREWS STEEL CAP SCREWS 
(Filister Head—U. S. S. Thread) (Filister Head—U. S. S. Thread) 
iid Inch deena (MA Inch ieee 
—————— 3 - : 7 : = ——— — 
i: DISCOUNTS | = DISCOUNTS | 
Length List |_ inenierentesitbtn sails | Length | ee » yn Sales ‘ _ | 
| 5 10 | 20 | 25 ¥ 33% | 40 | 50 | 60 | | s | 10 | 20 | 25 | 33 33% 1 40 | 50 | 60 | 
a hee | 980° 931 | 882| 784| 735 | 654 | 588 640) 392 |  1%~«| «1595 1536 1436 | 1276 | 1197 | 1064 | 957 | 798 | 638 | 
1K 1015 | 965 914 | 812% 761 | 677 | 609 | 508 | 406 | 1M * 1635 if 13 554 | | “1472 | 1308 | 1225 | 1090 | 981 | 818 | 654 | 
1% | 1050 | 1000 | 945 | 840 | 780 Z 700 | 630 525 | 420 | 2 | 1675 | 1592 | 1508 | 1340 | 1257 | 1117 | 1005 | 838 | 670 | 
134 ~—-|:1115 | 1060 | 1004 | 892 | 835° | 744 ie 669 | 558 | 446 | 2% ~—| :1780 | 1691 | 1602 | 1424 | 1335 | 1187 | 1068 | 890 | 712 | 
ao: 1180 | “1121 | 1062 | 944 | 385 | “7a7 | _708 | J 590 472 | 2 | 1880 | 1786 | 1692 | 1504 | 1410 1257 | 1128 | 940 | 752 ; 
2% °| 1260 | (1197 | 1134 1008 | 945 | 840 | 756 | 630 | | 504 | | 2% 1980 | 1881 | 1782 | 1584 [ 1485, | 1320 1188 | 990 | 792 | 
214 | 1350 | 1283 | 1215 | 1080 | 1013 | 900} 810] 675| 540) | 3 2090 | 1986 | 1881 | 1 1672 | 1568 | 1393 | 1254 | 1045 | 836 | 
2% «| «1425 | 1354 | 1283 | 1140 | 1069 | 950| 855 | 713 | 570 | | BY 2210 | 2100 | 1 1989 | 1768 | 1658 | 1473 | 1326 | 1105 | 884 | 
a. | 1500 re 25 | 1350 | 1200 | 1125 | 1000} 900! 750} 600 | | 3% 2315 | 2200 | 2084 | 1852 | 1737 | 1545 | 1389 cE 1158 | 926 
th 1570 | 1492 | 1413 | 4256 | 1. 1178 | 1047 | 9 942 | 785 | 628 | 3%~—=«| «2 10 | 2318 | 2196 | 1952 | 1830 | 1627 | 1464 | 1220 | 976 
344 | 1645 | 1563 | 1481 ea E 1235 {2 1097 | 987 | 823 | 758 | 4 ; 2560 | 2432 | 2304 | 2048 | 1920 | 1 1707 | 1536 | 1280 | 1024 
~ 3%«| «17S | 1630 1544 | 1372 2 | 1286 | 1145 | 1029 | 358) 686 | | 4% | 2630 | 2499 | 2367 | 2104 | 1973 | 17 3 | 1578 | 1315 | 1052 
a we 1785 | 1696 | 1607 | 1428 | 1339 | Th90 | 1071 | 893! 714 | | 41 | 2700 | 2565 | 2430 | 2160 | 2225 a.) F 1620 | 1350 | 1080. 
4K : 1860 | 1767 | 1674 | 1488 | 1395 | 1240 | 1116 | 930 | 744 | 4% 2780 | 2641 | 2502 | 2224 | 2085 | | 1854 | 1668 | 1300 | 1112, 
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Question: I am inclosing a list of questions and 
would greatly appreciate your answering them. I 
am a constant reader of your publication and am 
especially interested in the Q and A department. L. 
V., New York, N. Y. 

1.—What is meant by the term “a rabbeted” door? 

2.—What is a “rabbeted” lock? 

3.—What is a “rabbeted” block plane? 

4.—What is the purpose of a knuckle-joint block 
plane? 

5.—Please explain what part of a door is the stile. 

6.—Is there any difference between a pass key and 
a master key? 

7.—What is meant by the term “watt” in the ap- 
pliance sense, such as an electric iron, toaster, heater, 
etc.? 

The following will answer your questions: 

1.—Rabbeted doors are usually in pairs—and one 
corner of each of the doors is cut away about 1% in. 
deep and half the thickness of the door, so that when 
the doors are closed the joint between the doors is 
covered. 

2.—A rabbeted lock is one made with the face formed 
to match the rabbet of the door. 

3.—A rabbet plane is one made to use in cutting a 
rabbet as described above. 

4.—A knuckle-joint plane is one in which the cap is 
made in two pieces hinged together in such a way that, 
when it is put in place in the plane and the top part 
is pressed down, it binds against the cutter holding it 
firmly in place. 

5.—The stiles of a door are the upright members— 
the one to which the lock is applied is known as the 
“lock-stile” and the one to which the butts are applied 
is known as the “hinge-stile.” The cross members of 
a door are known as “top-rail,”’ “bottom-rail,’”’ and the 
center one (if any) is known as the “lock-rail.”’ 

6.—A “pass key” and a “master key” may mean the 
same, but the term “pass key” is usually applied to a 
cheap skeleton key that will open a number of cheaply 
constructed locks, while a “master key” is one scienti- 
fically made to operate the tumblers in a series of locks 
of a higher grade—each lock of the series having its 
individual key. 

7.—The “watt” is the practical unit of electrical ac- 
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tivity, rate of work, or rate of energy. It is the rate 
of energy or of work represented by a current of one 
ampere at a pressure of one volt. If you know the 
watt rating of any electrical device, it is easy to deter- 
mine its cost of operation. This is obtained by the 
simple expedient of multiplying the watts by the hours 
of use, dividing the product by 1000, which will give 
you the kilowatts. The rate in many cities is 10 cents 
per kilowatt. Where the watt rating is unknown, this 
may be obtained by multiplying the current by the 
voltage. 


Question: What price ranges do you suggest for 
the various classes of Jack and Pen knives carried 
in the average hardware store? H. N., Minneapolis, 
Minn. 


Answer: This question was discussed some time 
ago in HARDWARE AGE by no less an authority than 
John Cassin. Mr. Cassin suggests that the dealer sort 
the stock under headings that each pattern of knife 
is intended for or suitable to, such as mechanics’ and 
farmers’ knives, sportsmen’s knives, boys’ knives, 
3-blade vest pocket knives, 4-blade pens, 2-blade vest 
pocket knives, electricians’ and radio knives, stock and 
cattle knives, and knives suitable for such local in- 
dustries as exist—if a mining territory include 
miners with mechanics, etc., etc. 

Stock permitting, sort the farmers’ and mechanics’ 
knives into price groups—such as one group under 
each of the following price headings: 55c., 85c., 
$1.10, $1.85, $1.85 and $2.35. In each price group 
put only knives that the regular retail value is at 
least that of the price at which the group is offered; 
from that price up to the value of the next group. 
In this way you give good value and if your price 
groups are close enough you don’t sacrifice much. 

Make price groups of knives for each purpose— 
sportsmen’s patterns can run at $1.10, $1.65, $2.15, 
$2.65 and $38.25. Boys’ knives at 35c., 55c., and 85c. 
Three-blade pens at $1.10, $1.55, $1.85, and $2.25. 
Two-blade pens at 85c., $1.10, $1.35, and $1.65. Four- 
blade pens at $1.65, $1.85, $2.35 and $2.85. Stock and 
cattle knives $1.15, $1.55, $1.85, $2.35 and $2.85. 
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Holiday Hardware Moving Actively 
Staple Lines Light—Credits Better 


N active demand for holiday hardware items continues in all hard- 
ware markets. Jobbers report a very satisfactory volume of busi- 


ness on items suitable for gift purposes. 


Retailers have placed good 


stock orders, have Christmas goods on display and expect the big annual 


rush to start at any hour. 


Thé usual pre-inventory slump on staple lines is being felt in most 


markets. 
stocks on strictly staple lines. 


There always seems a marked move at this time to restrict 
The reaction, of course, comes after the 


completion of inventory, when large fill-in orders are placed. 
Credits continue to show a moderate improvement. 





Basic Materials Markets 
Kindred to Hardware 


Price tendencies in finished products 
being largely the reflection of condi- 
tions in the raw materials market, we 
present here a few opinions, from re- 
liable sources on several basic products 
of interest to the hardware trade. 


Linseed Oil.—Demand is a little 


more active with prices steady. De- 
cember carlot price is 11 cents. 
Buying is largely for current re- 


quirements. 

Turps.—Market tone steadier with 
slight advances during past week. 
Call for turps is fair. 

Rosins.—Demand has been very 
spotty, though a steadier tone is ex- 
pected. 

Copper.—Prices easier for quantity 
shipments. Better inquiries reported. 

Tin.—Some__—irecessions’§ sr reported. 
Most buying is for prompt shipment. 


Lead.—Steady business is being 
done for December-January — ship- 
ments. Prices appear firm. 
Zinc.—Prices reported easier. De- 
mand fair. 


Some Interesting Statistics on 
Farm Values 


Some interesting farm statistics 
were given out at the recent conven- 
tion of the Academy of Political 
Science. There are now 6,372,263 
farms in the United States, of which 
452,620, or 7.11 per cent have either 
gas or electric service; 225,000 of this 
number, or 3.53 per cent are connected 
with electrical central stations. 

The realty value of American farms, 
including land and buildings, is $49,- 
546,523,759; the total value, including 
machinery and live stock, is $58,443,- 
000,000 and the present annual value of 
farm products is $13,031,000,000. The 
cost of labor in 1919 was $1,098,604,590, 
and for 1920, including the estimated 
value of board furnished, was $1,356,- 
403,452. This figure would of course be 
much larger today. 





Wealth 
Faster Than Population 


Nation’s Increases 


The monthly circulation statement of 
the Department of the Treasury just 
made public shows that the increase in 
the population of the United States 
since 1879 has fallen behind the in- 
crease in wealth of the nation over the 
same period. 

The nation’s wealth, it is shown, based 
on money in circulation as of Nov. 1, 
1926, has increased more than eight 
times since January 1, 1879—the ear- 
liest comparative figures available— 
whereas the population is only about 
three times greater than on that date. 





Dollar Trade Is Up; 


Distribution Down 


The dollar volume of trade during 
the second week of November, as seen 
from check payments, was larger than 
for either the previous week or the 
corresponding week of last year, ac- 
cording to the weekly statement of 
the Department of Commerce. 

The distribution of goods during the 
first week of November, as seen from 
figures on car loadings, while slightly 
less than that recorded in the last week 
of October, was considerably greater 
than the corresponding week of 1925. 


ee ee ee 


Abrasive Price Correction 


The prices on abrasive papers and 
cloths which were quoted in the Novem- 
ber 11 issue of HARDWARE AGE as being 
offered by the Crown Abrasive Co., an 
importing firm of New York City, were 
printed through an error. The prices 
mentioned were on imported merchan- 
dise and do not reflect current quota- 
tions on abrasive materials of Amer- 
ican production. 





Steel Prices Are Holding: 


Pittsburgh Demand Lags 


New business in steel continues to re- 
cede and plant operations to work down 
in the Pittsburgh area. Manufacturers 
view these developments with little ap- 

arent concern, regarding them mere- 
y as an operation of the law of com- 
pensation. The time was when a loss 
of 10 or 15 points in the percentage 
rate of ingot output, such as this and 
nearby districts have sustained in the 
past 30 days, would have been attended 
by an increased pressure for orders 
sufficient to bring about lower prices. 
But there is none of this tendency, and 
its absence may be ascribed to a feeling 
that as there was not the usual let- 
down in business last summer, one is 
due. 

Ingot output for the entire district is 
still placed at between 70 and 75 per 
cent of capacity. While the expectation 
is that December will not do as well in 
production as this month, it will take 
a heavier decline of output than has 
thus far occurred to wipe out the 10 
per cent gain over last year that was 
rolled up in the first 10 months of the 
year. 

Buyers of all finished steel products 
are cautious in the matter of orders 
and specifications, and little interest 
has developed in first quarter require- 
ments, although in the past week 
makers of cold-finished steel bars, strips 
and bolts and nuts have opened their 
books for that period, and except on 
the cold-finished bars, for which slight- 
ly higher prices are sought, they are 
quoting prices that have been ruling for 
some time. With no advances proposed 
in sheets or tin plate, the market is 
shaping itself for a continuance of re- 
cent prices for the early months of 
next year. Nothing has yet been said 
about early 1927 prices of bars, shapes 
and plates, but it is likely the effort 
will be continued to keep bars and 
shapes at 2c., Pittsburgh, as a mini- 
mum. In a general way, such formal 
quarterly contracting as is done will 
probably move more slowly than last 
year, as there is not the incentive in 
the form of rising prices that there 
was a year ago. 


Each Dollar in Circulation 
Earns 15 Times Its Value 


Each dollar in circulation in the 
United States earns nearly 15 times its 
face value annually because of the 
venturesome spirit of this country, 
Treasury statistics of Nov. 21 report. 

With less than $5,000,000,000 in cir- 
culation, the country each year sup- 
ports agricultural and industrial pro- 
ductions of more than $78,000,000,000. 
If actual cash were involved, each dollar 
in circulation would turn over at least 
15 times but much business is carried 
on by credit margins. 
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Holiday Goods Moving Actively in Pittsburgh 
—Collections Reported as Being Fairly Good 


(Pittsburgh office of HARDWARE AGE) 

OLIDAY goods are moving steadily in this market, jobbers’ 
orders showing a high percentage of such goods. It is good, 
however, that there is some activity in that direction, because 

the report about other classes is not so favorable. With the end 
of the year in sight, there is the usual tendency to keep close tabs 
on stocks and not to buy so heavily that current purchases later will 
be included in inventories. The weather has not been as favorable 
to the retail sale of stoves and heaters this year as it has been in 
some other recent years, and city retailers.generally report light 
business. In the latter connection the fault seems to be that there 
is a little too general a tendency to let the holiday business go to 
the department stores and not enough effort to create buyer inter- 
est. There are several stores in downtown Pittsburgh, which are 
passed by thousands daily, with excellent display opportunities that 
are merely showing seasonal and staple hardware items. Demand 





for shotguns is pretty well satisfied for this year, but with the big _ 
game season actually on the high-powered rifles are wanted. Price | 
changes are few. Jobbers have figured the recent change in levels | 


and report the cut to be 714 to 10 per cent, the larger reduction be- 
ing in mason’s levels, which had the greatest advance in the last 
previous price revision. A revision of prices for hinges and butts 
leaves prices not materially different than they have been recently. 
Collections still are fairly good. 


AUTOMOBILE ACCESSORIES. 


, tutions based on the attractive level of 
—Very steady demand is reported for 


: prices. 
chains and alcohol sales are helped by I . 
. . . Dealers price for those makes of 
cool weather, although this article is tires and tubes handled by the hard- 
having stronger competition than for- ware trade follow: 
merly from distilled glycerine. Other HIGH PRESSURE TIRES 


items are not showing much life, but 


. . Size Heavy Duty Truck 
are selling steadily. ae $7.25 
Prices from jobbers’ stocks, f.o.b. 30x3% Cl. extra size 8.75  ..... 
Pittsburgh, follow: S'S a t eae eRe nae 
Spark Plugs.—A. C., lots of 10 to ff. Se ° Sea ee 
90, 53c. each: lots of 100 or more, 50c.: eS Ge es<ceeeeeen i ere 
A. C. No. 1075 for Ford cars, lots of Ct EES Se 
10 to 90, 36c. each: lots of 100 or 8 fk Ber ear ee et  -  ¢eees 
more, 34c., CUCU Gea eee ea 
Lamps.—21 cp., 6-8 volt, list price, | Mn | ciecewsee sues 19.75 , $24.75 
35e. each; 3 cp., 6-8 volt, list price, 33x 414 ial a a ae 25.65 
1kc. each, subject to a discount of 30 | 8) a 26.55 
per cent in lots of less than 50, and 35 x 4! Perr re. = eye 
40 per cent for lots of 50 or more. Oe ere >) eee ee 
Speedometers.—A. ©. for Ford cars ir Ch casereeees - 29.85 
list price, $10 each. fb :. ae oe 26.85 32.95 
Tire Gages.—Schrader, high pres- DE? Gusecseneuesene fies 35.45 
sure, lots of less than 10, $1 each: ee 36.25 
lots ‘of 10 or more, 95c.: balloon tire, a i My 26 66666662 51.00 
lots of less than 10, $1. 13: lots of 10 bb: 2a ee 56.00 
or more, $1.08: U. S. Standard, lots Dt tiphndseheend © salad 72.25 
of less than 10, $1.10; lots of 10 or 3 ) ere ae 78.50 
more, $1. i. f eee rer re 110.00 
Alcohol. —In barrel lots, 45c. to 47c. 
per gal. Tubes 
Distilled Glycerine.—Ivo, in 55-gal. Tan Grav 
drums, $2.10 per gal.; 30-gal. drums, | Tubes Tubes 
$2.15; 3-gal. cans, case lots, $2.35, Single Single 
broken, $2.60. ae ene 
Motor Oil..-Vacuum Oil Co., in 10- | Size 
gal. steel drums, with faucet, grades 20 x 3 $1 50 $1.30 
A, FE and Arctic, $10.50 list; B, $13.70 | Of a eae 1.70 1.50 
list, less 25 per cent. | Oe SUR wtwssceeys 1.90 1.75 
Motor Meters. Standard makes, «oT pine reiernae 2 50 2 05 
lots of less than 10, 30 per cent off RS Ss Rare 2.60 2.15 
list; lots of 10 to 19, 35 per cent off I 9 70 9 95 
list; lots of 20 or more, 40 per cent SS HK E nccccccvccceess 2.75 2.35 
off list. eee eae a _ -seees 
Windshield Cleaners. Trico, uni- eo See eae “) re 
versal automatic cleaners, $3.25 each tt ee cctcucvanenet Pe 
Jacks.—Millers Falls No. 145, $3.75 ff aaa en 
each. ff | ae ir 
Pumps.—Anthony line, $2.20 each. eae Oe tee bee eece cal \ ie 
Chains.—-Single pairs, 30 per cent 33} x D eee eT ST eT eT 3.95 eT 
off list; lots of 10 to 50 pairs, 35 per BEX D vee eeeeeeees bynes 
cent off list; lots of 50 pairs and over, 3.) RD een eee e ne enes 4.20 te eee 
40 per cent off list. + x : teen ence ease 6-00 tees 
Te ae WD Ses sesseors reuse —— 6 —6Umté=<—~*:*éCs OO 
AUTOMOBILE TIRES AND TUBES. i Tce keeetche whe s ae - saben 
et tt © ‘i cecevueaswek® 0.45 a cae 
—Sales are good, but not up to expec- 8D Sh epcatbieideaaantin 13 35 peas 








Balloon Tires 
To fit 19 in., 20 in., 21 in., 22 in., 
23 in. Rims. 


Gray 
Size Ply Casings Tubes 

27 x 4.40-19 in. 4 $9.15 $1.90 
29 x 4.40-21 in. 4 9.65 1.95 
29 x 4.75-20 in. 4 12.25 2.25 
30 x 4.75-21 in. 4 12.75 2.30 
29 x 4.95-20 in. 4 13.75 2.30 
30 x 4.95-21 in. 4 14.25 2.40 
31 x 4.95-22 in. 4 15.75 2.45 
30 x 5.25-20 in. 4 15.95 2.70 
31 x 5.25-21 in. 4 16.45 2.880 
30 x 5.77-20 in. 6 21.95 3.20 
32 x 5.77-22 in. 6 23.95 3.40 
33 x 5.77-23 in. 6 24.95 3.50 
32 x 6.00-20 in. 6 22.50 3.30 
33 x 6.20-21 in. 6 22.95 3.50 
32 x 6.20-20 in 6 26.75 3.70 
33 x 6.20-21 in 6 27.30 3.75 
33 x 6.75-21 in. 6 29.75 4.35 
34 x 7.30-20 in. 6 33.25 4.90 


BATTERIES.—Demand is_ constant 
and the turnover steady in dry cell 
batteries, especially for radio use. 


Jobbers’ quotations to. retailers 
f.o.b. Pittsburgh: 


Broken Unit 
Packages Packages 

 _ xr $1.05 $0.97 
.—l eee 1.22 1,14 
i rer 1.32 1.22 
SF — errr 1.40 1.30 
 _ Cae 2.44 
ere 2.62 2.44 
 '— 2a 3.00 
i ee .42 .39 
RG A i aid ae ea at .40 .3D 


No. 6 dry cells, ignition type unit 
packages, 32c. eac 

Flashlight. -No. 935, 9144c. each; No. 
950, 10l%c.: No. 790, 22c.; No. 705, 
21%c.; No. 750, 18c.; No. 751. 24c. 
Hot Shot.—No. 1461, $1.70; No. 1662, 


BOLTS, NUTS AND RIVETS.—Steady 
demand for small lots still is the report 


| of jobbers. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
and 10 per cent off list; tire bolts, 40 
and 10 per cent off list; nuts, hot 
pressed square, tapped in 3 lb. boxes 
% in., $16 per 100; _— in., $14; % in., 
$11; % in., $10; 5, i $10: 34 in., $8; 
% in., $7.50: rivets, poe wagon ‘and 
tinners, 60 per cent off list. 


CARVING SETS.—There is the usual 
holiday interest in carving sets. Prices 
to retailers range anywhere from $1.50 
to $9 per set. 


CHRISTMAS TREE HOLDERS.— 
Good movement of tree holders is re- 


| ported. Jobbers quote: 





Nesco, No. 12, $6.50 per doz.: No. 
14, $7.50; No. 16, $9; Crown, No. 2, 
$8; No. 3, $13.20. 

ELECTRICAL APPLIANCES.—Very 
good business is reported by jobbers 
for various electrical household ap- 
pliances that are given as Christmas 
presents. Jobbers quote: 

Percolators, $5 to $15 each: table 
stoves, $6 to $10: toasters, $3.35 to 
$6: waffle irons, $5 to $7. 

GAME TRAPS.—This line still is good 
in sales and is expected to hold up 
through the winter. Jobbers quote: 


Coil spring No. 1, $1.28 per dozen: 
Victor, No. 1, $1.38; Triumph, No. 1, 
$1.38; jump, No. 1, $1.83; Gibbs, 2- 
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~ ot grip, No. 


trigger, $5 per doz.; 
l, 3, $5.50; No. 


$1.88; No. 2, $3. 35: No. 
4, $6.70. 


GUNS, SHELLS AND RIFLES.— 
There is still a strong demand for 
high-powered rifles, but the call for 
guns and loaded shells appears to be 
largely satisfied. Jobbers quote: 


Shot Guns.—Double barrel, Ithaca 
field, hammerless, $30.50 each; No. 1, 
$38.30; No. 2, $46.55; Winchester re- 
peating, No. 97, hammer, $31.80; No. 
12 hammerless standard, $37.50; tour- 
nament, $56.85. 

ifles. —Winchester, No. 56, sport- 
ing, $16.35 each; No. 57, target, $19.10; 
No. 1894, solid frame, $25.90; take 
down frame, $35.40; Savage, No. 1899- 
E, $30.60; No. 18-99-F, $33.85; No. 
1899-G, 37. 50. 

Loaded Shells.—W inchester, repeat- 
er, R-76-D, — $34.74 per 1000; 
chilled, $36.8 


HEATERS.— Retailers report lighter 
sales than usual, but it is evident that 
sales amount to something as there is 
a steady demand upon jobbers, who 
quote: 


Gas Heaters.—Radiant type 1 to 
$36 each, reflector type $3 to $11 

Oil Heaters.—Nesco, No. 12, $3.7 
each; No. 15, $4.75 each: No. 016. 
$5.50 each. Reliance, No. 20, $4.60 
each; No. 30, $6 each. 


HEATING ACCESSORIES.—Jobbers 
report a satisfactory movement of coal 
hods, furnace scoops, fire shovels and 
some interest in the other items in this 
line. Jobbers quote: 


Asbestos.—Sheet mill board, 3/16- 
in. thick, 18 in. x 20 in., 18e. each; 
18 x 30 in., 27c.; 20 x 30 in., 28c. 
22 x 30 in., 31c.: 24 x 30 in., B50" 

Coal Hods.—Japanned, 16-in., $3.40 
per doz.; 17-in., $3.60; galvanized, 
16-in., $4.65; 17-in., $5; 18-in., $5.50. 

Fire Shovels.—Stamped sheet steel 
japanned, flat handle, 50c per doz.; 
round handled japanne +) 60c. to 
$1.10; galvanized, 1.1 Never 
Break No. 10, $4.25: No. 46, $4.60; 
No. 20, $4.80. 

Furnace Scoops.—No. 150-B, $8 per 
doz.; No. 80, $5.50; No. 81, $4.50. 

Gas Connections. a ad, 12 in., 25c. 
each; 18 in., 30c.; 24 in., 37c.: 30 in. 
40c.; 36 in., 45c. Fle xible steel tubing, 
3-ft. lengths, 12c.; 4 ft., 15c.; 5 ft., 
18c.; 6 ft., 22c. C loth inserted tubing. 
5Be. per foot. 

Stove Boards. — Wabash, 
paper lined, crystallized, 18 x 
$6.25 per doz.: 24 x 24 in., 





square, 
18 in., 
$7.50; 


26 x 20 in., $8; 28 x 28 in., $9.50: 30 x 
30-in., $10.80; 32 x 32 in., $13.20; 35 x 


wood lined, crystallized, 
$12.60; 26 x 26 in., $16: 
c 28 in., $18; 30 x 30 in., $20; 33 x 
33 in., $24; 36 x 36 in., $29, 

Stove Pipe and Elbows.—Polished 
blue nested stove pipe from Pitts- 
burgh warehouses, No. 28 gage, 6 in., 
$15 per 100 joints: elbows, $1.48 per 
doz. Nickeled stove pipe, 4 in., 5c. 
per joint; elbows, 75c.; collars, 40c. 


HINGES AND BUTTS.—The Mce- 
Kinney Mfg. Co. has revised its prices, 


35 in., $16.20; 
: x we Wu 


but the changes are slight from those | | 
| VACUUM BOTTLES.—Holiday needs 


that recently have been ruling. 





James Wallen once said: 


peal, 
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HORSE BLANKETS.—Good 


demand | 


is noted from the country districts for | 
horse blankets, with those for stable | 


use priced at from $1.25 to $3.25 each, 
and for street use from $1.40 to $5.25 
each, 
ICE CREEPERS. — An 
tion by retailers for demands that will 
come later with cold and icy weather. 
Jobbers quote: 


Security, $3 per doz.; Instep, $3.25; 
Newark, $3.60; Blue Ribbon, $3.75; 
Fit all, $4.50. 

LANTERNS (ELECTRIC).—An §at- 


tractive line of electric lanterns, fash- 
ioned from wrought iron by the Mc- 
Kinney Mfg. Co., now is being dis- 
played by local jobbers. These lan- 
terns sell to the retailers at $17.50 to 
$21 each, including the bracket and 
wiring. 

LEVELS.—Sand Level & Tool Co., 
Detroit, has issued a new price list, 
reducing prices from 7% to 10 per 
cent, the larger reduction being in 
mason’s levels. 


PAINTING SUPPLIES.—Fairly good 
business is being done at unchanged 
prices. 


Prices to retailers: 
Ready mixed paints, 
$2.85 per gallon; lower grades, $2.2 25: 
white lead, 15%c. per Ib. in 100-lIb. 
lots; 10 per cent less in lots of 500 Ib. 
or more and extra 4 per cent less 
in lots of a ton or more; turpentine, 
$1.04 per gal. in barrel lots; raw lin- 
seed oil, 12.5c. per Ib. in barrel lots. 


SKATES.—Good holiday demand is 
noted, for both ice and roller skates, 
while*the latter are moving because the 
skating rinks are open and there is 


best grades. 


increase in 
jobbers sales suggests some prepara- | 


| with pints quoted from 90c. 

















| 


not dependence upon weather cold | 
enough to freeze the streams and. 
_ponds. Jobbers quote: 

| Ice Skates.—Winslow line, No. 2110, 


65c. per pair, same, L. S. $1.12: No. 


2120, $1.20, same L. S. $1.50; No. 2140, 
$2.20, same L. S. $2.50. 
Roller Skates. — Union Hardware 


Co. line, No. 2, 70c. per pair; No. 3, 
75c.; No. 10, $1.05; No. 6. $1.55: 
Winslow line, No. 38%, $1.50; No. 
38, $1.60. 


SNOW SHOVELS AND CLEANERS. 





Simplicity in Window Displays 


will interest the greatest number of persons. 


—Retailers cleaned up stocks 
closely last year, which was a winter 


of frequent snowstorms and there is| . ‘ ie nas 
naturally a good demand in the build- | jobber stocks at from $5.20 to $12 each. 


ing up of stocks for this winter. 


Jobbers quote: 


Cleaners, No. $4.20 per doz.: No. 


6, $5: No. 7, $7.20: No. 8, $8.40: 
shovels, wood, D handle, $6 per doz.: 
long handle, ‘$5. 50: steel. 


galvanized 
$11: black spring steel, $10. 


very | 
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are stimulating sales of vacuum 
bottles. There is a wide variety of 
styles and prices vary accordingly, 
to $4.75 
75 to $5.40. 


Holiday demands 
some good sales. 


each and quarts from $1. 
VELOCIPEDES. 
are responsible for 
Jobbers quote: 


Common types, 
$3 each; rubber tire, 
extra heavy, rubber 
Columbia No. 41, $9; No. 42, 
No. 43, $13.50. 


WEATHER STRIP.—Demand still is 
good, with a strong tendency toward 
metal stripping. Jobbers quote: 


bi a hg felt, % in., $1.80 per 100 
ft.; % $3; cushion, all felt, ™% in., 
$2.40; re “in., $2.80; % in. $3.25: all 
rubber, '% in., $2.40; M% in., $3.25; 1 

in., 

WIRE PRODUCTS.—Business is sea- 
sonally quiet, but prices are holding 
well at the mills and naturally there 
is no weakening in resale prices. 


We quote from Pittsburgh jobbers’ 
stocks: 
Fence Wire: 





steel tire, $2 to 
$2.75 to $3.90; 
tire, $5 to $6; 
$11.25; 


(Per 100 ib.) Annealed ee ae 
No. 6 to 9 gage...... $3.00 3.4 
OE EE ear eee 3.05 3. 50 
a ee ot hie ech aha 3.10 3.55 
I le ee 3.65 
OE ee 3.25 3.80 
RE atl ak nh ob Owe ones 3.35 4.00 
eee rrr 4.25 
De orn a wie bg hid 4.45 

Barbed wire (per 80-rod spool): 
NS oi cs eek care ws eee dee $3.00 
BS TE ctcccceccsccncsscecee 4 3.20 
S2MOTTE CRETED 2cccccccccccesccces 3.20 
i Cs ac ecthenghuden cnet ae 
2-point cattle (special)......... 2.25 

Field Woven Wire Fence (per 100 
rods): 

I he iy hd oe ae hd th haw ere $30.00 
CS nec! isan hee ee ane le a we 54.75 
Poultry: : 
es 6 hs wl Ree eh aes aN $35.60 
A ai aah ad tana heal da Vick we Gs nial 43.00 
IS ie ees a tee aa Sy ag 48.50 

Steel Fence Posts: 

i ES ire 
b ft. eer ee See ee een ee ee ke rire each 
Pre errr eee 6H5e. each 

Bright nails, base, per keg, $2.95 

to $3 >. 


WOOD SCREWS.—New prices have 
been announced by leading manufac- 


turers, which show an advance of 10, 
per cent. 
TOY AUTOMOBILES.—Fairly good 


demand is noted for toy automobiles 
of the grades ordinarily carried by re- 


' tail hardware stores, which sell from 


i 


line 


Job- 


COMMUNITY WARE.—This 
shares in the holiday activity. 
bers quote: 

Spoons, $4.68 per doz.; tablespoons, 
$9.36 per doz.; knives and forks, the 
knives with stainless steel blades, 
at $13.50 per set of six knives and 
six forks. 


CCOCHGRCDOEELORCT EET: 


“The most effective window displays are those which place in 
judicious arrangement a few things which, by reason of seasonableness, beauty and general ap- 


’9 


Your window displays may be either simple or complex, but whichever they are, each one 


should be the result of some clear and well planned purpose. 


nite impression with the man or woman who views it. 


The aim should be to leave a defi- 
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Chicago Trade in Pre-Inventory Slump— 
Tire and Hinge Prices Drop 


(Chicago office of HARDWARE AGE) 

ITH inventory time less than a month away there is the 

usual seasonal slowing down in buying. The orders that 

are being placed are for minimum quantities that will take 
care of the dealers’ immediate needs. Replacement orders for holi- 
day goods are beginning to come in and there is every indication 
that the hardware stores will do a record Christmas business this 
year. 

Prices in general are very well stabilized and there is little pros- 
pect of any material changes in the near future. However, the 
keen competition between the manufacturers of some lines of build- 
ers’ hardware has caused another outburst of price cutting on the 
highly competitive items. As a result the more common sizes of 
butts, strap and T-hinges, which were already being sold at less 
than the cost of making, have taken a still farther drop. Automo- 
bile tires have also taken what approximates a 14 per cent drop on 
the various sizes. On the other hand, manufacturers have an- 
nounced slight advances on tire pumps and heel chains—the former 
having already been reflected by a corresponding increase in job- 
bers’ prices. 

Collections, although not as good as a year ago, are fairly satis- 
factory. 

AUTOMOBILE ACCESSORIES. | 


—Sales are holding up in a most satis- | 8°me items down to a price said to be 
factory manner. Jack prices show a below the cost of manufacture continue 


slight advance while tires take a 14 again this week. 





We quote from jobbers’ stocks, 
per cent drop. f.o.b. Chicago: 3% x 3% steel butts, 
We quote from jobbers’ stocks, old copper and dull brass finish, $1.80 
f.o.b. Chicago: per dozen pair 4x4 steel butts, old 
P Spark Plugs.—Splitdorf, for Fords, copper and dull brass finish, $2.52 per 
50c. each regular, 58c. each; Cham- doz. pair; heavy steel bevel inside 
pion X, 45c. each; Champion Blue sets, $5.50 per doz. sets; steel bit- 
Box line, 53c. each; A. C., 53c. each; keyed front door sets, $1.50 per set; 
lots of 100, 50c.; A. C. Special Ford, wrought brass bit-keyed front door 
36c. each. sets, $3 per set; cylinder front door 
06 spot Light. — Appleton, No. 3280, sets, $7 per set. 
Chains. —Non-skid, dozen pair lots, CHAINS.—There is a very good de- 
53 per ce nt discount. a All mand for the seasonable items. Manu- 
$1°30° nay ational Standard, No. 21, facturers announce a slight advance 
93 gumps—Rore, 1% in. cylinder, on heel chains but it is not reflected 
R5. — > : 
Tires and Tubes.—30 x 3%, oversize in jobbers prices as yet. 
cord tires, $8.75 each; regular cord, We quote from jobbers’ stocks, 
$6.60 each; gray inner tubes, 30 x 3%, f.o.b. Chicago: % inch proof coil 
$1.50 each; red inner tubes, 30 x 3%, chains, $8.50 per 100 lb. Henso Bull 
$1.75 each. Dog _— Brown = a 50- a ar 
. . cent scount. No. - c 
AXES.—Prices are without change and welded nan ao. $9.75 ig og 
there is a normal seasonal demand | COPPER RIVETS AND BURRS.—The 
reported. demand is normal for this season at 
We quote from jobbers’ stocks, h n e j : 
f.o.b. Chicago: First quality single the recently added ciscount, 
bitted unhandled axes, 3 to 4 Ib., $14 We quote from jobbers’ stocks, 
dozen base; double bitted, $19 dozen f.o.b. Chicago: Copper rivets and 
base; good quality black unhandled burrs, 40-2% per cent discount. 


—— ee gs Dee ga ws $13 ELECTRICAL AND RADIO MER- 
doz., base; s e andled axes, . 
$15.50 = 6 per jon. aecesdinn ~ CHANDISE.—The Christmas demand 





quality and grade of handle; special ; ; ; ; ; 
unguaranteed handled axes, $12 per for holiday items is on in full its 
dozen base. Prices are unchanged. 
BOLTS AND NUTS.—The market is|  , We quote from jobbers’ stocks, 
: Sa . .0.b. Chicago: 
showing some additional strength with Electrical Morchandies. : No. 14 
. rubber covered wire 85 per 1000 
the demand very satisfactory. ft.; in 1000 ft. lots, $6.35. No. 18 
We quote from jobbers’ stocks, lamp cords, $14.25 per 1000 ft.; in 1000 
f.o.b. Chicago: Carriage bolts, cut ft. lots, $13.65; % in. brush brass key 
thread, 45-55 per cent discount: ‘small sockets, 15iKe. each; two-way plugs, 
carriage bolts, rolled thread, 50-5 per 45c. each; in lots of 10, 40c. each; 
cent discount; machine bolts, cut two-piece attachment plugs, _ 12c. 
thread, 50-5 per cent discount: small each; dry cells, boxes of 50, 32c 
machine bolts, rolled thread, 50-10-65 each: less than case lots, 36c. each. 
per cent discount; all stove bolts, Radio Supplies.—Radio B batteries 
75-5 per cent discount; lag screws, No. 766, $1.40 each: No. 767, $2. 62 
60 per cent discount. each; No. 770, $3.33 each; No. 772, 


’ * 62 h; No. 6, 8 ' 
BUILDERS’ HARDWARE.—Price con- ay Bm Fh Nols yg nd lots 


cessions which have all ready brought of less than 10, $13.50 each. 








Loud Speakers.—Western Electric 
No. 522 W, $2.50 list. Discount, 30 
per cent. 


FILES.—There is a good steady de- 
mand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—The move- 
ment of holiday merchandise has tem- 
porarily slowed up the demand for 
galvanized ware. Prices show no 
change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 qt. galvanized 
after-made pails, $2.12; 12 qt., $2.33; 
14 qt., $2.60. One gallon, all gal- 
vanized oil cans, $2.35 doz.; 2 gal., 
$4 doz.; 3 gal., $6 doz.; 5 gal., $8.75 
doz.; 1 bu. galvanized baskets, $6.20 
doz.; No. 26% bu. baled galvanized 
measures, $4.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Future orders are being re- 
ceived in a satisfactory volume. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
xy molded hose, in., lle. per 
- & in., 12c. per ft.; in., 13c. per 
ot: 5 ply, good quality, wrapped, ly 
in., 9c. per ft.; % in., lle. per ft. 
Lawn sprinklers, Rail King, $28 doz. 
Original fountain sprinklers, $6 doz. 


GLASS AND PUTTY.—The demand is 
good and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Cijenne: Single strength A, 26 
in. bracket, 85 per cent discount; 
single strength A, 34 to 40 in. bracket, 
82 per cent discount; single strength 
A, all.other brackets, 81 per cent dis- 
count: double strength A, all sizes, 
82 per cent discount. Single strength 
B up to 25 in., 87 per cent discount; 
34 to 40 in., 85 per cent and balance 
&4 per cent; double strength B up to 
54 in., 86 per cent discount; balance 
84 per cent. Putty pure grades, $3.75 
~ 100 lb.; commercial, $3.40 per 100 
lb. 


HANDLED HAMMERS AND HATCH- 
ETS.—Prices are firm and sales are 
normal for this season. 


HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality 16 oz. 
nail hammers, $12 a dozen; Maydole, 
$12.60 a dozen; 16 oz. machinists’ 
hammers, first quality, $9.20 dozen; 
Competitive grade, 16 oz. nail ham- 
mers, $6 to $8 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First yoy hatch- 
ets, No. 2 shingling, as 50 doz.; aa 

uality hatchets, No. broad $16.40 

oz.; medium quality RM cong 0. 2 
shingling, $8 dozen; medium quality 
hatchets, No. 2 broad, $12.50 dozen. 


HANDLES, AGRICULTURAL.—There 
is a good steady demand and prices 
are firm. 


We uote from jobbers’ stocks, 
f.o.b. Chicago: 

Hay Fork WHandles. — Straight- 
chucked and bored, best grade, 4% 
ft.; $4.95 doz.; 5 ft., $6 doz.; x 4, 
ft., $4.95 doz.; 5 ft., $5.30 doz.; X, 4% 
ft., $2.65 doz.; 5 ft., $3.10 doz. ’ 

Hay Fork Handles.—Bent-chucked 
and bored, best grade with strap. 
ferrule and cap, 4% ft., $8.25 dozen. 
5 ft., $9.35 doz.; XX bent, with “rep: 
ferrule and cap. 4 ft., $6 doz.; 4% f 
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$6.25 dozen; 
dozen; 5 ee 


XX bent, 4 

, dozen; bent, 4% 
5 ft., 5 dozen. 

Manure Fork Handies.—Bent, best 


XX bent, 4 . _ doz. ; 
mT 80 doz.; bent, » $2.85 doz. ; 
4% ft., $3.25 dozen. 
Garden Hoe Handies.—XX, 4% ft., 
$3.80 doz.; X, 4 ., $2.65 dozen. 
Garden Rake © we 9 51% ft 
$3.80 doz.; X, 4% f $2.65 dozen. 
Garden Rake Rendon —XX, 6% 
$5.60 doz.; X, 5% ft. $3. 55 dozen. 
Shovel Handles—Regular pe ee. 
4% ft., $6.50 doz.; 4 
$4. 30 doz.; ; D handle, —_ grade, $8. re 
doz.; X grade, $6.60 doz. 
Spade Handles. — D handles, best 
grade, $8.60 doz.; grade, $6.60 dozen. 


HANDLES, TOOL.—Prices are firm 
and the demand seasonably active. 


We =. _from jobbers’ stocks, 
f.o.b. Chica 

Axe vr 1 hickory, $4 
dozen; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 dozen. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 dozen. 


HINGES.—Prices on some items take 
a still farther decline. 

We quote from jobbers’ stocks, 
f.o.b. ee Heavy strap hinges 
in —— 4 90c.; 5 in., $1.10; 
in., $1.33; hs "31. 90; 10 in., $3.87 pe 
dozen pairs; extra heavy = hinges, q7 
a 4 in. ., $1.40; 5 in., $1.28; 6 in., 
$1.32; 8 in., $2.30; 10 in., $3. 30 per doz. 

ICE CREAM FREEZERS.—There is a 
fair volume of orders for spring de- 
livery. 

We quote from jobbers’ stocks, 
ag Chicago: White Mountain, 1 


ft. $4.95 


ft., 


$4.80 list; 2 qt., xo 60 list; 3 qt., 
96.75 list; 4 a 8.25 list; 6 qt., 
10.45 list; 8 $13. rr list; 10 qt., 


17.90 list: 12 > 21.50 list; 15 qt., 
$25.60 list; 20 t., 33.20 list: 25 at., 
42.60 list; Arctic, 1 qt., $4 list; 2 qt., 
4.60 list; 3 qt., $5.45 list : 4 qt., $6. 0 
list; 6 at., $8.60 list; 8 at., $11. 10 list. 
All the above less 50 per cent dis- 
., $2.95 list; 2 qt., 
$4.10 list; 4 qt., 

.. $6.30 list: 8 qt., $8.20 list; 
., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list; 20 qt., $21.50 list. A dis- 
count of and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
doz.; qt., enamel, $10 per doz.; 

qt., enamel, $10 per doz.; 4 qt., enam- 
el, $18 per doz. Above prices are net. 


ICE SKATES.—Holiday business is 
causing a very heavy demand especial- 
ly ~~ tubular outfits. 


uote from jobbers’ stocks, 
f. Ry Chicago: Key Clamp, Rocker 
Men’s and Boys’ bright finish, 75c. 
pair. Half Key Clamps, Rocker, 
Women’s and Girls’, $1 pair; Key 
Clamp, Hockey, Men’s and _ Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
omen’s and Girls’, $1.40 pair; Tu- 
bular Skates, Men’s or Women’s, 
Racer or Hockey, $5.50 pair. 


LANTERNS.—There is a good season- 
able demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.; Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 

LARD PRESSES AND SAUSAGE 
STUFFERS.—The selling season 
now at its peak. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: Enterprise, No. 25, 4 
at, $8 each; No. 31, 6 oe $8.65 each; 
No. 35, 8 qt., $9.50 eac 


NAILS.—Orders are cine received in 
a satisfactory volume considering the 
season. 


We quote from jobbers’ 
f.o.b. Chicago: 

Common wire and cement-coated 
nails, $3.05 per keg base. 


PAINTS AND OiS.—Prices are un- 
changed again this week. Sales are 
seasonable. 


We quote 
f.o.b. Chicago 


stocks, 


from jobbers’ stocks, 





is | 
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Linseed Oil.—Raw, barrel lots, 93c. 
per gal.; 5 barrel lots, 90c. per gal. 
Linseed Oil. — Boiled, barrel lots, 
po per gal.; 5 barrel lots, 93c. per 


_ lots, 95c 

Denatured Alcohol. — Wave lots, 
42c. per gal.; steel drums extra, $6 
returnable. 

White Lead.—500- >, lots, $13. 73 per 
100 Ib., net; 100-lb. lots, $14: 50-lb. 
at mi aes 25-l1b. iets. $3. 65; 12% - lb. 
ots, 

Shellac.—(4%4- lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English nae as Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


Rid Paste.—Barrel lots, 7%c. per 


PYREX WARE.—Dealers should watch 
stock and keep assortments complete 
to avoid missing sales. 


We quote from jobbers’ 
f.o.b. Chicago: 
Bread ay- —No. 212, $7.20 dozen; 
No 214, $12 dozen 
New Handled ‘Casseroles. —Round 


stocks, 


No. 622, $12 doz.; No. $14 doz.; 
Oval, No. 632, A ‘No. 633, $14 
doz.; Shallow ‘Oval, No. 642, $12 doz.; 


No. 643, $14 doz. 
Pie Plates.—No. 208, $6 per doz.; 
7.20 doz 


No. 209, 
= doz.; 


Tea Pots.—2 cup, 
$24 doz.; 6 cup, $28 d 

Pans.—No. 231, $8 doz.; 
doz. 


Utilit 
ROPE.—Prices remain very firm while 


4 cup, 


No. 
232, $1 


demand is undergoing a_ seasonal 
slowing up. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 
No. 1 manila, standard brands, 


22l%4c. to 25%c. per lb.; No. 2 manila, 
244%4c, per Ib.; No. 1 sisal, 15%c. to 
17c. per lb.; No. 2 sisal, 14c. to 16c. 
per lb. 
SASH CORD.—Many well informed 
men seem to think that cotton has 
about touched bottom and dealers are 


warranted in conveying reasonable 
stocks. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: No. 7 standard brands, 


$7.40 per doz. hanks; No. 8, $8.45 doz. 
hanks, 
SASH PULLEYS.—The demand is 


rather quiet and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels, 54c. doz.; Common- 
sense, 2 in., 60c. doz.; barrels, 54c. 
doz.; No. 105, 46c. doz.; barrels, 42c. 
dozen. 


SCREWS.—The demand is active and 
while manufacturers have advanced 
about 10 per cent, distributors prices 
still show no change. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 77%-20-10-10 per cent new 
list; round head blued, 75-20-10-10 
per cent new list; flat head brass 
75-20-10-10 per cent new list; round 


head brass, 7214-20-10-10 per cent 
new list. 


SOLDER AND BABBITT.—Sales are 
normal at the present high prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 sol- 
der, $46 per 100 lb.; medium 45-55 sol- 
der, $45 per 100 Ib.; tinners’, 40-60 
solder, $44 per 100 ‘lb.; 
babbitt metal $20 per 100 Ib.; ; stand- 
= No. 4 babbitt metal, $14 per 100 


STEEL SHEETS.—There is no change 
in prices and sales are rather slow at 
present. 

We 





quote from jobbers’ stocks 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 Ib.; 28-gage 


black sheets, $4.20 per 100 Ib 
STOVE PIPE, COAL HODS, ETC.— 
There is an active seasonal demand 
and prices are very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gage pipe, 
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28 gage, 13c.; 26 gage, 
154%c. per joint. Corrugated elbows, 
30 gage, $1.20; 28 gage, $1.50 per doz. 


WIRE PRODUCTS.—tThere is little 
prospect for any changes in prices. 
Sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Wire staples, No. 8 
black annea od wire, $3.05 per 100 Ib.; 
No. 9 galvanized plain wire, $3.50 per 
100 Ib.; catch weight spool galvanized 
cattle ‘or hog wire, $3.75 per 100 Ib.; 
80-rod spool of galvanized hog wire, 
$3.25 per spool. Polished fence 
staples, $3.50 per 100 lb. Wire cloth, 
black, 12-mesh, $1.65 per 100 sq. ft.; 
alvanized, 12- mesh, $1.95 per 1 0 sq. 

; bronze, 14-mesh, $5.75 per 100 sq. 
at Galvanized poultry netting: Gal- 
vanized before made, 57%-5 per cent 
discount; galvanized after made, 
5214-5 per cent discount. 


30 gage, 12c.; 


Hardware Manutfac- 


turer in Soviet Russia 
(Continued from page 46) 





lying on the floors, women, children 
and babies some only half clad, a sick, 
impoverished lot. 


Of for Siberia 


It was at one of these stations that 
I saw a group of men, one of them a 
soldier, all under heavy armed guard, 
boarding a train for exile to Siberia. 
The Bolshevik government has revived 
this system of czarist punishment. 

There is plenty of vodka and plenty 
of beer for sale in Russia, but it is 
worthy to mention that I did not see 
a single drunken person during my 
stay in Moscow. 

Everything in the way of clothing 
and manufactured articles is scarce. 
Various unions organize stores for 
their members, secure small quantities 
of clothing, etc., and issue tickets of 
admission entitling their members to 
buy these articles at slightly lower 
cost than in the stores that sell to all. 
Here, in front of these stores, lines of 
people stand for hours, waiting to buy, 
and those in line seem poor and under- 
nourished. 

Truly, the lack of everything is 
amazing. Factories are closed for lack 
of materials “and machinery. One 
might ask why they are not equipped 
for operation. The simple answer 
seems to be lack of money. 


Can’t Own a Flivver 


Practically everything in Russia is 
the property of the government. For 
example, no individual owns an auto- 
mobile. There are many taxis, also 
government owned, and quite expen- 
sive, and I never saw such luxurious 
motor buses as now ply the streets of 
Moscow. 

In contrast to the lack of individual- 
ly owned automobiles are the splendid 
Rolls-Royce and other high priced cars 
placed at the disposal of Trotsky and 
other officials of the Soviet govern- 
ment. These dash about Moscow at 
all times of the day and night. 
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December 9, 1926 


Holiday Goods Are Moving in Good Volume 
Throughout the New England Territory 


(Boston office of HARDWARE AGE) 

OLIDAY goods are moving in good volume throughout the 

New England territory. Local jobbers say business is hold- 

ing up well with that of a year ago, but that indications are 

it will not exceed that of 1925 to any appreciable extent. Weather 

conditions considered, the market is making a remarkably good 

showing. So far this fall we have not had many days of season- | 

able weather. Most of the time it has been rainy or unseasonably | 

warm. Jobbers are convinced they will not have to work night | 
shifts this year to keep up with orders. They are preparing, how- 

ever, to take care of a large store business the week before Christ- | 

mas. Jobbers’ stocks in general have been worked down to a com- 

fortable basis and indications are they will come up to inventory 

time in a healthy condition. 

Retail dealers, particularly those in the larger cities, are quite 
busy. Most of them are of the opinion that they will do as much | 
business this Christmas as last year. Some are certain they will do 
more. Retail dealers generally are buying merchandise conserva- | 
tively but often. Indications are they will come up to Jan. 1 with | 
well-balanced stocks of standard merchandise and limited stocks | 
of holiday merchandise. Collections are better than might be ex- 
pected at this time of the year. 


ANDIRONS.—Quite a number of re- any quantity; 32 x 6 in., $7 each net; 
tail hardware dealers are working up 36x 6 in., $7.55: 38 x 7 in., $10.45. | 


a good business in andirons. They | BARN DOOR HANGERS.— Quite out 
make a particularly pleasing gift at | of line with most goods moving these 








Christmas or at any other time. days, there is a continued active de- 

We quote from Boston jobbers’ mand for barn door hangers. Most 

stocks *,°* O 
Andirons.—Black finished, 12%-in., New England cities and towns report 

$2.67 per pair net; 15-in., $3.67. _a goodly amount of repair work on out- 

Burnt antique brass, 14-in. “$6; 17- ildi 

in., $6.34; 18-in., $10.67. | buildings. 
Fire Sets.—Black finish, $4.34 per We quote from Boston jobbers’ 

set net: burnt antique brass, $5.67 stocks: 

and $9.67. Barn Door Hangers.-—Topping line, 
Fire Screens.—Black finish, 31 x 31 Storm King, $9.60 per doz. pair net; 

x 6-in., $45.34 per doz. net; 37 x 31 World's fest, $17.28: Safety, $12; 

x 6-in., $49.34; 43 x 31 x 6-in., $57.34. Tandem, $17.76. 


AUTOMOBILE ACCESSORIES.—Dur- | BLANKETS.—A _ somewhat broader 
ing the past week or ten days there | demand for blankets is noted by job- 
has been quite a noticeable improve- | bers. Horse blankets are going quite 
ment in the demand for all kinds of | well, and jobbers’ stocks are getting 
automobile accessories, according to | down to small proportions. 











jobbers. It is presumed the retail We quote from Boston jobbers’ 
trade is stocking up for the holiday i ae ~—- Stable werner. 6168 
trade. Following are the new prices each net; burlap, $2.40 to $3.25. Street 
° . . ) ‘ > As 
recently established on automobile tires 2 - Piush automobile, a x 70 
and tubes. in., $6.88 each net; 72 x 72 in., $10 to 
$13. Ole ! - 2 ‘ 
We quote from Boston jobbers’ $3 wooten automobile, x 42 in. 
stocks: Shawlis.—Fringed, motor, 52 x 74 
Tires. — Mansfield line, fabric, in. 3.75 each net; 54 x 70 in., $4.25; 
clincher, 30 x 3 in., $6.35 each net; D4 x 76 in., $5.75. 
30 x 31, in., $7.25. Heavy duty cord, 
stra ight side, 20) x ° ly, in., $10.95 EGG CARRIERS. .—The production of | 
each net: 31 x 4 in. $13.75; 32 x 4 @h., eggs in New England is on the in- | 
$14.50; 33 x 4 in., $15.25: 34 x 4 in., 
$16.00: 32 x 4% in. $19.75: 23 x 4% in” crease. Poultry raisers will soon need | 
$20 “4 34 x 1% in., $21.25; 35 x 4% egg carriers. Retail dealers’ should | 
: >. 2 x 299 “Fr. 98 w» F . 
Rug FES, oe E Sy Shy See.ie: SS = look to their stocks. 


in., $26 85: 35 x 5 in., $28.85. 





Truck.—Cord, 82 x 4% in., $24.75 We quote from Boston jobbers’ 
each net; 33 x 4% in., $25.65; 34 x stocks: 
1% in., $26.55; 30 x 5 in., $29.85; | Eag Carriers. — New model egg 
oo X 5 in., $382.95; 34 x 5 im., $35.45; crates, metal, capacity 1% doz., &88e. 
35 X 5 in., $36.25; 32 x 6 in., $51; 36 each net; 2 doz., $1.05; 3 doz., $1.23; 
x 6 in., $56; 38 x 7 in., $78.50. t doz., $1.40; 6 doz., $1.75. Regal, ca- 
Tubes.—Inner, tan, in lots of 12, pacity 15 eges, l4c. each net: 30 
260 x 3 in.. $i. 10) each net: 30 x 3% eggs, 26c.: 50 eges, 47c.: 100 eggs, 
in., $1.60; 32 x 3% in., $1.80. In lots | R4e. Cases with fillers. capacity 15 
of six: 31 x 4 in.. $2.40 e ach net; 32 doz., $1.95 each. Poultry shipping 
x 4 in., $2.50; 33 x 4 in., $2.60; 34 x crates, $1.68 each. 
( in., $2.65: 32 x 4% in., $2.95: 33 LAMPS So f hi . 
x 4% in. $3.05: 34 x 414 in., $3.15: 'LAMPS.—So far this month sales of 
35 x 4% in., $3.20; 36 x 44% in., $3.30. 'gasoline lamps have run slightly ahead 
if : $3.50: 33 x 5 $3. db: Ss | , . 
at eg ge ee See AE of those for November, this year, and 


about on a par with those for Decem- 
ber, 1924, say jobbers. 


We quote from Boston jobbers’ 
stocks: 

Lamps.—Gasoline, opal shade, $6.25 
each net; tan tinted shade, $7; green 
tinted sh: ide, $7: half frosted globe, 
$6.50: Fle mish brass fringe, $9: an- 
tique gold, $9.25; bracket lamps, $6.75; 
De Luxe, 


Lamps. — Bryan-Mash line, pear 
shaped type, clear, 100 wt., 45c. list; 
150 wt., 69c. Pear shaped _ type, 


white, 100 wt., 50c. Pear shaped 
type, white bowl, enameled, 100 wt., 
50c.; 150 wt., 65e. Daylight, blue 
glass, 100 wt., T5e. 


LETTER BOXES.—Orders for letter 
boxes continue to be received by the 


_jobbing trade. According to the post 
office department a lot of box replace- 


ments are needed throughout the rural 
districts of New England. 


We quote from Boston jobbers’ 
stocks: 

Letter Boxes. - Corbin line, No. 
2417, $8 per doz. net; No. 2406, $8.65; 
No, 2416, $12; No. 2418, $12: No. 2, 
$14.50: No. 4, $18: No. 2437, $5.40. 
Hessler rural delivery, $11.50 per 
doz. net, 


NAILS.—No change in nail prices is 


reported in New England. Current 
_activity is confined largely to bookings 


for spring delivery up to March 1, 


1927, particularly in Maine, New 


Hampshire and Vermont. 

We quote from Boston jobbers’ 
stocks: 

Nails.—Wire, from store, $3.70 per 
keg, base; from mill, in car lots, $2.70 
per keg base; in less than car lots, 
$2.95. Cement coated, in count Kegs, 
from mill in car lots, $2.40 per keg 
base, f.o.b. Pittsburgh; in less than 
ear lots, $2.65: from store, $4.60 per 
keg base. Cut nails, from store, $4.25 
per keg base. Hardened steel floor, 
direct shipments, $8.10 per keg base; 
Western cut nails, direct shipments, 
in car lots, $3.50 per keg base, f.o.b. 
Pittsburgh; in less than car lots, 
$3.65. Tremont cut nails, direct ship- 
ments, $3.95 per keg, f.o.b. Ware- 
ham, Mass.: hardened _ steel for 
nails, direct shipments, $7.60 f.o.b. 
Wareham. 

PENCIL POINTERS.—As was _ the 
case last year, many retail dealers are 
playing up pencil pointers as holiday 
gifts and are meeting with consider- 
able success. A pvinter is a mighty 
handy thing to have around the house 
as well as in the office. 


We quote from Boston jobbers’ 
stocks: 

Pencil Pointers. - Boston No. L, 
75c. each net. Sharpeners, in leathe 
case, $1.20 a doz. 


RUBBISH BURNERS.—Although 
weather conditions the past two weeks 
or so have not been particularly favor- 


able for the burning of rubbish, there 
has been a remarkably good demand 


for burners. 


We quote from Boston jobbers’ 
stocks: 

Rubbish Burners.—Cyclone, No. 2, 
in lots of 6, or full bundles, $2 each 
net: in smaller quantities, $2.25 each. 

SAFETY RAZORS.—Indications are 
as many if not more safety razors will 


have been handled this Christmas nd 


(C eaten on page 66) 
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See 


Money Pleasantly 


Pick up a piece of Apex Electro Zinc-Coated Wire Screen 
Cloth between your thumb and finger. Note its attractive 
appearance—feel its pliable strength—its durable con- 
struction. Notice how flat the cloth lies when you set it 
on the table. It will lie just that way on your counter when 
you measure it off the roll for a buyer. 





Apex is more than a wire screen cloth. It is a way for the 
dealer to make money pleasantly.’ It is the kind of cloth 
that hardware men everywhere recommend to their best 
customers—and know they'll be satisfied. 





Distributed by Jobbers 


If your jobber cannot suvply you, write us, and we 
will give you the name of one who will. 


JOHN M. HART COMPANY 


Manager of sales for 
HANOVER WIRE CLOTH CO. 


General Sales Office: Factory: 
Old Colony Building, Hanover, Pa. 
Chicago, Ill. 
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Holiday Hardware Selling Actively in 
Metropolitan Hardware Market— 
Staples Fair—Collections Better 


OLIDAY merchandise continues ta be the most active line in 


the 
toys, electrical 
many 
an active sale. 


New York wholesale hardware market. 
appliances, 
other hardware items suitable as Christmas gifts are having 
Retailers have these lines on display. 


cutlery, 


Electric train sets, 
carpet sweepers and the 


Consumer de- 


mand has started and appears to be gaining momentum each day. 
Staple lines are moving in fair quantities, about equal to the volume 


of last year. 
futures is fair, 


Screw prices have declined 5 per cent. 
but should be more brisk after the Christmas period. 


Interest for 


Local hardware collections show some improvement. 


Tree Outfits Very Active 
in New York Market 


Christmas tree lighting outfits have 
been very active in the New York 
wholesale hardware market. The de- 
mand has shown an increase in the 
past ten days. Stocks are apparently 
ample. Prices are not expected to 
change. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

No. 83, 8&8 Light Mazda, Flush Ex- 
tender, Twisted Lead, $1.35; No. 84, 
S Light Mazda, Flush’ Extender 
Parallel Lead, $1.45; No. 842, 8 Light 
Mazda. Flush Extender, Par. Lead, 
New Type, $1.30; No. 85F, 8 Light 
Carbon, Fiush Extender, Par. Lead, 
$1.10; No. 85, 8 Light Carbon, Flush 
Iextender, Twisted Lead, $1.00; No. 
S7F, 8&8 Light Pine Cone, Flush Ex- 
tender, Par. Lead, $1.20; No. 87, 8 
Light Pine Cone, Flush Extender, 
Twisted Lead, $1.10; No. 118F, 8 
Light Fancy Carbon Jap, Flush Ex- 
tender. Twisted Lead, $1.40; No. 
1IOSF, S Light Fancy Lamp, German, 
Fiush Extender, Par. Lead, $1.70; 
No. 8008, 8 Light Carbon, Without 
Extension, 85c.; No. 808, 8 light Mazda, 
Without Extension, $1.25; No. 804, 8 
Light Festoon, Less Lamps, Par. 
Lead as used with No. 84, 95c.: No. 
803, 8 Light Festoon, Less Lamps, 
Twist. Lead, as used in No. 83, 85c. 
No. 809, 8 Light Festoon, 
tender, Twisted Cord, 75c.;: No. 
& Light Mazda, Flush Extender, 
32 Volt Farm Plant, $1.45; No. $000, 
& Light Mazda Battery Set—4 Volt, 
$1.20; No. 8006, 8 Light Mazda Bat- 
tery Set—6 Volt, $1.20, and No. 3020, 
Stee, complete, $1.75. 

Prices are per set each 

Accessories, 14 volt carbon lamps, 
all colors, $5 per 100. 120 volt car- 
bon candelabra, style H, all colors for 
use with Nos. 305-310 wreaths and 
No. 70 F outfits, $15.75 per 100. 
Mazda, C-6, 15 volt, 6 volt and 3% 
volt lamps all colors, $7.65 per 100. 


Stove Pipe Very Active; 
Elbows in Demand 


Stove parts and sundries have been 
very active in the metropolitan mar- 
ket. Stove pipe, elbows, collars, damp- 
ers, stove boards are selling at firm 
prices. Stocks appear to be satisfac- 
tory. 


JOBBERS'’ QUOTATIONS TO RE.- 
TAILERS, F.0O.B. NEW YORK: 


Stove pipe, 4 in., 13%c.; 4% in., 
l5c.; 5 in., 16%4¢.: d\% In., 18¢., and 6 
in. ‘2le. per length. 

Stove pipe elbows, 4 in., $1.50: 4% 
in., $1.68; 5 in., $1.80; 5% in., $1. 98 
and 6 in., $2.22—all per doz. 

Stove pipe collars, 4™% in., 45c. to 


50c.; 5% in., 55c. to 60c.:; 
to 63c. and 7 in., 75c. to 
doz. 

dampers, 4% in., $1.20: 
5% in., $1.32; 6 in., $1.40 
$2.15 and 8&8 in., $3.60 


48c.: 5 in., 
6 in., 60c. 
$1.15—all per 

Stove pipe 
5 in., $1.25; 
to $1.44; 7 in., 
all per 


doz. 
Dry Cells Are Advanced: 
Now 30 to 32 Cents 


Dry cell batteries, No. 6, ignition 
type, Red Seal and Columbia have been 
advanced. In the Metropolitan dis- 
trict the price is 30 cents each and 
outside that territory the price is 32 
cents each to dealers. 


Hose Nozzles Reduced 








from 5 to 10 Per Cent 


New York jobbers announce a reduc- 
tion on hose nozzles ranging from 5 
to 10 per cent. 


Good Demand Is Reported 


for Christmas Tree Stands 


Reports indicate that the demand 
for Christmas tree stands is very good 
at the present time. Local stocks ap- 
pear adequate. Prices are not ex- 
pected to change. 

JOBBERS'’ a saees ae a, RE.- 

TAILERS, F.0.B. NEW YOR 

Christmas tree stands, Gem, y per 
doz.: Crown, 2 in., $7.50 per doz. and 

3 in., $12.50 per doz. 


N. Y. Demand Is Good 


for Snow Goods 


Snow goods like sleds became very 
much in demand early Monday morn- 
ing. Snow threatened Friday and Sat- 
urday and fell heavily all day Sunday. 
Monday traffic was tied up somewhat 
and orders were heavy for snow remov- 
ing equipment. The up-state demand 
has been good for some time, but this 
is the first Metropolitan district snow 
fall of the year. Local wholesale 
stocks will probably prove adequate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Snow shovels, long handle steel, $4 
doz.: snow shovels, long handle steel, 
in lots of 6 doz., $3.75 doz. 

Galvanized snow shovels, $10 doz.: 
Menzie, $9.60 doz. Snow pushers, 18 
in., 83%c. each net; 24 in., $1 each 
net. 
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Wire Nails Now $3.50; 
Demand Very Good 


New York jobbers announce a price 


| of $3.50 base on wire nails in kegs, 


which represents an advance of 15 


cents over the previous quotations of 


| $3.35. 


_Serews Advance 


The new prices are apparently 
in effect throughout this market, and 
will be maintained according to relia- 
ble reports. A good demand for nails 
continues. 


5 Per Cent; 
New Discounts Announced 


When the new discounts on screws 
were checked it was found that the 


advance was five per cent and not 10 




















Reading matter continued on page 64 


per cent as had been previously an- 
nounced. New discounts are _ given 
here. Demand is moderate. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 

Discounts on wood serews: Iron 
Bright, Flat Head, 75 per cent; Iron 
Bright, Round and Oval Head, 72% 
per cent; Iron Blued, Round Head, 
72% per cent; Brass, Flat Head, 72% 


per cent; Brass, Round and Oval 
Head, 70 per cent. 

These discounts apply to revised 
list of Fane 24, 22. 


EXTRAS—20-10-10-5 per cent. 


Sleds Are Very Active; 
Local Stocks Adequate 


At press time the Metropolitan dis- 
trict is covered with a heavy blanket of 
snow. Roads are fairly open but traf- 
fic is congested and slow. The demand 
for sleds started early Monday. Job- 
bers received heavy orders for replace- 
ments. It looks like a good week for 
sleds. 

JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.O.B. NEW ate ag 
; Flexible Flyers, No. 2.50; 
No. 2, > *y No. 3, $4; No. 4.33; 

Junior Racer, $3.50. 
Prices are each. 
ly, No. 9, $1.14;"No. 10, $1.37; 
71: No. 12, $1.90. Racer, $2. 


Prices are eac h. 


Bolt Market Unchanged; 
Demand Is Moderate 


The demand for bolts in the New 
York market is not heavy at the 
present time. Prices are unchanged 
and local stocks apparently satisfac- 
tory. 

JOBBERS’ QUOTATIONS TO RE.- 

TAILERS, F.0O.B. NEW YORK: 

Machine bolts % x 4 and smaller, 

40 and 10 per cent off list. Machine 

bolts, longer and thicker, 40 and 10 


per cent off list. 
Common carriage bolts, % x 6, and 
smaller, 40 off list; larger and longer, 


40 off list. 
75-10-5 off list. 


Stove bolts, 
Lag screws, 50 and 7% off list. 


Garage Sets Are Active; 
New York Stocks Ample 


Garage sets are active in the New 
York wholesale hardware market. 
Local stocks are considered ample. 
Prices given here are representative 
of New York offerings. 


JOBBERS’ ae Nan As gee aa, RE. 
TAILERS, F.O.B. NEW YOR 

Garage sets, $2. 25 per set; in es of 
or more, $2.10 per set; in lots of 
or more, $2 per set. 

Garage door holders, $1.65 per pair: 
in lots of six or more pairs, $1.50 per 
pair. 


12 
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aybe youre on 
the wrong track 


If you have anything to do with doors that slide—heavy doors or light ones 
—you know that the door-hangers run on metal tracks. If the track is 
Wiatee st wrong the doors don’t work properly. 
, Richards-Wilcox door-hardware—hangers, brackets and track—is so 
ine, well-made, so carefully and sdientifically designed, that when it’s properly 
Sr ae installed ic works right; almost never gives any trouble. We know it’s right. 
Lately we’ve been getting trouble calls; and when we send an engineer 
to straighten things out, he finds that the job has been “‘botched”’ by put- 
ting up some other track than ours. There are cheap substitutes being 
made, and sold to unwary buyers who care more for an extra profit than 
for an honest value to a customer. 

The hangers and brackets have our trade-mark and name stamped on 
them; so has the track we make. It isn’t a real Richards- Wilcox job unless 
eur name is on the hangers, brackets and track. 























You'll avoid trouble by being sure of our mark. Look out for 
bn any attempt to sell you anything else. The guarantee does not 
apply unless hangers, brackets and tracks are Richards- Wilcox. 


ichards-Wilcox Mf 


“A Hanever tforany Door that Slides 


(0. 
AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
go Minneapolis KaensesCity LosAngeles SanFrancisco Omaha Seattle Detroit. 


Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD.,LONDON,ONT. + Winnipeg 
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November Volume Shows Substantial Gain 
Over 1925 in Cincinnati Hardware Market 


(Cincinnati office of HARDWARE AGE) 

OOKINGS in the hardware jobbing field in November showed 

a substantial gain compared with those in the same month 

last year. This increase is a source of encouragement to 

the local trade, which is of the opinion that the retail sales in the 

pre- -Christmas buying period will be the heaviest in several years. 

It is not likely, however, that jobbers will be able to make up the 

losses sustained in the spring months, and the year will close with 
total sales slightly below those in 1925. 

Purchase of goods for the holiday trade has been in good volume, 
and special packages designed especially for the Christmas season 
are proving to be in liberal demand. Staple merchandise also is 
moving at a satisfactory rate. 

Prices have shown considerable tendency to fluctuate. There 
have been reductions in builders’ hardware and in roofing material. 
On the other hand, manufacturers have increased the schedule on 
screws, although the higher rate will not be reflected in jobbing 
circles until after Jan. 1. A considerable reduction in tires and 
tubes has stimulated the call for those commodities. 

Spring items are beginning to come to the front. Prices on a 
number of articles, including screen doors, poultry netting, lawn 
mowers, lawn hose and hose reels have been announced. 

Retail sales have increased in the past few weeks and merchants 
are optimistic about the outlook. Collections have improved some- 
what. 


AUTOMOBILE ACCESSORIES. | 5195 cach: 29 x 440 bétter grade, 





—Business has gone along at a fairly balloon, $2.60 each. PAGE 

: : e » fr ‘incinns obbers 
satisfactory rate. Despite the fact wa-* from Cincinnatl job 

that there has been little cold weather , Mashiight._Two-cell Yale tubular 

. . . ashlights w yer or nickel case 

to date, winter items, such as radiator 69c. ont three-cell Yale. tubular 

shutters and engine covers, have sold flashlight with fiber or nickel case, 

. . i t oleae %6c.; two-cell miner flashlight with 

well. Prices on tires and tubes were Shes or wickel cass. $1.16: tnree-coll 

revised several weeks ago, and the miner flashlight with fiber or nickel 

. . ‘Ase, = 

new schedule is given below. Batteries. — Small Yale monocells, 

Te Cine ati jobbers’ $8.25 per 100; large Yale monocells, 

— from incinna jobbers 39°35 eee Gua Cacadll Gader Salar, 


$16.50 per 100; two-cell tubular, $19.25 


ire.—: : ‘hes é : 5.35 
Tire.—30 x 3 cheap fabric, $5.35 ee EE: theen-aell Gabalae, GETSS wer 
100. 


eac h, 30 x 3 medium grade fabric, 


$6.35 each; 30 x 3% cheap fabric, ; , ‘ ; he 
$6.25 each: 30 x 3% medium grade Tire Chains.—For less than 12 
fabric, $7.25 each; 30 x 3% cheap pairs, 35 per cent off list; for 1 
grade’ cords, $6.75 each: 30 x 3% pairs or more, 40 per cent off list. 


Radiator and Engine Covers.—Ford, 


di . » Cc 9.75 each: 30 x 
medium grade cord, $9.76 : 1924 and 1925 models, 2.25 each; 


3% medium grade commercial cord, 


- “ord, 1026 model, $2.35 each; Ford ra- 
$12.50 each: 31 x 4 cheap grade cord Ford, — , a 
$10.60 each: 31 x 4 medium grade oe Sore only, for 1917-1926 mod- 
standard cord, $13.75 each; 32 x 4 els, $1 each. 


So ee Radiator Shutters. — For Fords, 
oh aaa *e14 50 1926 models, $5.50 each; for Chevro- 
- let, $1923-1926 models, $6 each; for 


cheap grade cord, 
medium grade standard cord, 
each; 32 x 4 medium grade commer- - o 

’ "7 ‘ ) . 923-192 odels, 50 each. 


7 :; ‘ Discounts of 33% per cent apply on 
yrade cord, $11.75 each: 33 «x : mon ' 
ee + A grade stand@ard cord, $15.25 above prices for pure hases in lots less 
each: 34 x 4 cheap grade cord, $12.35 than five; 40 per cent discount on lots 
each: 34 x 4 medium grade standard of five or more 





one pam sre =. a ae AXES.—Business has been holding up 
rrade cord, 5.20 each: 32 x 4% . . ° 
caediuen atade standard coré, 619.74 ‘to a fair level. Retailers are taking 
each; 32 x 4% me on Se rade oo small lots of merchandise, but have 
ercial “4 rd, 24 » eac » xX o ° . 

cheese ernie a $1.80 wach: 23 x | ample stocks to fill immediate needs. 
4%, medium grade standard cord, | We quote from Cincinnati jobbers’ 
$20.50 each: 34 x 4% medium grade | stocks: 


standard cord, $21.25 each; 29 x 440 | Dreadnaught single bit base weight 
cheap grade balloon, $7.55 each; 29 x | handled axe, $19.50: Dreadnaught sin- 
440 medium gerade standard balloon, gle bit base weight unhandled axe, 


$9.65 each: 29 x 440 medium grade $14.75: double bit base weight handled 
extra heavy balloon, $11.75 each. axe, $24.25: double bit base weight 
Tubes.—30 x 3 cheap grade, $1.03 | unhandled axe, $20. 


each: 30 x 3 medium grade standard, 


$1.30 each: 30 x 3% cheap grade, | BOLTS AND NUTS.—Sales have been 


Ca an Ss oS et maintained at a steady gait in the past 
standard, 5 acn; sl 3 "hes . : 

grade, $1.79 each; 31 x 4 medium two weeks. Prices are firm and un- 
grade, $2.05 each; 32 x 4 cheap grade, - 

$1.87 each; 32 x 4 medium grade, _ changed. 

915 each: 33 x 4 cheap grade, $1.92 | We quote from Cincinnati jobbers’ 
each; 33 x 4 medium grade, $2.25 stocks: 

each: 32 x 4% cheap grade, $2.44 Machine Boits.——Large, 50 and 
each: 29 x 440 cheap grade, $1.65 | 10 off; small, 50, 10 and 10 off; car- 


each: 29 x 440 medium grade balloon, riage bolts, large, 50 off; small, 50 





and 10 off; stove bolts, 75 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off 


BUILDERS’ HARDWARE.—Although 
there has been a slight falling off in 
sales in the last 10 days, bookings have 
been well sustained for this time of 
the year. Totai sales for the year, 
however, are likely to be less than in 
1925. Prices on a number of items 
have declined. 

We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

Hasps.—Common Hinges, 70 off; 
safety hasps, 3-in., 60c.; single, per 
dos., 4%-in., 80c.; 6-in., $1.40. 

Butts.—Steel, dull brass and 
antique copper case lots, 3% x 3%, 
l4c,. per pair net; 4 x 4, 20%c. Lee 
than case lots, 3% x 3%, 15c.; 4 x 4, 
Z1c. 

Sash Weights.—-Sash weights, $1.90c. 

Inside Sets.—Square bevel inside 
sets in case lots, $4.50 per doz. 

CARPET SWEEPERS.—Business has 
been about normal in the past few 
weeks. Prices are steady and retailers 
are taking a satisfactory amount of 
stock. 

We quote from Cincinnati jobbers’ 
stocks: 

Standard japanned carpet sweeper, 
$36 per dozen; Universal japanned 
sweeper, $42 per dozen; Grand Rapids 
nickel-plated sweeper, $48 per doz.; 
Little Helper toy sweeper, $2 per doz. 

FIRE SHOVELS.—Sales of this com- 
modity this fall have been exception- 
ally good. No change in prices in the 
near future is anticipated. 

We quote from Cincinnati jobbers 
stocks: 

No. 80, 56c. each: No. 56 galvanized, 
95c,. each; No. 9, $1.50 each; No. 11, 
$1.65 each. 

DENATURED ALCOHOL.—Dealers 
have taken a liberal volume of this 
commodity, even though the weather 
has been comparatively warm. Prices 
are firm. 

We quote from Cincinnati jobbers’ 
stocks: 

In drums of 52 gallons, 40c. a gal. 
in lots of three drums or more, 39c. a 
gal. There is a charge of $6 for each 
drum, but this money is refunded at 
the end of the season. In gallon cans, 
65ce. a gal.; in lots of 10 gal. or more, 
63c. a gal. 

GALVANIZED WARE.—Sales for the 
holiday trade are considered satisfac- 
tory. Business during the first eleven 
months of the year on this product has 
been liberal. 

We quote from Cincinnati jobbers’ 
stocks: 

Galvanized Pails.—10 qt., $2.30 per 
doz. ; 12 qt., $2.55 per doz.; 14 qt., 

2.90 per doz.: 16 qt., , ee per doz.: 
galvanized tubs, No. , $6.50 per doz. 

ICE SKATES.—tThis item is beginning 
to move at a better rate. A good sea- 
son is anticipated, although trade will 
be dependent to some extent upon the 
weather. Popularity of ice rink skat- 
ing, however, is contributing somewhat 


to increased demand. 
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How Linder’s 
puts Perfection — 
ads to work! — 


The ads “‘sell”’ Linder’s 


and Linder’s sells stoves 
By E. W. Boney 


A Perfection Stove ad appears 
in the Saturday Evening Post— 


Presto! That ad stands in 
Linder’s window under this 
slogan, ‘‘Linder’s—The Homeof 
Nationally Advertised Goods.” 


A Perfection Stove ad appears 
in the Tulare ‘‘Advance’’— 


Presto! That same issue carries 
an ad telling the world that 
Linder’s sells Perfections. 


The Tie-up Helps 
“The tie-up with national adver- 
tising certainly helps to boost 
sales,’’ says George Linder, general 
manager of this modern store. 
Modern? Well, the article ‘‘Mod- 
ernizing the Country Store’’ (Satur- 
day Evening Post, Oct. 22, 1921) 
was built around Linder’s 
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as 


\{ 
GEORGE LINDER \ 
N 


General Manager 


ing a burner or opening an oven 
standing so invitingly near. When 
she is ready for a stove, she is al- 
ready familiar with the Perfection!" 


Plain Price Marks 


The prices of Perfections are al- 
ways plainly marked, too. 


‘Our salesmen talk 









methods. 


Here are some of the modern 
selling methods Linder’s use. 


“Putting Perfection Stoves 
on the floor helps sell them,’ 
says Mr. Linder. ‘““The cus- 


tomer can hardly resist turn- 








| Color! | 


1927 
Perfections 


Gray trim, 
porcelainen- 
amel tops, 
satin black 
bodies. Three 
four 
burners. 
Stock now! 





quality when they sell 
Perfections,” he said. 

















In fact, quality has been 








Quick 


Turn-Over * 











‘ “= 


A typical stove display— 
Linder Hardware Co. 
Tulare, Cal. 





the first demand there since 
Reynold Linder founded the store 
almost forty years ago. 


On this basis, using modern sales- 
manship, Linder’s has been selling 
Perfections for the past quarter of a 
century—thirty, forty and fifty— 
year after year! 
* 7 ° 

The ads in the magazines and news- 
papers can work for you like they 
do for Linder’s. Take a tip from Tu- 
lare and boost your Perfection sales. 


PERFECTION STOVE COMPANY 
Formerly The Cleveland Metal Products Compary 
7609 Platt Avenue, Cleveland, Ohio 
Sold in Canada by The Sheet Metal Products Co. 
of Canada Lid., Toronto, Ont. 


ImportANnT: Se// only genuine Perfection wicks for all 
Perfection and Puritan Stoves. Others cause trouble. 
Be sure wicks are stamped with red triangle. 


PERFECTION OIL STOVES 


Good 
Profits 
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We quote from Cincinnati jobbers 


stocks: 

Common grade 
a pair; common grade 
$1.25 a pair. 


LAMPS.—Reports from all jobbers 

state that business has been excellent 

in the past month. Prices are firm. 
We quote from Cincinnati jobbers’ 


stocks: 
uick Lite gasoline lamps, C317, 
C324, $7; 


QQ 
7.40; C329, $6.25; C318, $7; 
$5.25: 


Quick Lite lanterns, 1.327. 
LA27, $6. 
HOSE ATTACHMENTS.—Prices for 
next year have been announced, the 
new schedule being given below. 

We yeas for delivery in the spring 


of 1927 
Diamond nozzles, $3.60 a doz.; Pet 
nozzles,$4.90 a doz.; Gem nozzles, 
$5.50 a doz. 
HOSE REELS.—There will be no 
change from this year’s prices for de- 


livery next spring. Jobbers now are 


men’s skates, 89c. 
lady's skates, 


in a position to book orders for future | 


shipment. 


LAWN HOSE.—Prices for 1927 have 


been announced, and the quotations are | 
lower than those prevailing in the past | 


year. 


We quote for 1927 delivery 
local jobbers’ stocks: 

Leader Hose.—*%-in., $7.75 per 100 
ft.; Red Dandy, %-in., $11.50 per 100 
ft.: molded hose, %-in., on reels, 
$10.50 per 100 ft. 


NAILS.—The demand is light at the 
moment, and little improvement is ex- 
pected until after the first of the year. 
Prices are unchanged. 


from 


We quote from Cincinnati jobbers’ 
stocks: 

Common wire nails, $2.95 per keg; 
cement coated nails, $3.05 per 100 Ib. 
keg. 


OIL HEATERS.—tThis product is mov- 
ing at a good rate, and a considerable 
number of fill-in orders have been 
placed with local jobbers. 


We quote from Cincinnati jobbers’ 
stocks: 

Nesco, No. 12, $3.70: No. 15, $4.65; 
No. 016, $5.50; No. 0190, $7. 


the hardware trade as in 1925 and 1924. 
Retail hardware dealers are meeting 
stiffer and stiffer competition in this 
line of goods every year, yet they man- 


age to dispose of a large amount of | 


stock. 

We 
stocks: 

Safety Razors.—Gillette, new stand- 
ard silver, in dozen lots, $40.50 per 
doz.; new standard gold, $48.60; Bos- 
tonian silver, $40.50; Bostonian gold, 
$48.60; Tuckaway silver, $40.50; Big 
Fellow silver, $40.50; Big Fellow 
gold $48.60. Autostrop silver plated, 
$3.75 each net; gold, $4.50; Parisian 
silver, $3.75; gold, $4.50: Roman, $3.75. 

Blades.—Durham Duplex, 35 and 5 
per cent discount; Eveready, 144 
packages, 24c. per package; Gem, 144 
packages, 


quote from Boston jobbers’ 


28c. per package; Gillette, 
25 and 10 per cent discount; Auto- 
strop, 25 and 10 per cent discount. 


SCREWS.—Following are the new 
prices on wood screws recently put into 
effect by the Boston jobbing trade, 
which showed an advance. 

quote from Boston jobbers’ 


We 
stocks: 
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| PYREX WARE.—Jobbers have just 
got in shipments to supply the holi- 
day trade. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Round Casseroles.—No. 621, 60c. 
each; No. 622, $1 each; No. 623, $1.17 
each; No. 624, $1.33 each. 





Square Caseroles.—No. 653, $1.17 

| each. 

Oval Casseroles.—No. 632, $1 each; 
No. 633, $1.17 each; No. 634, $1.33 
each. 

Round Pie Plates. — No. 205 17c. 
each; No. 208, 50c. each; No. 9 
60c. each No. 210, 67c. each; No. 211, 
73c. each. 

Round ee 4 Dishes.—No. 021, 
40c. each; No. 022, 57c. each; aoe 023, 
67c. each; No. 024, 80c. eac 

Square Pudding Sicesetie. 053, 
67c. each. 


Oblong Bread or Loaf Pans.—No. 
213, 17c. each; No. 212, 60c. each; No. 


214, $1 each. 

POULTRY NETTING AND WIRE 
CLOTH.—Jobbers state that poultry 
netting for next spring will be on the 
same basis as this year, but prices of 
wire cloth will be lower. 


RADIO BATTERIES.—Bookings have 
peen well maintained, and jobbers are 
moving a liberal amount of merchan- 
dise. There has been a slight change 
| in the price of one of the numbers. 
heb de quote from Cincinnati jobbers’ 





| gto 
a7 than In Unit 
| Unit Packages 
Packages of 50 
mach Each 
| “A"’ batteries, No. 6.$0.37 $0.32 
“B’" batteries, 5156... 1.22 1.14 
| “B"’ batteries, 2156... 1.40 1.30 
“BB” batteries, 2306... 2.80 2.44 
“B” batteries, 2308... 2:80 2.44 
“BRB” batteries, 10308.. 3.85 3.58 
“C"’ batteries, 2370... .42 39 


' ROOFING MATERIAL ——Demand has 
'slackened because of the advent of 
| winter, but activities have been normal 
he this time of the year. A slight 
change is noted in the price of roofing 
| paper. 

ae quote from Cincinnati jobbers’ 

Stoc 


Roofing Paper. Light standard, 


Cincinnati Market 


(Continued from page 60) 


Wood Screws. — Flat head bright, 
75, 20, 10 and 10 per cent discount; 
flat head blued, 75, 20, 10 and 10 per 
cent discount add ; round head 
blued, 72, 20, 10 and 10 per cent dis- 
count; flat head brass, 72%, 20, 10 and 
10 per cent discount; round head 
brass, 70, 20, 10 and 10 per cent dis- 
count; nickel plated on iron, 65, 20, 

10 and 10 per cent discount; t head 
| galvanized, 60, 20, 10 and 10 per cent 
discount; flat head brass plated, 62%, 
20, 10 and 10 per cent discount; flat 
head bronze, 67%, 20, 10 and 10 per 
cent discount; round head bronze, 65, 
20, 10 and 10 per cent discount: an- 





tique copper plated, 47%, 20, 10 and 
10 per cent discount. 
| SHELLAC.—Shellac, in large _ con- 


_tainers, has been advanced rather 
| sharply. No change has been made in 
prices of shellac in small containers. 
New prices follow. 





We quote from Boston jobbers’ 
stocks: 

Shellac.—White, in %-gal. con- 
taihers, $3.25 per gal. net; in one gal. 
containers, $3.12; in five gal. con- 
tainers, $3. Orange, in half gal. 
containers, $2.94 per gal. net; in gal- 
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$1.05; medium standard, $1.30; hea 
standard, $1.55; light — $1.35; 
medium ‘Holdfast, $1.60; heavy Hold- 
fast, $1.90; red and green slate 
surace, $2.10. 

Roofing Coating.—Coal tar, refined, 
in barrel lots, 25c. per gal.; in half 
barrel lots, 28c. per gal.; coal tar, 
crude, in barrel lots, 24c. per gal.; in 
half barrel lots, 27c. a gal. 

Roofing Cement .-—Liberty — 1 
lb. 12c.; in 5 Ib. cans, 9%c. r Ib.; 
in 10 Ib. ne. a per Ib.; my “35 lb. 
cans, 8c. Ib. Certain- teed 
cement, 36 1 "te the case, $4.25 per 
case; in 5 Ib. cans, 12 cans 0 the 
box, 8%c. per Ib.; in lb. cans, 6 
cans to the box, 7%c. per Ib. 


SLEDS.—This item is in better de- 
mand, and jobbers have been able to 
sell a considerable amount of stock 
recently. 

We quote from Cincinnati jobbers’ 


stocks: 
Steering Sleds.—No. 96, $11.25 each: 
No. 210, $20.75; No. 100, $14; No. 200, 
220, $24.60; Flexible Fly- 


$16.50; No. 
er, 334% per cent off lis 
SCREWS.—Manufacturers have ad- 
vanced prices, but local jobbers prob- 
ably will retain present schedule until 
after Jan. 1. 


We quote from Cincinnati jobbers’ 


stocks: 

Flat-head bright screws, 85 and 
12% off list; flat-head blue screws, 
85 and 7% off list: flat-head brass 
screws, 80 and 25 off list; round-head 
blue screws, 85 and 2% off list; 
round-head brass screws, 80 and 15 
pe! oh bright wire goods, 85 and 25 
oO st 


WEATHER STRIPPING.—Jobbers re- 
port that sales in this commodity have 
been exceptionally good. A fair num- 
ber of orders still are coming in, and 
retailers are moving stock at a good 
rate. Prices are firm. 


ae quote from Cincinnati jobbers’ 
stocks: 

Wood and rubber weather strip- 
ping, No. 1, $16.50 per 1000 ri No. 
1%, $23.25 per _— si0 No. $33. 40 
per 1000 ft.; No. 0 per 1 1000 ft. 

Wood and fe at £3 er stripping, 
No. 71, $18.50 per 1000 ft.; No. 71%, 
ia = 1000 ft.; No. 75, "$44. 50 per 


An rubber weather stripping, No. 9, 
$2.25 per 100 ft.; No. 10, $3 per 100 
ft.; No. 11, $3.75 per 100 ft. 


lon containers, $2.82; in five gal. con- 
tainers, $2.70. 


|SLEDS.—There is quite a belated buy- 
ing movement of sleds from those re- 


tail dealers who put off until the last 
minute the necessary thing and by 


others who thought they had sufficient 
stock on hand to carry them through 
the season, 
| minds. 
against orders placed some time ago. 


but who changed their 
Then too, jobbers are shipping 


We quote from Boston jobbers’ 
stocks: 

Sleds.—Flexible Fliers, No. 1, $2. 50 
each net; No. 2, sa No. 3, . 
No. 4, $4.34; No. 5, $5.84 . 
4.34 each net; Racer, Jr., 
No. 99, $12 per doz. net; 
13.20; No. 150, $15.60; No. 


26.40. Speedster, 3 
per doz. net; No. 345, $32. 40; 
350, $36; No. 355, Framed 
sleds, No. 52, $11.40; . $17.40. 
Clipper, No. 2, $10.80; No. 4, $14.40; 
No. 6, $18. ‘Baby sleighs, No. 0, 
$10.80 each net; sleigh boxes, $43.20 
per doz. Lightning snow scooter, $24 
per doz, net. 
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No.27 Swinging Door 
Latch. Packed one 
complete Latch, with 
screws, in a box. Fin- 
ished in: Japan, Dead 
Black Japan, Sher- 
ardized and Dead 
Black Japan, or 

Sherardized and 

plated any finish. 





No. 28 ‘“‘Washburne”’ Sliding 
Door Latch. Packed one-half 
dozen in a box. 


Natienal 


Latch Group of the National 
Line of Builders’ Hardware 


Here you will find a Latch for any 
possible job. 


Beautiful in design and strong in 
construction. Easy to attach and 
absolutely positive in action. 


Each one packed for the conven- 
ience of the user. 


Detailed information upon request. 


NATIONAL MANUFACTURING 


COMPANY 


STERLING ° ILLINOIS 


No. 25 Swinging Door Latch for 
barn doors and garage doors. Ad- 
justable for doors ¥ inch to 2 inches 
thick. Very heavy and strong—can- 
not freeze up. Packed one in a box 
with screws. 





No. 24 Cottage Latch 
for light weight doors. 
Packed one complete 
latch with screws, in 
a box. 


No. 29 All-Steel Swinging Door 
Latch for barn doors and gar- 
age doors. Equipped with pad- 
lock eyes. Packed one in a box 
with screws. 
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Twin Cities Hardware Firms Reported Busy 


Preparing for Good Christmas Business 


ITH Thanksgiving Day well in the background, there is 
now the fast approaching Christmas Day to reckon with, 
and merchants in this section of the country, tributary to 
the Twin Cities, have arranged their stocks and their displays ac- 


cordingly. 


While their stocks are not as heavy as they possibly have been in 
past years, they are well assorted and the dealers are beginning to 
hope that they will have a fair holiday trade. 
the dealers are buying in smaller quantities more than in the past, 
warehouses and ordering more frequently. 
would seem that this could be carried to extreme, to the advantage 
of mail order competition when the dealers are out of stock. 

Prices are holding apparently very steady, but there is some indi- 
cation of a change in the price of wood screws. 


using the jobbers as 


AXES.—Demand is steady, with stocks 
well filled. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $16 per dozen and 


weight axes at $21.50; 
unhandled 


double bit base 
Plumb’s Dreadnaught 


single bit, $14.50: double bit, $19.50; 
handled, single bit, $19.25; double bit, 
$24.25 doz. net. 


BALE TIES.—Demand is fair, with 
stocks ample. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 9% x 14, $1.54; 9% x 15, $1.37; 
9% x 14, $1.57 per bundle. 


BOLTS.—Sales are steady, though not 
heavy. 


have not changed. 
We 
f.o.b. 


jobbers’ stocks, 
Carriage bolts at 
45 per cent; machine bolts at 50 
per cent; stove bolts at 75 per cent 
and lag screws at 55 per cent from 
lists. 


BRADS.—Call is steady, though lighter 
than earlier in the fall. Prices are un- 


quote from 
Twin Cities: 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 


lb. boxes at 75 per cent from list. 


CARPET SWEEPERS.—Dealers are 
showing sweepers for the holiday trade. 
Stocks are well filled, with prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpet sweepers, 
American Queen, $54 Elite, $60; 
Grand Rapids, japanned $44; Grand 
Rapids, nickeled, $48; Grand sweeper, 
17 in., $60; Parlor Queen, $56; Prin- 
cess, $50; Universal, nickeled, $46; 
japanned, $42 per doz. net. 

COAL HODS.—Demand is fair, with 
stocks ample. Prices are unchanged. 

We quote from jobbers’ 
f.o.b. Twin Cities: Japanned 
coal hods, 17 in., $3.35; 18 in., 
japanned funnel, 17 in., $4.30; 18 in., 
$4.90; galvanized open, 17 in., $4.65; 
18 in., $5.40; galvanized funnel, 17 
in., $6.00; 18 in., $6.80 per doz. net. 

CHAIN. ady, with stocks 
ample for the call. There is no change 
in prices. 


stocks, 
open 


$3.85; 





We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Log chains, 4 x 
14, $13.85; % x 14, $10.90; % x 14, 
$10.15; \% in. proof coil, $12: % in., 
$8.90; % in., $8.30; 5% in., $9.85 cwt., 
net, 

FILES.—Sales are steady, with fair 


Stocks are being kept fairly | 
well assorted, but at a low point. Prices 


(Minneapolis office of HARDWARE AGE) 


Jobbers indicate that 


It 


wade from garages. Stocks are being 
kept at a low point for the end of the 
year. Prices are unchanged. 
We quote from jobbers’ 
f.o.b. Twin Cities: Best grade 
at 50 per cent and second grade 
at 60 per cent from lists. 


GALVANIZED WARE.—Demand is 
steady, with stocks ample for the call. 
Prices are firm as last quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 
galvanized tubs at $7.25; No. 2, $8.00; 
No. 3, $9.25; heavy tubs, No. 1, 
$12.60; No. 2, No. 3, $15; 
Standard 10- -qt. pails, 2.55; 12-qt., 
$2.90; 14-qt., $3.25; stock pails, 16-qt., 
$5, and 18- -qt., $5.50 per doz. net. 

GLASS AND PUTTY.—Call for these 
items is showing some decline from the 
high point in the fall. Stocks are well 
filled, with prices firm. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minn. prices sin- 
gle strength glass, 83 per cent; double 


stocks, 
files 
files 





strength, 85 per cent, and _ strictly 
pure putty in 50-lb. drums at $4.85 
cwt. net. 


HAMMERS AND HATCHETS.—Small 
tools are selling at a fair rate, with 
stocks in readiness for the holiday 
trade. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
nail hammers, $12.60; Plumb No. FH- 
81, $12; Riverside, No. 611%, $12; 
Plumb Broad, No. 2 hatchet, $16.40; 
No. 2 shingling, $12.50; No. 2 claw, 
$13. 75 per doz. net. 


LAMPS AND LANTERNS.—Demand 
is good, with stocks well filled. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or short 
globe tubular lanterns, No. 2, $13 
doz.: No. L327 Coleman lanterns, 
$5.25; No. L427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 


NAILS.—Sales are much lighter than 
early in the fall. Stocks are being re- 
duced as far as possible for the end of 
the year. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, and cement coated wire nails 


in 100-lb. kegs at $3.25 per keg base. 
OIL HEATERS.—tThere is still a good 
demand for this line of merchandise. 
Stocks are well assorted, with prices 
firm. 








Reading matter continued on page 70 


We quote from jobbers’ stocks, 

f.o.b. Twin Cities: No. 12 oil heaters 

lished steel japanned trimmings, 

3.66, and No. 016, polished steel, 

nickel trimmings, $5.32 each, net. 
PAINTS AND WHITE LEAD.—De- 
mand is fair for interior decorating 
materials. Stocks are ample for the 
call, with prices firm. 


We quote from 
f.o.b. Twin Cities: First grade house 
paint at $2.80 per gal., in 1l-gal. cans, 
and white lead in 100-lb. containers 
at $13.84 cwt. net. 

PUMPS.—Sales are fair, with stocks 
well assorted. Dealers are ordering 
carefully in this line. Prices have not 
changed. 


We 
f.o.b. 


jobbers’ stocks, 


quote from jobbers’ stocks, 

Twin Cities: Deming, No. 440, 
plain spout windmill force pumps, 
6-in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable _ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 
lift, 6-in. stroke, $4.25; No. 182, hand 
lift, 6-in. stroke, 6-ft. set length, $5.25 
each net. 

PYREX OVENWARE. — Demand is 

good, with stocks in good condition. 

Prices are firm as last quoted. 

We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 633 casseroles, $1.17; No. 
209 pie plates, 50c.; No. 210 pie plates, 
67c.; No. 212 bread pans, 60c.; No. 

1 utility pans, 67c.; No. 12 tea pots, 

1.67; No. 24 tea pots, $2, and No. 36 
tea pots, $2.33 each net. 

REGISTERS.—This line is selling’ at a 
fair rate, though not as heavily as 
though building had not been curtailed 
this fall. Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wrought’ steel 
registers at 40 per cent from lists. 


ROPE.—Demand is light, with stocks 
ample. Future orders are to be consid- 
ered soon. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 24%c. Ib. base, and best 
grade sisal rope at 18c. per Ib. base. 


SANDPAPER.—Demand is fair, with 


stocks well filled. Prices have not 
changed. 
We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade No. 1 


sandpaper at $5.10 per ream; second 
grade No. 1, $4.70 per ream, and gar- 
net No. 1, $16.75 per ream. 


SASH CORD AND WEIGHTS.—There 
is still some demand for these items, 
but the season is practically closed. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord at 73c. lb. and second grade at 
. lb.; cast-iron sash weights at 
$2.10 cwt., net. 


SCREWS.—Call for screws is steady, 
though lighter than in the building sea- 
son. Stocks are well assorted, though 
being held low for the end of the year. 
Prices show no change at present, but 
there is a rumor of a change, which 
possibly will be reported next week. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 80-20 per cent; flat 
head, japanned, 72%-10 per cent; 
round head blued, 77%-10 per cent; 
flat head, brass, 77%-10 per cent; 
round head, brass, 75-10 per cent 
from lists. 
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With such a guarantee and backing 
as the Columbian Rope Company gives 
its product, 








Columbian p27 Ves! Rope 


you cannot make a mistake in buying it. 


No other rope on the market is quite as safe a buy as 
Columbian, for no other rope has the tangible guarantee that 
you get with every length of Columbian. Think of it—a 
signed guarantee, right in the rope! It is easily found printed 
on the Red, White and Blue Tape-Marker, the twisted tape 
which extends in one strand throughout the entire length of 
every Tape-Marked Rope, and reads: Guaranteed Rope, and 
by Columbian Rope Co. 3 


Whether it is intended for marine uses, for construction 
activities, for industrial purposes, for use on farms, or 
wherever rope is used, you can’t buy a better all-around good 
rope than Columbian Tape-Marked Pure Manila Rope. 


| Columbian Rope Company 
352-80 Genesee Street 


Auburn, “The Cordage City” Me Be 


Branches: New York Chicago Boston New Orleans 
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SNOW SHOVELS.—Retail sales show | 
a very good increase in the past few | 


weeks. Stocks are well filled, with | 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bonanza wood 
snow shovels, Sass steel blade 
straight handle, $4.50; galvanized 
steel blade, D handle, 15% x li, 
$10.75; 16 x 21, $11.25 loz. net. 


SIDEWALK SCRAPERS.—Demand is | 


good, with stocks well filled. Prices 
are unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s sidewalk 


scrapers, $5.00 doz. net. 


SKATES.—Sales are very good, al- 


though in the vicinity of the Twin | 


Cities there is as yet no outdoor skat- 
ing of any extent. Dealers are finding 
that the demand for tube skates still 
is as good as ever. Prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nestor Johnson 
North Star aluminum finish skates at 
$7.25: nickel plated at $8.25; Union 
1624, 84c.; 524%, $1.31; No. 5%, 
95c.: No. 7, $1.62; No. 5624, $1.13; 
No. 5624%, $1.44; No. 524%L, $1.57: 
No. 424% L, $2.00 per pair. 


SOLDER.—Sales are fair, with prices 


unchanged. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 


and half solder at 45c. Ib., and strictly 
half and half solder at 44c. per Ib. 
the 


STEEL GAME TRAPS.—With 
trapping season opened, 
traps has improved. Stocks are well 
assorted, with prices unchanged. 
We quote from jobbers’ stocks, 

f.o.b. Twin rn: Victor traps, No. 
, $1.38; No. 1%, $2.44; 
Oo. $3.36: ’ Oneida jump, No. 0, 
$1. 59, No. 1, $1.83; No. 1%, $2.81 per 
doz. net. 


the sale of | 


— 


HARDWARE AGE 


Gibbs “Two Trigger” traps, $5; 
oat Grip No. 1, No. 2, 
$3.35; No. 3, $5.50; No | $6.70 doz., 


net, . o.b. factory, with freight allowed 
in barrel lots. 


STEEL SHEETS.—Demand is steady, 


though not as heavy as in the early 


fall. Prices have not changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Galvanized steel 
sheets at $5.15 cwt. base (24 ga.), 


rom) black steel sheets, $4.30 cwt. base 

( ga.) 

STOVE BOARDS.—There is still a fair 
demand for this line, with stocks ample 
for the call. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities. Crystallized stove 
boards, 28 x 28, $15.75; 30 x 30, 
$18.25; and 36 x 36, $25.40 per doz.. 
net. 

STOVE PIPE AND ELBOWS.—Sales 
are steady, though showing in volume 
that the first heavy fall demand is over. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued 28 
ga. 6-in. stove pipe, knocked down, 
at $13.60 per 100, and common iron 
6-in. corrugated elbows, $1.30; ad- 


justable charcoal iron, 6-in. elbows, 
$2.05 doz. net. 


STOVE SHOVELS.—Sales 


with stocks ample. Prices 


are fair, 
have not 


stocks, 


14%-in. 


uote from jobbers’ 
lop Twin Cities : Japanned, 


stove shovels, 50c.; japanned Jumbo, 
21%-in., $1.55: japanned Jumbo, Jr., 
14-in., 85c. doz., net. 


TIN.—Sales are steady, and of fair 
volume. Stocks are well filled for this 
season of the year. Prices have not 
changed. 


quote from jobbers’ stocks, 


We 
f.o.b. Twin Cities: Furnace coke, ICL, 











stocks being held down. 
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20 x 28 tin at $14.50, and IC, 20 x 28, 
8-lb. coating roofing tin at $15.25 per 
x. 


TORCHES. — Demand is fair, with 
stocks well filled. Prices show no 
= 
quote from jobbers’ stocks, 
DP, ng win Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7. +h No. 48, - 
$7.48; No. 49, qt., $8.54; No. 52, 
(flat), $6.96 each. Turner penmaera 
Line o. 8, qt., ‘aan te 
5.76; No. 22, qt., $6.53; No. 30, qt., 
6.91; No. + a 5.76; No. 39, qt., 
6.05; No. 6.79; No. 93, qt., 
7.42; No. 108, 4 % $4.88: No. 205, at., 
5.25 5 each. Turner firepots, No. 53, 
720: No. 3, $7.97; No. 66, $10.18: 


oO. 76, $7.13; No. 34, $8.67 each net. 
WEATHER STRIP.—Call is still 
heavy, with stocks being replenished by 
the dealers. Prices have not changed. 

We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wood and felt, % 
in., $1.85; %& in., $1.85; 1 in., $2.60; 
$4.85, and Bosley’s, $1.25 per 


Wirfs, 
100 ft. 


WIRE.—Demand is rather light, with 
Prices have 


not sgt 





_WRENCHES.—Call for wrenches 





from jobbers’ stocks. 
Cities: Painted cattle wire 
er 80-rod spool; painted hog 
3.22 per 80-rod spool; galva- 
nized cattle wire at $3.21 per 80-rod 
spool; galvanized hog wire at $3.43 
= = 80-rod spool; smooth black wire 
.25 cwt., and galvanized 

camel wire No. 9, $3.70 cwt. 


uote 


is 
fair, with stocks in good condition. 
Garages are buying in their lines fair- 
ly well. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Agricultural 
wrenches, 8-in., $4.20; 10-in., $4.90; 
12-in., $6.30 doz. net. ’ 


Washington Letter —Continued from page 45 


amount of speculation as to the name 
of the successor to Mr. Thompson. Mr. 
Thompson being a Democrat, his suc- 
cessor will have to be of that political 
faith. The general opinion is_ that 
President Coolidge will name a Demo- 
crat from the South, and east of the 
Mississippi. Whether or not this in- 
formation is well founded is not known, 
but it is based on the fact that at pres- 
ent the commission has no member 
coming from that section of the coun- 
try east of the Mississippi River. It is 
an interesting fact that Iowa has two 
members, Chairman Hunt and Com- 
missioner Abram Myers, although the 
latter is credited to the District of Co- 
lumbia, inasmuch as he was serving in 
the office of the Attorney General of 
the United States when he was ap- 
pointed by Mr. Coolidge to the commis- 
sion. 
* a * 


Proponents of the metric bill continue 
to be active, and at the short session 
of Congress will again make efforts for 
its passage. This measure has been up 
before Congress for more than a decade. 
It is being bitterly contested by 
interests, rail- 


many manufacturing 


'roads, telephone companies and other 


| large interests. 


They contend that it 


would mean revolutionary change in 


the system of weights and ‘measures, 


great inconvenience, vast expenditures 


and vital reorganization with no ad- 


vantage over the existing English sys- 


tem 


* * * 
A conspicuous feature of the work of 


the Bureau of Foreign and Domestic 
Commerce, Department of Commerce, 


according to Director Julius Kline, who 


has just made public his annual report, 


has been its greatly increased activity 


| 


in the field of domestic commerce dur- 


ing the year which enables it now to 


| 


serve the small local retailers just as 


well as the great export organizations. 


This phase of the work has launched a 


series of regional analyses of distribu- 





tion in different part of the country in 
order to discover possibilities of elim- 
inating wasteful marketing methods. 
Surveys have already been completed 
in Philadelphia and the five Southeast- 
ern States, and others are already un- 
der way in New England and Califor- 
nia. These efforts are being carried on 
with extensive collaboration from trade 





organizations and research agencies 
throughout the territories involved, and 
their results have aroused widespread 
commendation because of the possibili- 
ties for economies and more efficient 
sales efforts which have been revealed. 
These are perhaps the first exhaustive 
analyses on a country-wide basis of the 
marketing practices of specific trade 
areas. American business has long 
been intimately familiar with the ex- 
ports and imports of its leading foreign 
markets and competitors, Dr. Klein 
pointed out, but it now requires increas- 
ingly accurate and impartial analyses 
of the commercial movements and pos- 
sibilities of the major trade areas of its 
greatest market, the United States. 


Establishes Manufacturers’ 
Sales Agency in Ardmore, Pa. 


B. F. Kennerly, 619 Loraine Avenue, 
Ardmore, Pa., has established a manu- 
facturers’ sales agency in the Phila- 
delphia territory and is open for taking 
on various hardware and accessory 
lines. 
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Rear view at left shows large compartment 








[Windsor Wall or Table 


Type Cone Speaker 









Amazes Radio World 









Model 210 


— (Pat. Applied 
a fe For 


- * Ms P 
tb La yt 


The latest model Windsor Cone Loud- 
speaker has astonished the world of 
radio. In convenience, quality of recep- 
tion, and extremely low price, it far 
surpasses anything yet offered. The 
cone is 22 inches in diameter and is 
mounted on a sounding board which, 
in turn, is supported by an easel back. 
It can be hung up on the wall, as in the 
picture above, or stood upon any flat 
surface as shown in the picture below. 
It contains the famous Windsor loud- 
speaker unit noted for the extreme 
clarity and fidelity of reproduction. 








Model 210 


22-inch Cone 
Loudspeaker 
with sounding 
board an 

easel back. 


$1500 


(West of 
Rockies $18) 


(Pat. Applied For 


with ample space for batteries, battery 
charger, or battery eliminator, which are 
entirely concealed from view. Back is open 
for ventilation of batteries. 










Atright is shown the Cone Loudspeaker,with 
its sounding board, which is quickly an 

easily removable, allowing instant access to 
all batteries, battery charger, battery elimina- 
tor or other equipment and wiring. 






































Model 302 (Shown below) 
With Moulded Composition Horn Loud- 
speaker and 18-inch Cone Loudspeaker. 














(Pat. Applied For) 


i} In this Windsor Console 

is combined both the 

Windsor Moulded Com- 
position Horn Loudspeaker and the 18- 
in. Windsor Cone Loudspeaker. The 
top is 30 in. x 17 in. and stands 29 in. 
high. Plenty of battery and equipment 
space is provided bv large shelf in 


rear. Price, finished _in 
Mahogany or Walnut $4,800 


(West of Rockies, $55) 











Model 200 


$29 


Console 
with Cone 
Loudspeaker 
Ready for 
Set and 
Batteries 


(West of 
Rockies, $35) 


(Pat. Applied For ) 
Model 200—with 22-inch Cone Loudspeaker 


This Windsor Cone Loudspeaker Console is equipped with a 
22.inch Windsor Cone Loudspeaker. Its top is 30" x 17" and 
is 29" high. The battery shelf provides pen space for bat- 
teries, coal battery eliminator and other equipment. 
Beautifully finished in either Mahogany or Walnut. 


This is the Fastest Selling Line of 
Loudspeakers and Loudspeaker 
Consoles in the Radio World Today 


The quality of radio reception made possible by 
Windsor Cone and Horn Loudspeakers and Loud- 
speaker Consoles so far surpasses anything heard 
heretofore that it amazes and delights every radio 
enthusiast. The Windsor Line is so complete that 
everyone can find in it a loudspeaker, loudspeaker 
table, or loudspeaker console exactly to fit their par- 
ticular needs. 






Model 100 ’ 


with Moulded Composition 
Horn Loudspeaker or 1€- 
inch Cone Loudspeaker 


(Pat. Nov. 18, 1924) 


Above is shown a beautiful Windsor Loudspeaker Console, 
finished in either Walnut or Mahogany, which provides ample 
space on top for any radio set. The battery shelf beneath will accommo- 
date all necessary equipment. Equipped with either Mou!ded Compo- 


sition Horn or 16-inch Cone Loudspeaker. Size: 38 in. 

x 18in., and 29in. high. Price . . . ...., $4,900 
(West of Rockies, $42.50) 

To the right is shown the newest Windsor Loudspeaker Console. It is 


equipped with a 22-inch Cone Loudspeaker and cabinet suitable for 
7-inch pomiapenets up to 26 inches in length. Battery shelf provides ample 


space for all equipment. Beautifully finished in either 
Walnut or Mahogany. Price (without receiving set) . . $4400 
(West of Rockies, $52.00) 


(Pat. Applied For) 
7 af ose « Write or wire today for details of 
N ole Lo Deak VS othe highly profitable Windeos line. bet ete 
wit -inc one 
Loudspeaker 





Electrical Department 


WINDSOR FURNITURE COMPANY 


1422 Carroll Avenue ° CHICAGO, ILLINOIS 
Los Angeles Branch—917 Maple Avenue 





72 


HARDWARE AGE 





December 9, 1926 


Coming Hardware Conventions 


ARKANSAS RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Little Rock, May, 
1927. L. P. Biggs, secretary, Little 
Rock. 


CALIFORNIA RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, Sacramento Memo- 
rial Auditorium, Feb. 15, 16, 17, 18, 
1927. Hotel headquarters, The Sena- 
tor. Le Roy Smith, secretary, 112 
Market Street, San Francisco. 


HARDWARE ASSOCIATION OF THE CAR- 
OLINAS and VIRGINIA RETAIL HARDWARE 
ASSOCIATION JOINT CONVENTION at Vir- 
ginia Beach, Va., June 7, 8, 9, 1927. 
Headquarters, Hotel Cavalier, Arthur 
R. Craig, secretary-treasurer, 804-806 
Commercial Bank Building, Charlotte, 
N.C. 


CONNECTICUT HARDWARE ASSOCIA- 
TION CONVENTION, New Haven, about 
the middle of February, the exact date 
to be determined later. Henry S. 
Hitchcock, secretary, Woodbury. 


IDAHO RETAIL HARDWARE AND ImM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Boise, Jan. 26, 27, 1927. E. E. 
Lucas, secretary, Hutton Building, 
Spokane, Wash. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, 
Hotel Sherman, Chicago, Feb. 15, 16, 
17, 1927. Leon D. Nish, secretary- 
treasurer, Elgin, III. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Claypool Hotel, In- 
dianapolis. Exhibition at Cadle Taber- 


nacle, Jan. 24, 25, 26, 27, 1927. G. F. 
Sheely, secretary-treasurer, 911-913 
Meyer Kiser Bank Building, Indian- 


apolis, Ind. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION, Hotel Savery, Des Moines. 
Exhibition at Des Moines Coliseum, 
Feb. 8, 9, 10, 11, 1927. <A. R. Sale, 


secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 
EXHIBITION, Jefferson County Armory, 
Louisville, Feb. 1, 2, 3, 4, 1927. J. M. 
Stone, secretary-treasurer, 202 Repub- 
lic Building, Louisville. 


LOUISIANA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION AND 


EXHIBITION, New Iberia, June 6, 7, 8, | 


1927. Guy Nason, secretary-treasurer, 
Columbus, Miss. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Mich., Feb. 8, 9, 10, 11, 
1927. Arthur J. Seott, 
Marine City. K. S. Judson, 248 Morris 
Avenue, Grand Rapids, exhibit man- 
ager. 


MINNESOTA RETAIL HARDWARE ASSO- 


| CIATION CONVENTION, Auditorium, St. 





_ ASSOCIATION, 


Paul, Feb. 15, 16, 17, 18, 1927. Charles 
H. Casey, manager-treasurer, Nicollet 
Avenue and 24th Street, Minneapolis. 


MISSISSIPPI RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION 
AND EXHIBITION, White House, Biloxi, 
June 13, 14, 15, 1927. Guy Nason, sec- 
retary, Columbus. 


MISSOURI RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Hotel Statler, St. Louis, Mo., Jan. 24, 
25, 26, 1927. F. X. Becherer, secre- 
tary, 5106 North Broadway, St. Louis. 


MONTANA IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, North- 
ern Hotel, Billings, Feb. 24, 25, 26, 
1927. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


MOUNTAIN STATES HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Denver, Colo., Jan. 18, 19, 20, 1927. 
W. W. McAllister, secretary, P. O. Box 
513, Boulder, Colo. 


NATIONAL RETAIL HARDWARE ASSO- 
CIATION CONGRESS, Mackinac Island, 
Mich., June, 1927. H. P. Sheets, sec- 
retary-treasurer, 130 E. Washington 
St., Indianapolis, Ind. 


NEBRASKA RETAIL HARDWARE CON- | 


VENTION AND EXPOSITION, University 
Coliseum, Lincoln, Feb. 1, 2, 3, 4, 
1927. Headquarters, Cornhusker Hotel. 
George H. Dietz, secretary-treasurer, 
414-419 Little Building, Lincoln. 


NEW ENGLAND HARDWARE DEALERS 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Mechanics Building, Boston, Feb. 
22, 23, 24, 1927. George A. Fiel, secre- 
tary, 80 Federal St., Boston 9, Mass. 


NEw YORK STATE RETAIL HARDWARE 
INC., CONVENTION, Ten 
Eyck Hotel, Albany. Exhibition at 
State Armory, Feb. 8, 9, 10, 11, 1927. 
John B. Foley, secretary, City Bank 
Building, Syracuse. 


NORTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 


C. N. Barnes, secretary, Grand Forks. 


HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 15, 16, 17, 18, 1927. James B. 
Carson, secretary, 411 Mutual Home 


OHIO 


_ Building, Dayton. 


| tary-treasurer, 


OKLAHOMA HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, 
sonic Temple, Oklahoma City, Jan. 25, 
26, 27, 1927. Charles L. Unger, secre- 
207-208 Bloomfield 


| Building, Oklahoma City. 


secretary, | 


PLEMENT DEALERS’ 


RETAIL HARDWARE AND IM- 
ASSOCIATION CON- 


OREGON 


VENTION, Portland, Feb. 8, 9, 10, 1927. 
E. E. Lucas, secretary, Hutton Build. 
ing, Spokane, Wash. 


PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 
Spokane, Wash., Feb. 2, 3, 4, 1927. 


_E. E. Lucas, secretary, Hutton Build- 








| 


| quarters, 


ing, Spokane, Wash. 


PANHANDLE HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Ama- 
rillo, Tex., some time in May, 1927, 
exact dates to be announced later. 
C. L. Thompson, secretary-treasurer, 
Canyon, Tex. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Commer- 
cial Museum, Philadelphia, Feb. 14, 15, 
16, 17, 18, 1927. Sharon E. Jones, sec- 
retary, 604 Wesley Building, Philadel- 
phia. 


SOUTHERN CALIFORNIA RETAIL HARD- 
WARE ASSOCIATION CONVENTION, Am- 


_bassador Hotel, Los Angeles, Cal., Feb. 


22, 23, 24, 1927. H. L. Boyd, secretary- 
treasurer, 618 Hellman Bank Building, 
Los Angeles, Cal. 


SouTH DAKOTA RETAIL HARDWARE 
ASSOCIATION CONVENTION, Coliseum, 
Sioux Falls, Feb. 22, 23, 24, 1927. 
Chas. H. Casey, manager-treasurer, 
Nicollet Avenue and 24th Streegy Min- 
neapolis. 


SOUTHEASTERN RETAIL HARDWARE 
AND IMPLEMENT ASSOCIATION, COM- 
POSED OF ALABAMA, FLORIDA, GEORGIA 
AND TENNESSEE CONVENTION AND EX- 
HIBITION, Jacksonville, Fla., April 19, 
20, 21, 1927. Walter Harlan, secre- 
tary, 701 Grand Theater Building, At- 
lanta, Ga. 


TEXAS HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Dallas, Jan. 
18, 19, 20, 1927. Dan Scoates, secre- 
tary-treasurer, College Station. 


VIRGINIA RETAIL HARDWARE ASSOCIA- 
TION will hold a joint convention with 
the Carolinas Association at Virginia 
Beach, Va., June 7, 8, 9, 1927. Head- 
Hotel Cavalier. Thomas B. 
Howell, secretary, 301 E. Grace St., 


Richmond. 
TION, Grand Forks, Feb. 8, 9, 10, 1927. | 


| Jan. 18, 19, 20, 1927. 


WESTERN RETAIL IMPLEMENT AND 
HARDWARE ASSOCIATION CONVENTION, 
Missouri Theater, Kansas City, Mo., 
Headquarters, 


Coates House. H. J. Hodge, secretary, 


TION 
Ma- | 


Bay Avenue, 


Abilene, Kan. 


WEST VIRGINIA HARDWARE ASSOCIA- 
CONVENTION AND EXHIBITION, 
Parkersburg, Jan. 18, 19, 20, 21, 1927. 
James B. Carson, secretary, 411 Mu- 
tual Home Building, Dayton, Ohio. 


WISCONSIN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Auditorium, Milwaukee, Feb. 1, 2, 3, 4, 
1927. George W. Kornely, 1476 Green 
Milwaukee, is exhibit 
manager. P. J. Jacobs, secretary- 
treasurer, Stevens Point. 
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“They're GOOD “Bolts” x. 


a New Process Bolts bring a welcome accuracy 
and strength —such as you never found in bolts 
before. In the past such accuracy has been found only 
in a hardened and ground gauge, and such strength — 
nowhere ! 


All good jobbers carry them. Specify EMPIRE! 


RUSSELL, BURDSALL & WARD 
© BOLTS NUT COMPANY © 


PORT CHESTER.N-Y. 








Branch Office: Branch Office: Branch Serimple & Gillette Maydwell & Hartzell, Inc. 
Seraus Building General Motors Bidg + Pactory: 169 Jackson Street 158-168 Eleventh Street 
CHICAGO DETROIT ROCK FALLS. SEATTLE SAN 

ae - Oe TPS Ss ¢@ud Feivertrs Since 1843 | 

















EMPIRE 
RaBOLTS | 














EMPIRE New Process Bolts ave 
packed in convenient cartons. 








Comparator photograph, hardened 
ana ground gauge thread. 











Combarator photograph, New 
Process boit thread. 
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Demand Increases 
Every Year 


This year we were obliged to increase our capacity 
by adding a 140-foot, two-story addition to our 
factory, which was already the largest in the world 
manufacturing hand sprayers and planters exclu- 
sively. 





Equipped with the most modern machinery, our 
capacity is now doubled, insuring prompt service, 
adherence to our well-known ACME standard of 
quality, and attractive prices to the dealer. 


Grow with the Acme Line 


Farmers and _ growers, 
everywhere, know and re- 
spect ACME hand spray- f 
fers, atomizers, dusters, ¥ 
corn and potato planters. 
—_ There is a practical style . 
for every locality, every use, built in the most work- 
manlike manner of carefully selected materials. Our 
national advertising says to the consumer: “Tf it 
isn’t all right, bring it back.”” ACME tools sell easier, 
bring you increased business. 





Buy your complete line of sprayers and planters from one house— 
insist on ACME. Sold by reliable jobbers everywhere. 


Write for our new complete catalog and infor- 
mation on our splendid line of dealer helps. 


Potato Implement Co. 
Dept. 11 Traverse City, Michigan 


Corn 
Planters 
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Barbers and Pig Iron 


(Continued from page 35) 








sword in one hand and a cross in the other. It was a 
case always of “stand and deliver.” Isn’t it strange to 
think that after the discoveries of Cortez and .Pizarro, 
there were fleets of ships that sailed at regular intervals 
carrying gold and silver bullion to Spain? Isn’t it 
interesting to study what happened as a result of all 
this wealth being poured into Spain? Isn’t it pathetic 
to think that Spain was ruined by her discovery of 


America? 





| 
| 
| 
| 
| 


| 


| 
| 


manufactured products. 


* * * 


The Spanish Kings used their share of this wealth to 
advance their political schemes. Spain was so prosperous 
—there was so much money—that the country became 
prosperity mad. Common, every-day, hard work went 
out of fashion. There was a saturnalia of extravagance, 
high living and wild spending. Spain has never re- 
covered from the demoralization caused by the sudden 
wealth that came to her as the discoverer of America. 


% * * 


In England it was different. The English Colonies 
did not produce any gold. These Colonies only became 
prosperous as a result of tilling the soil and developing 
the resources of the country. England only profited 
from these Colonies by enlarging the markets for her 
As the demand increased, 


England increased her manufacturing. As she increased 
_in manufacturing, she increased the skill of her people. 
_ All of England’s wealth came from hard work. Except 
in the case of India, it did not come suddenly. 


* * * 


[ am wondering if the United States, likewise, is 
going to suffer from the enormous prosperity that has 
come to us as a result of the recent War. It seems to 
me, as I travel up and down in the city—as I study some 


of the things that are happening—that there is an 


analogy between the prosperity that came to Spain and 
the profitless prosperity we are at present enjoying our- 


selves. 








* % 


Reading about Watt, I learned how “pig” iron was 


| named. The old furnaces, when tapped ran their molten 
iron into a large trench in the sand. This trench was 


called the “sow.” Little trenches branched off on either 
side from the sow and were called the “‘pigs.’”” When 
the metal cooled, the “pigs” were broken off and so we 
have “pig iron.” Pig iron was of a better quality then 
because it was very expensive to work it and only the 


| highest grades of ores were used. 





*” * * 


I always try to be truthful, even if I do not always 
succeed. My last article was thrown together very 
hurriedly. I was busy finishing up loose ends in our 
amalgamation. That first letter I quoted was not writ- 
ten to me personally, but was written to a friend of 
mine here in New York, a syndicate buyer. It, how- 
ever, was such an interesting letter that I asked per- 
mission to reproduce it, so this is added to get the 
record straight. All the other letters in last week’s 
article did come direct to me. Truth is now vindicated! 
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The Contest Winner 


(Continued from page 41) 





be converted into a housefurnishing department. The 
women can come in if they want to, without coming into 
the main store. There will be a certain amount of 
privacy assured by some half partitions of wallboard. 
This is not going to disfigure the rest of the store, 
for the housefurnishing section will be in a corner, 
and the one wall of it is to be covered on the store side 
with those wall cases which we will take down to 
make room for the new department. We will show 
our sporting goods in those wall cases and have them 
illuminated. 

“In the meantime, Mabel will fix up her part to suit 
herself. There will be counters and tables of stuff to 
sell, and at the farther end a model, small kitchen. She 
has more ideas than you could shake a stick at for 
getting the women in, and an introductory sale is one 
of them. We’ll begin advertising it on Thursday and 
carry the ads Thursday, Friday and Saturday. This 
introductory housefurnishing department stunt will 
last four days next week, and after that she plans to 
put on one big day of some kind each Saturday.” 

(To be continued) 





Ohio Firm Sells 1000 Brooms 
Every “Broom Day’’ 


’ VIFFIN, OHIO, has its “Broom Day” the last Sat- | 


urday of each September. Stoner & Schwable, 
progressive hardware merchants, introduced the idea 
11 years ago and have had to keep up the good work, 
each successive year. Every “Broom Day” this firm 
sells 1000 brooms in this town of 15,000 people, which 


gives them a sales average of one in 15, for one day. | 


Buying about 1200 brooms in one order, the price is 
right enabling the company to feature brooms at 49 
cents and 59 cents and in bygone days as low as 39 
cents. Each customer may buy three brooms. 

The night before the sale one of the windows is 
filled with brooms both low price and quality grades. 
C. A. Schwable, who is responsible for the idea, tells us 
that he will sell nearly a gross of $1.25 brooms the same 
day, as many people come in to look at the advertised 
low priced brooms and decide to buy a couple of high 
grade sweepers. 

“Broom Day” has carved a real niche in the life of 
Tiffin. Two or three weeks before the event, people 


will begin to talk about the annual broom sale. Some- | 
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times Schwable can sell a good broom ahead of time, | 


to those who mention the coming sale. 





More Valuable Than Kings 


When the King of Belgium reached Paris not so 


very long ago on the first lap of the trip to India, he | 
saw a gathering of about one hundred newspaper men | 


at the station. 


He was rather taken aback, for he is naturally a | 


shy man. Besides, he was traveling incognito, and 
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A Whitco Equipped Sash 
Cannot Sag 


Not only does this self-ad- 
justing hardware provide a 
cradle-like support for the 
sash as a whole, but the plate 
which attaches to it provides 
the strongest kind of a rein- 
forcement for the joint be- 
tween the stile and the rails. 


Ask your jobber, or write 
us for particulars 






ECIALTIES 


Western Offices: 
365 Market Street 
San Francisco 





Eastern Offices: 
636-645 Mass. Trust 
Bidg., Boston 











“Whitco makes it easy and safe to clean both sides 


therefore informed the reporters that he could not 
of the casement from within the room” 


grant them an interview.—The Bulls Eye. 
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More Trade Opinions on ‘“‘Red Ink or Black ?’’ 


(Continued from page 47) 


the jobber is obliged to buy from manufacturers that 
do not sell direct, or they are obliged to buy from manu- 
facturers whose lines are not popular in the jobbers 
territory but are made popular because of the fact that 
the unpopular manufacturer puts goods in the jobbers 
hands at prices lower than the popular manufacturer 
and in this way, goods are distributed in the various 
markets that otherwise would not be distributed by 
the unpopular manufacturer. In so many cases, we find 
that the popular manufacturers differential between 
jobber and retailer is 5 or 10 per cent and in many 
cases there is no differential. 

The writer often wondered why the manufacturer 
does not consider the enormous overhead expense in- 
curred by carrying the retailers’ accounts. The job- 
bers purchases are so much greater than the retailers 
and their payments can be relied on with more certainty. 
It is our opinion that there are enough legitimate job- 
bers in any district to take care of all the retailers with- 
out the jobbers having the manufacturer as his most 
serious competitor. We believe that in case where a 
manufacturer wants his name and product kept before 
the retailer, he should adopt a plan to serve this retailer 
through the jobber for if it is preferable to serve direct, 
to do so and offer goods at a price so that if the retailer 
will at another time offer his order through the jobber, 
that he can accept order at the same prices quoted by 


the manufacturer and giving the jobber a fair and 
reasonable margin of profit. 

(Signed) Wm. L. BLUMBERG, President, 

Wm. L. Blumberg Co., Inc., New York City. 





Carl Agrees and Disagrees 


AS very interested in your editorial of Nov. 11th, 

“Red Ink or Black.” I was always under the im- 
pression that prosperity meant to be successful so I 
did not quite understand how we hardware men can 
be prosperous and not make a reasonable profit. I 
therefore consulted Webster on his definition of pros- 
perity. He says—“advance or gain in anything good 
or desirable.” 

I’ll not agree on the term, profitless prosperity but 
as an average hardware man, I thoroughly agree with 
Llew Soule so far as profits on staple hardware items is 
concerned. Now that we agree the question uppermost 
in the minds of us hardware men is how are we going 
to get a reasonable profit on standard staple items that 
are sold mostly in the hardware store? 

As city dealers we do not establish these prices; they 
are established and sold by our own jobbers at profit- 
less prices. The small town and country hardware 
store has the mail-order house to blame for the lack 
of profit. 
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Electric Display to Make | 
Your Location Pay—More! 


Tell the buying public repeatedly who you are, where you are 
and what you sell with a permanent Flexlume electric day-and- 
night sign—and you will sell more. 

A projecting Flexlume makes all your other advertising pay 
It also draws customers from the crowds up and 
down the street as well as from the passersby. 

Flexlume’s first cost is no greater than many inferior signs, 
and its unusual wearability makes it by far the least expensive 
over a period of many years. 

Let us submit without obligation a Flexlume Sign suggestion 
for your particular business, be it large or small. 


He also butld exposed lamp and other types of electric 
signs for those who prefer or require them. 


FLEXLUME CORPORATION 


1230 Military Road 


**Flexlume’”’— 


All Principal Cities 





Buffalo, N. Y. 


Factories also at De- 
troit, Los Angeles, 
Oakland, Calif., and 


Toronto, Can. 
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As one of your readers I would like to see what re- 
action the other fellow has on this editorial and then 
perhaps we can all get our heads together and make 
our coming year a profitable one, at least in the lines 
that the drug stores and department stores are not of- 
fering competition on. 

Personally, our volume has dropped off this year but 
I can safely say that when we close our books at the 
end of the year, we will have had a profitable business. 
The reason one merchant has red ink and the other 
black ink at the close of the year is largely due to the 
difference in overhead—I watch my overhead and keep 
_it in line with the volume of business rather than try 
to bring my volume up to meet the overhead. 

I will look forward to an editorial as to how we can 
obtain a right, just and reasonable profit. 

(Signed) CARL E. FRUEHAUF, 
Fruehauf Hardware Co., 
Lakewood, Ohio. 





Operating Costs Must Be Lowered 


AVE read with interest Llew S. Soule’s editorial, 
“Red Ink or Black,” and the vanishing profits of 
prosperity, and note that he is very much in touch with 
the present condition as regards the hardware in- 
dustry today. 

Mr. Soule states the facts very clearly covering fully 
the seriousness of the situation, but there is a way out, 
as there always has been, and the industry as a whole 
has never taken a backward step, but is constantly 
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forging head regardless of the many danger signs 
which come and go. 

I wish to take exceptions to statements made in the 
paragraph which states: “The main trouble is that 
the hardware industry from top to bottom has blindly 
refused to take a legitimate profit from those products 
which are essentially hardware.” 

Practically speaking this is all wrong; the industry 
is not blind but have their eyes wide open and their 
brains functioning 100 per cent, and the quickest way 
to realize this is try and do business today; you will 
have plenty of opportunities to keep awake and no 
possible chance to sleep. 

The industry tries to get legitimate profits, but due 
to very keen competition does the very best it can under 
the circumstances, so cannot be blamed altogether, as 
conditions are in line with the times. 

I can name many lines of merchandise where manu- 
facturers started out with good intentions, tried hard 
to maintain prices so that they would be profitable all 
around, only to find all of a sudden the bottom knocked 
out from under, which is always caused by competition 
of one form or another. ; 

The same conditions exist with the jobbers, only 
worse, as the jobber is forced to meet every form of 
competition ever known, and the most severe compe- 
tition of all is the direct selling by the manufacturer 
to the dealer. 

This form of competition causes more trouble than 
all the others put together, as it creates a lower mar- 
ket, smaller profits, and many heartaches, affecting 




















Locking Devices 


Detroit and automobiles; Rochester and clothing; 
Chicago and meat; New York and money; Paris and 
perfumes; Los Angeles and real estate; Danville 
and door hardware. 

People like to associate places with products. They 
have learned to say “Danville and door hardware” 
through the fact that for over twenty-five years 
Allith-Prouty Company has been making products 
fine enough for the most exacting architect and 
priced fair enough for the most economical home 
owner. 

A-P locking devices are no ‘exceptions to this rule. 
Certified malleable where strain may break less 
carefully made parts; steel where lighter weight is 
essential—both materials finished and put together 
with a workmanship unsurpassed in the industry. 
Catalog No. 95 describes these worthy products. It 
is free. 


ALLITH-PROUTY COMPANY 


Danville, Illinois 


Manufacturers of 


Spring Hinges 
Overhead Carriers 


Rolling Ladders 


Garage Door Hardware 
Door Hangers 


Fire Door Hardware 


Manufacturers of the finest line 





Allith ‘Prouty 














“Alligator” Latch 











OUR CATALOG SHOWS 


Alligator Snap Latches; “Drawtite’” Door 
Bolts; All Steel Chain Bolts; Cane Bolts; 
Cremone Bolts. 




















of Garage Door Hardware 
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Steel Sheets that Resist Rust! 


The destructive enemy of sheet metal is rust. 
It is successfully combated by the use of pro- 
tective coatings, or by scientific alloying to re- 
sist corrosion. Well made steel alloyed with 
Copper gives maximum endurance. Insist upon 


KEYSTONE 


Rust-Resisting 


Copper Steel 
Black and Galvanized 


Sheet 


and Roofing Tin Plates 
i o~ ru, ii“) 
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*OPpER stt™ 
Quality 
Service, 





Keystone Copper Steel gives superior service for roof- 
ing, siding, gutters, spouting, metal lath, culverts, tanks, 
flumes, and all uses to which sheet metal is adapted, 
above or below the ground. Our booklet Facts tells you 
why. Wemanufacture American Bessemer, American 
Open Hearth, and Keystone Copper Steel Sheets and 
Tin Plates for every requirement of the sheet metal 
working, hardware, and builder's supply fields. 


Black Sheets for all purposes 

Keystone Copper Steel Sheets 

Apollo Best Bloom Galvanized Sheets 
Apollo-Keystone Galvanized Sheets 
Culvert, Flume, and Tank Stock 
Corrugated Sheets 

Formed Roofing and Siding Products 
Stove and Range Sheets 

Tin and Terne Plates, Black Plate, Etc. 


Our Sheet and Tin Mill Products represent the highest standards of quality and 
utility. and are particularly suited to the requirements of the metal working, and 
construction fields. Ask your distributor or write nearest District Sales Office. 


American Sheet and Tin Plate Company 


General Offices: Frick Building, Pittsburgh, Pa. 

District SaALes Orrices 

Chicago Cincinnati Denve 
phia 


Philadel 











r 
Pitteburgh St. Louis 


Pacific Coast Representatives: UNirep States STEEL Propucts Co.,San Francisco | 


os Angeles Portland Seattle 
Export Representatives: UNitTep Srates Sree. Propucrs Co., New York City 
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every class of the industry from dealer to manufacturer 
alike. 

For example take two retail dealers; one buys direct, 
the other from jobbers; the one buying from jobbers 
insists on lower prices so he can compete with the one 
buying direct, so as a starter we jobbers must do our 
very best to help this dealer, and usually the first step 
is to reduce prices. This, of course, means reduced 
profits but can not be avoided. 

Second step, we then go after the manufacturer sup- 
plying us with the class of merchandise being sold 
direct, and ask these manufacturers to put us in a 
position to meet this direct selling competition, and 
there is no way out; they must do it or lose out even- 
tually. This form of competition alone is very largely 
responsible for the manufacturers and jobbers small 
profits. 

If direct selling could be regulated so as not to be a 
menace, the entire industry would be 100 per cent bet- 
ter off and prices could be equalized, so that the least 
could happen would be a better average of profits, that 
is profits that we are justly entitled to. 

Competition cannot be eliminated, nor can it be con- 
trolled, and with the supply usually greater than the 
demands, is another reason why we cannot obtain big- 
ger profits; a supply and demand is a big factor in 
governing prices. 

Consumers demand lower prices, and this is proven by 
the tremendous business being done by chain stores 
and mail order houses, so if the hardware industry 
expects to continue to operate 100 per cent it must 
realize that competition is here to stay. That the con- 
sumer will not pay the hardware industry more than 
it can purchase elsewhere. That our merchandise must 
be placed in the hands of the dealers at the lowest 
market prices. That the industry must plan to operate, 
as economically as possible, high overheads being the 
stone wall which must be broken down. That profits 
must be made by lowering operating costs. 

The chain stores have been the first to realize and 
solve these conditions, and if they did, I am sure the 
hardware industry can do equally as good a job. 

Therefore, in summing up I would say that the seri- 
ousness of the situation will prove to be an asset, to 
the entire industry and will be the means sooner or 
later of changing red figures to black. 

(Signed) JOHN SHANN, 
Vice-President Chas. J. Smith & Co., 
New York City. 





“We Ought to Be Shot” 


OUR editorial “Red Ink or Black” in the Nov. 11 
issue of HARDWARE AGE leads me to promptly say 
“Amen” to the expression of the fact that the dyed-in- 
the-wool-hardware-dealer has brought himself into the 
present situation that he is in just because he has 


allowed the other merchants to take all of his profitable 





ety Mheninioe, iinet | items and the items that are still strictly hardware 


articles are left for him to scrap with his fellow hard- 
ware man on and they do not have sense enough to make 
a profit on them. The only competitor that the hard- 





(Continued on page 82) 
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Vanishing Point of Profit 


(Continued from page 42) 





seetoctaeces 


ticular business, but we see no reason for there to be 
such a point. The trouble with the hardware merchants, 
as well as all other merchants, we presume, is that, 
just as Mr. Soule says, “Very few, however, have figured 
out in dollars and cents the average cost per sale.” It 
is not so much the question of knowing the average cost 
per sale as it is to know the actual cost of the merchan- 
dise sold and the number of turnovers that that par- 
- ticular kind of merchandise yields. It is on the turn- 
over that profits are made, not on the particular cost 
per sale. 

Mr. Soule also states “that the jobber in many cases 
is just as much or more at fault in placing small orders 
with the manufacturers.” It is not the jobber’s fault, 
it is the manufacturer’s fault for accepting the small 
order from the jobber and shipping it to him. Who 
can blame a jobber for buying a small amount of goods 
when he knows that the turnover on that particular 
kind of goods is only going to be once or twice in a 
year. 

If the manufacturers were to establish a minimum 
quantity for the jobber to purchase, or establish a 
higher price for a less quantity than the minimum, then 
the jobber could still regulate his sales to the retail 
merchant and the retail merchant to his trade, to show 
a profit on the entire transaction whether it be a small 
or a large one. 


It is entirely up to the manufacturer to find out and 
to know what quantity he can accept as a minimum 
order, and then so regulate his selling price to the job- 
ber. It is not the jobber’s fault at all, we again say it 
is the fault of the manufacturers, and we are in the 
manufacturing business. 

We heartily approve of ‘“hand-to-mouth buying.” 
We think it is the correct thing. It keeps the dealer 
from being overstocked, and as a consequence the manu- 
facturer has not tied himself up with large accounts 
receivable that he could keep down to a minimum by 
having a less inventory and turning his merchandise 
more often. 

When it comes down to “‘Requirement Buying,” we 
believe that every merchant in the United States is 
just practising this and nothing else. They are buying 
for their requirements from thirty to sixty days, and 
that is all they are going to buy for. There is no reason 
for them to buy from six to eight months and keep 
the merchandise in stock. There is no money made on 
dead stock that does not turn-over. No manufacturer 
wants to see a merchant keep his stock and not sell it. 

Don’t lay the fault on the jobber; it is the manu- 
facturer entirely. He makes a surplus of stock and 
then goes out and tries to create a market. If he 
can’t get it from a jobber he goes to a retailer, and then 
blames the jobber for not being able to handle the busi- 
ness. It is all poppy-cock and nonsense to place the 
blame, or try to place the blame, entirely on the jobber. 


(Signed) RoBertT H. LYONS 
Vice-president, Lyon, Conklin & Co., Inc. 
Baltimore, Md. 
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SYLVAN 
LAWN MOWERS 


A half century of consistency 
in the making and advertising 
of PENNSYLVANIA 
QUALITY LAWN 
MOWERS is resulting each 
year in a substantial, depend- 
able increase in sales volume. 


Your share of next year’s in- 
crease may be largely de- 
termined by your ability to 
meet the peak spring demand. 
By ordering now, you can 
insure your customers against 
disappointments that cannot 
but be costly to you. 





The SUPER Great American B.B. 
Mower, with all the advantages which have 
established the world-wide reputation of the 
Great American Mower, has the two 
special features of Steel Axles and 
Roller Bearings in the Drive 
Wheels. And, of course, you can still 
obtain the regular Great American B.B. 
Model—for thirty years the ideal mower 
for the all-day job. 











— 





sie a es 
Nii FORMERLY Mine 


JOHN BRAUN © SONS  Privaivevenia. 
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Anchor Brand 
Clothes Wringers 














Best Every 
Wringers _ One 
Made Warrant- 
ec 


Made in dif- 


dry tub. 
Wringer. 









BRAND’ i 
ANCHO ob Wanceas, 
qantas wes Swe oun 


S S ¥Gaks ‘ow 


stock ANCHOR 


should have in 
BRAND Wringers to fit Round Wood or lron 
Tubs, Square or Stationary Tubs, as well as 
Folding Bench Wringers. 


All Dealers 


We solicit your orders, which will be 
shipped promptly 





Lovell Manufacturing Co. 
Erie, Pa. 


Manufacturers’ of 
Wringers in the World 


Largest Clothes 





There is won- 


ferent styles 
to fit every : derful eff i- 
kind of Laun- ciency in 

ising the cor- 


rect type of 




















Why Shouldn’t the 
Vise Be Modernized? 


Up-to-date tools are 
the kind your cus- 
tomers need and 
want. The Carpen- 
ter Vise is new and 
practical. It saves 
time and facilitates 
better work. 


Automatically 
Locks 


In Any Position 









Me | Note the cut. Any 
” | angle or position 
‘ may be quickly se- 
cured. The same 
screw movement that 
holds the work also 
Be ae clamps the vise base 
Pahari automatically. 

o)) J) 2) ' 

’ . _— ~~ 
_——— 





Let us send 
you a detailed 
description of 
this new tool. 
It is destined 
to become a 
large seller— 
| you'll want to 





pal nr st 


share in the 
profits. 


PETER PjOLLER MACHINE WORKS 


126-128 N. Curtis St. Chicago, IIl. 
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Novel Old and New Display 
Found in Iowa Hardware Store 





NEW and old display of heating devices has been 
attracting attention at the William Schumacher 
hardware store at Garnavillo, Iowa. 

Garnavillo is an inland village of 340 inhabitants, 
six miles from the railroad, yet the farming country 
about it is so rich that it has two banks with com- 
bined deposits of over two million and a quarter dol- 
lars, and the hardware store of Mr. Schumacher does 
upwards of $40,000 business in a year. 

William F. Schumacher, a son who is in partnership 
with his father in the hardware business, is a director 
of the Garnavillo Farmers State Bank, which with 
deposits of $1,380,000 recently has gained fame as the 
richest bank in the United States for a village the 
size of Garnavillo. 

Sixty years ago William Schumacher arrived in 
Garnavillo with about $300. He started in the hard- 
ware business with this capital and has been on the 
job constantly since. He has progressed steadily with 
advancing trade conditions, until his store now, though 
in a village which gets its mail by stage, is one of the 
most complete and up-to-date in his part of Iowa. 

A novel display at present bringing home the 
progress the world has made in heating systems is an 
Arcola with a sixty year old handmade coiled stovepipe 
mounted on it. Mr. Schumacher says back in the old 
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country, when he was a boy, these coiled stovepipes 
were very common, as they threw out considerable heat. 

In starting his store in the long ago at Garnavillo he 
fashioned with his own hands a stovepipe of this 
kind, and used it for many years with a stove to heat 
the store. 

The store is now steam heated. Mr. Schumacher 
brought out the ancient stovepipe from the storeroom, 
furbished it up and mounted it on a cabinet furnace 
recently. The pipe is still in prime condition, witness 
of the skill of the maker. 





Offers Cash Discount of Three 
Per Cent 


VERY hardware merchant would like to increase 

his proportion of cash business without affecting 
adversely his gross volume. The Crobaugh Hardware 
Co., Tiffin, Ohio, has been offering a cash discount of 
three per cent instead of the usual two per cent for 
cash and has found in two or three years of practice 
that the additional one per cent attracts many people 
who were cold to the two per cent offer. Several good 
looking signs about the store advertise this feature and 
records show the cash business proportion has gone up. 





Doing the U nusual Increases 
Profits 


A. SCHWABLE of.Stoner & Schwable, Tiffin, 

¢ Ohio, believes that the successful hardware mer- 
chant should do something unusual once in a while 
to let people know he is still doing business. When 
his store was operated as the Lines Hardware Co. at 
the same location he once made a week’s drive on toilet 
paper, selling 10 cases in that time. Each case con- 
tained 200 rolls and sold at 3 rolls for 25 cents. He 
stuffed the windows full of toilet paper and inserted a 
fair sized price card. Several school children had been 
looking for part time jobs, so he put a few to work 
selling toilet paper, paying a small commission and 
giving a prize to the child whose sales were greatest. 





Action Displays Help Sales 


Most hardware windows reflect only an assortment 
of articles and prices. If some of those who view it 
need some of the articles shown they may buy them. 
However, since so much merchandise is bought on im- 
pulse, and most of our needs are dormant, something 
more is needed to rouse the sleeping desires. 

A window display should suggest action—-it should 
give people something definite to think about, and the 
action they are expected to take should stand out boldly. 
If you want to sell a rifle, let your window suggest the 
appeal of hunting to a point where it will fairly urge 
the customer to come in and get a rifle with which to 
do his hunting. Good windows are not silent salesmen. 
They Talk. 
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With the 
STRENGTH 


nd 


DURABILITY 


of a | 
WHALE 
| | 
| 
L 
Mo lLirhr= 
(Reg. U. 8S. Patent Office) 
WOOD SCREWS 
MACHINE SCREWS 


DRIVE SCREWS 
STOVE BOLTS 


















































Send for Samples 





CONTINENTAL 
WOOD SCREW CO. 


New Bedford, Mass., U. S. A. | 





No. 1 























Swedish 
Pansar 
Files 











PANSAR 


Trade Mark 











Circular 
Cut 










Flexible 
















Blades 

Tanged 

Half-Round 

Bastard Fully 
Smooth Guaranteed 





We carry a full line of files, chisels and pliers 





Write for catalogue 
SCANDINAVIAN WESTERN IMPORTING CO.., Ltd. 


116 Broad St., New York, N. Y. 


304 Railway Exchange Bldg., 
Seattle, Wash. 







Minneapolis, Minn. Montreal, Can. 
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Still Busy at the “Old Stand” 


Someone circu- 
lated a_i story 
that we were 
“Out of obusi- 
ness.”"” You can- 
not believe all 
you hear. Fact 
is we are turn- 
ing out the same 
good Socket 
Wrench Sets 
that have long 
been the choice 
of Mechanics 
and Motorists 
who respect 
lasting quality. We are now making five styles of Socket 
Wrench Sets and can ship them promptly. A line re- 
questing Folder and Prices will prove that we are very 
much alive. 


WILL B. LANE UNIQUE TOOL CO. 
422 So. Dearborn St., Chicago, Ill. 




















Osborne High Grade Punches 





Belt Punches Arch Punches 
Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 
Tools. 

The above tools will please your customers, as well as our 
famous Round and Oval Punches. 

Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 


C. 8. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 








The No. 32 Torch Still 
Leads All Single 
Needle Torches 


For over 30 years it has been 
a favorite and expert me- 
chanics everywhere say it has 
no equal. It is safe, durable 
and economical. We warrant 
it to please. 


Jobbers supply at factory price. 


Clayton & Lambert Mfg. Co. 


6275 Beaubien St., DETROIT, MICH. 





No. 32 Torch 
Ask for latest price. 








MILBRADT 
LADDERS 


Will pay for themselves in @ 
ee me by enabling you 


as bring the appearance of 

your store up to date. 
Write for catalogue sho 

i a large number of vot styles 

euftable for all 


Milbradt Mfg. Co. 
2411 N. 10th St. 
St. Louis, Mo. 

















December 9, 1926 


‘‘Red Ink or Black’’ 


(Continued from page 78) 


ware dealer has on builders’ hardware is the lumber man 
and he doesn’t cut the price on it because he furnishes 
it in building jobs and gets a good profit on it. He 
also sells only the less expensive kinds on which there 
is small investment, quick turnover and no technical 
knowledge required. He has sense enough to leave the 
hardware dealer the stock investment, the slow turn- 
over and detail knowledge for his share of this business. 

The furniture man has grabbed the range and re- 
frigerator business by the dollar down and dollar-a-week 
payment plan and has “guts” enough to take it back if 
the payment is not made. This the hardware man will 
not do; he will extend the time, or just forget it. 

Why does the hardware man think first what his 
competitor will say when he thinks of taking on another 
line that has not been regularly handled in the hardware 
store? His competitor doesn’t care what the hardware 
man thinks and adds everything that he can sell at a 
profit at almost any hour of the day or night including 
Sunday. If the hardware man would add new lines 
that attract customers, display his goods in 1926 fashion 
and quit trying to keep his competitor from making a 
little profit on staple goods, he would be kept busier 
taking care of the increased business that he can get 
by waking up and selling the multitude of things that 
folks buy when they see them. 

Take another shot at us! We ought to be shot! 

(Signed) J. J. SCULL, 
Scull, Swain & Wallace Co., 
Sherman, Texas. 





Should Make a Fair Profit 


AGREE with the editorial ‘Red Ink or Black.” The 

hardware business in general has had a profitless 
year for 1926. Seventy-five per cent of the blame is 
the manufacturer, who in years back sold no one but 
the jobber. 

Today the majority of manufacturers will sell direct- 
ly to the retailer for the same price or within 5 per 
cent of the jobber’s price, to get the business. 

The other 25 per cent of the blame goes to 
the retailer who does not know how to figure a legiti- 
mate profit. 

Let us assume a certain standard tool should retail 
for $4. Mr. Jones comes in to buy one. He knows 
this tool retails for $4 but tells the clerk that the near- 
est competitor sells the same tool for $3.50. The tool 
costs the retailer $3. He is entitled to a margin of $1 
on this tool but sells it for 50 cent margin because he 
is afraid of losing the sale and the margin of 50 cents. 
In reality he is really losing money on that sale because 
it cost him from 25 to 30 per cent to do business. 

Four times out of five the customer is lying in order 
to save the 50 cents. By selling that tool at $3.50 the 
customer gets the impression that any time he wishes 
he can make his own price 

(Signed) JACK SIMONS, 
Simons Bros. Hardware Co., 
Boston, Mass. 
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‘The Theory of the Captive JUMP THE GUN! 
Customers | Get away now to a flying start in the race for next 


year’s tool case business. Christmas business on 
aa | Green Line Cases will give you a lead that cannot be 
QO": scientists have discovered | overcome. 





The fast-moving Green Line is especially popular 





that the atom is not the in- with the Holiday trade and Green Line Cases lend 

divisible particle of matter we have | themselves easily to attractive Christmas display. 
, paces a Make up special kits and get double profits. ; 

so long thought it to be. It is, in Don’t wait — raeg eee ane pa Aemesay are 

. . . ' Get » bi rofits o st mi ° 

reality, nothing short of a whole ne ae ang ae gg st Over night shipment 

solar system in itself, with a sun- from New York warehouse or Racine factory. 

neucleus at the center and with GREEN-CASE, Inc., Racine, Wis. Dept. M 

satellite-electrons revolving around New York Office and Warehouse: 89-91 Warren St. 





— 








it at incomprehensible speed, just as the planets do Tool The GREEN Line/ oe 


around our sun. As a matter of fact, the relation of pained 
the diameter of such a neucleus or proton, as it is 
called, and the diameters of the orbits of its satellite- 
electrons is, in a sense, proportionate to those of our 
sun and of its planets. 












And now comes a brand new and unique theory, 


ALLEN Safety Set Screws 








namely, that light waves have their beginnings in such 4 » ni tc broached hollow screws 
j ; : S$ “> —-the l ther kind made. y a patente 
atomic structures and are caused by the jumping of 4 =e candies tae pone in the density of the steel 
; x around the socket-holes, so that even the smaller 
such satellite-electrons at enormous speed from an aeae will stand ail the strain the best made 
; . Aw, TH < wrench can apply. The Allen process makes 
orbit around one atom to an orbit around another. Some > ALLE doa perfectly: formed socket-holes no chips in 
: . ° 7 the bottom e entire eng re) e Nis 
idea of the celerity they attain may be had from the utilized either for solid metal at the point “4 depth of socket 
; for the wrench. sizes in stoc A, , + al 
fact that the electrons of hydrogen, one of the ninety- length, point or thread. yhiso. Socket-Head Cap Screws, Tap 
_xtensions an ocke re Sets. ~ 
two elements, rotate around its proton at an estimated | catalogue and sales proposition. 


speed of 1400 miles a second. | The ALLEN MFG. CO ie ecm. CONN: 


New stuff? It certainly is to the average reader but, 
in one respect at least, it is by no means wholly new 
to the average dealer. He-has witnessed, times with- 
out number, the speed with which the consumer can 
jump from one dealer to another in the same line, from 
one competitive orbit to another, so to speak; and is it 
any wonder that he does not raise his eyes as readily 
in wonder at this scientific information. What the 
dealer, who is suffering from observing too much con- 








Two NECESSITIES In Every Garage 
; Garage Door Bolt 

Specially designed for 
garages, factories, ware- 
houses and fire doors. 
Locks and unlocks top 
and bottom bolt with 
one turn of handle. 


me | | 
Th 


a 








Garage 
Dogr 
Holder 


ee 





sumer orbit-jumping of the type explained, wants most 









to hear are ways and means of increasing his own Prevents accidents, vroken headlights 
anc cen: up ‘enders. Operates by 
hano or too 

ay. For prices and further information 

} 7 aa write today to ‘ 

“— Z Phenix Mfg. Co 

Helder Ne. 32 032 Center Street Milwaukee, Wis. 
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“protonic” attraction so that he may, with certainty, 
hold his customer-electrons strictly within his own orbit 
—yes, and perhaps prove so strong that he can draw 
into his solar system, and there hold, no inconsiderable 
number of customer-electrons from other systems. DIAM ON D“E” 
The store-to-store jumping which unknown and un- ee e Se 
advertised goods suggest is great. Their qualities tend 
to be inconstant. There is not the incentive for them | 
to remain standardized. On the other hand, there is | 
every incentive for advertised goods to remain at the | 
same or to advance to better standard quality, since the | 
very nature of advertising is such that it necessitates | 
that goods be kept up to a standard or that advertising | 
will defeat its own purposes. Remember the theory of | 
the captive-customers held by means of advertised | 






















All-Metal 


CLOTH WINDOW VENTILATOR 


The more changeable the climate, the greater 
the demand for Diamond “E” Window 
Ventilators. They keep out every- 
thing but fresh air. 8 popular 
sizes. Retail at 60c 
to $1.10. 






























goods. It will not hurt your business and sales one m8 a 
little bit YOUR JOBBER NEW YORK,NY. 
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A General Utility Lock That 
More Than Pays Its Way 








No. 4455 (Illustrated) 





Self locking, automatic spring shackle that 
lies open to a quarter turn position when 
unlocked. 

4455 FN—Suitable for spare tire. Security assured. 
214” shackle. 

4455 RM—Shackle 4%4”. Nickel plated. Ivory black 
finish. And this retails at 25c.—with profit! 


The Eagle Quality Line 


Night Latches Front Door Sets 
Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 

Wood Screws 


Eagle Lock Co. 


General Sales Office 





eaecaenen 22 Warren St. New York ecccce cavese | 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, III. 
114 Bedford Street, Boston, Mass. 


Works at Terryville, Connecticut 











- 4 


oors that silently 
tunction on GRIFFIN 
HINGES are an added 


source of comfort and 








-satistaction in any home 








ranch Offices__, 
45 WARREN ST. NEW YORK 
74 W. LAKE ST. CHICAGO 
26 BINFOARD ST BOSTON 
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ells 
on irst 
Sight 


“There’s Big Profit 








W hich Will It Be? 


N your territory, scores, perhaps hundreds, 





of hands are lifting and carrying water pails in it f or You” 
that should be turning water faucets! YOU This is a real opportunity for you 
can do one of two things — make no profit out to pile up your profits. GF Duplex 
of this situation by not attempting to convert Steel Bridging will sell itself on 


sight to your building trade. It 
has just the time, material and 
labor-saving advantages that they 
are looking for. Bring it to their 

The Deming “Marvel” is a moderate priced, attention—just once. GF Duplex 
automatic water system especially adaptable Steel Bridging will do the rest. 
for home water supply. It is self-priming, self- There’s a customer for you wher- 
starting, self-stopping, and automatically lubri- ever a wooden joist is used. 
cated. In many instances it is “self-selling” as Free Sample on request. 


. Send the Coupon now. 
AS MOTORS AnwERtNgeS THE GENERAL FIREPROOFING 
are at once apparent to even 


: BUILDING PRODUCTS 
the most inexperienced YOUNGSTOWN, OHIO 
prospect. 


Branches in all Principal Cities 
Dealers Everywhere. 


“pail carriers” into “faucet turners” or make 
steadily increasing profits by selling Deming 
“Marvel” Electric Water Systems. 


DR Nees et AT ake OY de tak DS OT - 


















Send for complete infor- 
mation about the Deming 
“Marvel” and other “self- 
selling” Deming Pumps 
and Water Systems. 


Se ee gt See ae eee ee ne 





qu pid ; 


Other GF Products 


GF Steel Tile GF Diamond Rib 
GF Steel Joists Lath 
GF Steel Channels GFSteelSash,Base- 


THE DEMING COMPANY 
Est. 1880 SALEM, OHIO 


, a GF Peds ment and Case- 
GF Key Lath ment Windows Gt 
y GF Self-Sentering GF Industrial Steel Pal! 
- GF Corner Beads Doors 












GF Trussit GF Wire Mesh Above illustra- 
GF Expanded GF Concrete tion shows GF 
- ‘ Metal Reinforcement oe git ad ve 
Deming Power] ....:., p-m. | Deming Hand GF Herringbone — GF Waterproofing aateratahiaen 
Pumps Include | ing Distributorin | Pumps Include GF Lintels Compounds 
Triplex Power Pumps attr Pee vical 
- . capable and ready Pitcher Spout and sth 3 
Centrifugal and 1a entra the Cistern Lift Pumps THE GENERAL FIREPROOFING 
Rotary Pumps cooperation that Set Length Lift and BUILDING PRODUCTS 
ee ee ee Force Pumps YOUNGSTOWN, OHIO 
pects into cus- : . a in GF 
Hydro-Pneumatic tomers and = and oe nae eek tations, ee os. S 
Water Systems KEEPS THEM ump Standards 
Horizontal Double- CUSTOMERS. Spray Pumps for all Name 


























Acting Power Pumps purposes 
Address 
WN-11 





86 HARDWARE AGE 








MARK 
REG. U.S. PAT. OFF. 
Give Your 
Customers 
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mover and Rust Preventative Y : 


Putting ordinary polish on a stove | 
is like blacking a pair of dirty hands— ¥ 
the dirt doesn't show but is there just l' 
same 
7 . . . . . . . Ve 
STOVOIL, in its chemical construction, is | 
an enemy, a destroyer of rust. (1) It re- | 
moves rust. (2) It prevents rust or oxida- 

tion. (3) It cleans. (4) It polishes. There- “4 
fore it 1s perfect for stove surfaces of all | 
kinds, for keeping gas burner holes free and | 
open—it makes for cleanliness. | 
It has been sold by thousands of stores for over | 
10 years. Comes in bottle form—applied with a 
soit flannel cloth—a little goes a long way. Used 
on andirons, bronzes, oven interiors. 40% profit— | 
order from jobber or direct. Send for circular. | 


Superior Laboratories | 
Grand Rapids, Michigan | 


a 





kearcluaive Pacific Coaat 
Diatributora 











718 Mission St.. 
San Francisco, Cal 
350 E. First St... 
Los Angeles, Cal 
S12 2nd Ave. South, 
Seattle, Wash 
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What’s What . 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of the 
rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 





Coast Representative 


J. T. McDEVITT 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


ta 








TUBULAR RIVET & STU 
COMPANY 


BOSTON 
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GIANT 


DOOR 
HANGER 


Myers New- 
Way Giant Han- 
gers and New- 
Way Giant Tubu- 
lar Girder Steel 
Track—the modern system for 
sliding doors on any building— 
are appreciated most at this time 
of the year when cold winds, rain, 
snow, sleet and ice prevail. So 
designed as to combat the ele- 
ments, to overcome sagging and 
warping of timbers, to provide 
tight fitting, easy operating doors, 
theirs is a service that is really 
appreciated by users. A service 
that successfully solves door prob- 
lems which speaks for itself in 
terms of increased business for 
those who sell it to their customers. 





ADJUSTABLE 














We solicit your inquiry on this 
and other styles of Myers Stayon 
and Tubular Hangers and Tracks 
for sliding doors on barns, garages, 
storages and other buildings. 


WHE F. E.MYERSéBRO. CO. 


HLA 
JASHLAND Pune Pp AND Cia HSS. WORKS 
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A New Idea 
in an 


Ash Can 


ERE is a container for garbage 
and ashes that is literally shock- 
proof a can of extraordinary 
strength and durability. Bumps, 
thumps, misuse and long years of ser- 
vice mean little to this Goliath. It is 
built to take punishment — in oversize 
doses — and still come up smiling. 
And it looks the part! 


Special features? It has plenty! The 
7-8 inch steel tube in the top roll, the 
reinforced and convexed bottom, the 
seamless inset cover (proof against 
weather flies, or dogs) and a dozen 
other improvements, make this can a 
masterpiece of durable construction. 








Will this can sell? The few hundred 
merchants who have been given the 
opportunity of introducing it, say it has 
the field to itself. Now we can supply 
everybody. Do you wish further in- 
formation or shall we ship you an order 
right away ? 


SAVORY, Inc. 


Owned and Managed by The Republic Metalware Co. 
Distributors of Sheet“Metals. Formerly Sidney Shepard Co. 


NEW YORK BUFFALO CHICAGO 
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Sell GLASS when 
You Sell PAINT 


AINT sells glass and glass sells 

paint. That’s natural. They’re 
both repair items—and when the 
handyman around the house is in a 
fixin’ mood he looks after broken 
panes as well as worn surfaces. 








Dealers who carry both items usually 
suggest one of them to the customer 
when the other is bought. Thus they 
make two sales instead of one. How- 
ever, there are other chances they 
don’t overlook—putty, putty-knife, 
tacks, hammer or glass cutter are 
often wrapped up at the same time. 


“The BEST Glass” 


is the logical glass to carry because it 
is so well known for its beauty and 
strength. It has proved a great busi- 
ness builder for other stores—let it 
do the same for you. 

SOLD AND DISTRIBUTED BY LEAD- 


ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 





AMERICAN WINDOW GLASS CQ 








December 9, 1926 








Hardware Age Verified List 
OF WHOLESALERS AND RETAILERS 


CONTENTS OF THE SEVENTH EDITION 


Wholesale Hardware Houses in United States, Canada and 
Foreign tries 

Retail antes Stores in United Stetes, Canada and 
Foreign Countries; also General Stores, Lumber Yards, etc., 
handling hardware. 

Chain Hardware Stores in United States and Canada. 

Sc, 10c and 25c Stores carrying hardware in United States 
and Canada. 

Department Stores carrying hardware and housefurnish- 


in in the United States. 
Meaufastesess’ Agents in United States, Canada end 


Foreign Countries. 
Automobile Accessories Jobbers. 
Dealers in Mill, Steam, Mine and Machinery Supplies. 
Export Merchants handling hardwaré and kindred lines. 
Sporting Goods Wholesalers and Retailers. 
, Mail Order Houses handling hardware and housefurnish- 
ngs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 


Hardware Age Verified List of Wholesalers and Retailers 
is indispensable in economic direct-by-mail promotion work 
and also a helpful guide for salesmen's calls. Every sales 
manager should have one on his desk, and every salesman 
could profitably carry a copy in bis grip. Since the previous 
issue was published there bave been more than 10,000 
additions and corrections, and these all appear in the 
Seventh Edition. 


Hardware Wholesalers find Verified Liat of great vaiue in 
‘‘checking’’ their retail prospect records. 


$12.00 postpaid 


Hardware Age Verified List Department 
239 W. 39th St. New York, N. Y. 














GRAFFCO 





Picture Hangers and Glass Pushpins 

are finely made-—superior articles of 

innumerable uses. ‘There is a daily 

need for them in every office and 

home. They are in constant demand. 
GRAFFCO PICTURE HANGERS are supplied in three sizes 

holding up to 100 pounds. ‘The nail cannot fall out. 

tng ht ou GLASS PUSHPINS Two sizes—Will not deface 

s or woodwork. Made strong with a dome flange. 


/ Display Case Free 
Our new, complete catalog mailed upon request 
Other Graffco Products 
Graffeo Maptacks, Pencil Sharpeners 
GRAFF-UNDERWOOD CO, 
20 Beacon Street Somerville Boston 42 Mass. 























There’s a Mine 


of Information 


vitally-important facts, live mer- 
chandising ideas and sales-produc 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and 
thoroughly. 





——- 
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No 
Wrench 





Like e : mn Sizes: 6 to 21” 

the 

COES That is why Dealers find the COES Steel- 
Handle Wrench easy to sell. Another reason 

for is its adaptability. 

Steady A 10” COES will serve all general shop require- 

Hard ments, fit every nut on a FORD car and most 

ar nuts on other cars. 
Work Sizes: 6” to21”. Your Jobber will supply you. 


COES WRENCH COMPANY 


“In business since 1841” 





Buyers Worcester Mass. 
fatalog SELLING AGENTS 
J. C. McCarty & Co. 29 Murray Street, New York 
John H. Graham & Co. 113 Chambers St., New York 
Fenwick Freres 8 Rue de Rocroy, Paris, France 





a 
paemmnnemnnnenetetnthiahieniere eT 











_— 


MUUUTSNULUACALEAVASEUUULEL EAA OAT 


The Stick to “One Brand” 


Customer 





MH RMNULLA 





| 
WOLOWSAYIOR 


The watch he carries, the’car he drives, the radio WIRE to 
he owns, the saw he uses—all are made by com- NIKOLITE 
panies who assume full responsibility for depend- 
able service. 


You've met his kind. He won't buy anything 
unless it has been tried and proved worthy. 


Naturally he says: ‘Perfect Brand” when he wants 
Screen Wire Cloth with a known reputation. 
Keep stocked on the standard sizes. 


Your Jobber does—he knows. 


LUDLOW-SAYLOR WIRE CO. 


St. Louis Missouri Galvanized 





Painted 
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IVER JOHNSON 


BICYCLES VELOCIPEDES 
JUNIORCYCLES 


Champion Single Barrel Shot Guns 
Matted Top Rib Single Barrel Shot Guns 
Ventilated Rib Single Barrel Trap Guns 
Double Barrel Hammerless Shot Guns 


“Hammer the Hammer” Revolvers 
Send for Dealer Proposition 


IVER JOHNSON’S ARMS & CYCLE WORKS 
332 River St., Fitchburg, Mass. 
New York, 151 Ohambers St.; Chicago, 108 W. Lake St. ; 


San Francisco, 717 Market St. ; New Orleans, La., 625 Pine 8&t.; 
Ogden, Utah, "2327 Grant Ave. 























Caine for by Name and Number 
“Detroit No. 2” 


This high quality torch has 
earned a reputation for depend- 
ability and service—tn service. It 
is popularly known among. its 
users as THE DETROIT NO. 2, 
THE BEST TORCH. 

Patented burner generates high 
degree of heat, producing solid 
blue flame. 

One quart capacity. 
by all leading Jobbers. 
our catalog “H. 


Detroit Torch & Mfg. Co., Detroit, Mich. 


New York Office: 45 Warren S8t.,; Canadian Rep., George P. Fraser, - 
Tyndale, Toronto: Kettmann & Ten Eyck Sales Co., 2131 E 9 

Los Angeles, Calif.;: Louls Williams Co., Nashville, Tenn. - Oscar A. Rng 
627 W. Washington Blvd., Chicago, Il. 


Furnished 
Write for 

















Protection 


In our ILCO No. 202 
Night Latch the Bolt 
and In- 
side Knob 
are dead- 
locked when key is turned once backwards. 
Bolt cannot be forced back or 
lock opened from inside by the 
knob. This Patented Feature 
makes many sales. Can also be 
used as ordinary night latch. 
Send for New Catalog No. 7 


COD INDEPENDENTIOCK OCKCOMD 


Fitchburg, Mass., U. 8S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 
Knob Sets, Key Blanks, Auto Switch Keys and Hardware Specialties 























Better MachineScrews 
for the Hardware Trade 


HARVEY HUBBELL, INC. 





Bridgeport, Conn. 








__ THERE IS ONLY ONE 
Gop MEpaL 22%". 


FOR 53 YEARS THE RECOGNIZED STANDARD 


fo a ia otis — 
Lia.es Lies COLO MEDAL CAMP FURNITURE MFG CO. RACINE wis 
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Bells and Bell Toys a 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 

























Russell Jennin 


Ly 
Aa Auger Bits Ws 


yp 
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ings Mfg. Co. | 


onn. 












YZ Z Satisfied 
Customers 
) GY Ze Profitable 
Zz ~=sé« Sales 


ty Russell. Jennin 


Chester, 
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This Display Starts Level Sales 


The Perfection Pocket Level and Plumb 
Attachment retails readily at 60 cents and 
answers so many uses that mechanics can’t 
afford to be without one. Two spring 
steel clips allow attaching level to a 
square for plumbing or leveling. Ab- 
solutely accurate. 


This Counter Display comes free 
a with your order for a “Sample 
rs Carton” of one dozen. You'll 
“am soon want more. Liberal profit. 
"™ Write for Discounts. 


Modern Utilities Co. 


Manufacturers 
140 So. Second Si. 
Harrisburg, Pa. 








GREEN’S 
Stock Boxes 


4 NEW  -naletaataliaaa 


Ox 
At Low Cost. Has All the 
Advantages of the More 
Expensive Fixtures. 


Made in an Assortment 
of Sizes to Fit Every 
Hardware Need. 





Write for NEW Illustrated Price List 


THE GREEN CO., 250 W. 57 St., N. Y. 
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A SE Se eee Sole oe ee EIR a Te OF 
fetta TT aS RE ; 
SP bs cise Ae DE Sg OE ; % 
ae eae K oo ae Mp. & Bs ¥ 
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€=Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 
Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City Georgetown, Conn. Chicago Kansas City 








Whenever You Sell 
GARDEN HOSE 


Protect your customers by using and 
selling Sherman Wrought Brass Hose 
Fittings. Standard for over 20 years. 
They give everlasting service. 


Take the Sherman Diamond Hose 
Nozzle for example. This nozzle throws 
more water farther than any other. It 
gives a straight stream or a perfect 
spray and shuts off tight. It never 
drizzles or leaks. 


The user is insured against wet feet. 


Made in %” size only. 
Diamond Nozzle The name 


SHERMAN 


on hose nozzles and hose Heater Fountain Insulated Wall Fountain 
clamps is your guarantee of 
a solid wrought brass coup- 
that is rust-proof clear 
through and everlasting. 
ber we use heavy 
wrought brass only. A screw- 
driver is the only tool needed 
to apply. These hose clamps 
can be used over and over 
again. —— size for every 


type of 








‘““Moe’s Line” is a distinctive 
and popular line of poultry 
eqyipment for which there is 
an all year around demand. 


It is a complete, satisfactory 
and profitable line to sell. 
Everything for chicks and 
chickens, all designed right, 
well made, and will bring you 
satisfied, repea. customers. 
Make your store headquarters 
for this popular line. 











aa Jobber ag supply Write for. New Catalog No. 16. — i. 
you not—write us ow Ready. 

_ make Brass Hose Coup- C 

ings. 

H. B. SHERMAN MFG. CO. Sherman Hose Clamp , OEFT &.S-OMPANY 
Battle Creek Mich. (Patented) 2305 Davis St. North Chicago, Iil. 





























T A: P L i & 4. Strorig ‘andl 


Packed Singly in Handsome Box Sharp Steel Point 


Comfortable to grasp—no_ sharp -Pj 
edges to cut the hands. No holes or Moore Push Pins 
Nationally Stesrtteed for 26 
eare. 


crevices to hold decaying food. No 
soldered parts to come loose. No 
parts that bend and cramp the gears. 

Douse it in water to clean-—the 
finish is Rust Proof. 


30 Years Experience Behind This Beater 


Used in Homes Everywhere 














Moore Push-less Hangers 
For Heavy Pictures etc. 
Handy 10c. pkts. 
Send for illustrated folder and Z 


Price List including Thumb- 
tacks, Maptacks, - 








No. 24 No. 25 No. 27 
THE TAPLIN MFG. CO. Moore Push-Pin Co, __ | Flas on 2. slass cat 


No. 477A NEW BRITAIN, CONN. (Wayne Junction) Philadelphia, Pa. | Pries List. 
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In a Close Corner or THE STANDARD , 


on Ordinary Work— “S” WRENCH 


The Bemis & Call Improved Adjustable “S” Wrench has 
the knack of getting around parts in confined places as 
well as providing the mechanic and layman with a gen- 
eral purpose tool. 

It is THE automobile wrench. Strongly constructed and 
easy to adjust with thumb of the hand holding it. 


A high quality B. & C. guaranteed product. Graceful in 
design, carefully hardened and tempered. Write for 


BEMIS & CALL CO. 


Springfield, Mass., U. S. A. 
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FORSTNER | ji 
Labor Saving 


AUGER BIT 










Bores Any Arc 


Many ttt : 
of a Circle 


ae olay: am true a 


The Forstner Re Bit, un- 
like other bits, is guided by its eS 
circular rim instead of its center, 

consequently it will bore any arc of y i] 5 ne me. 
a circle, and can be guided in any 
direction regardless of grain or knots, - mt a } ——— 
leaving a true wr~ surface. Takes 

the place of a ch ouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 
and delicate patterns, veneers, screen ‘work, ee 
scalloping, fancy scroll twist columns, newels, | 
ribbon molding and mortising. 


Send for Catalogue. 


| GE WRIGHT STEEL & WIRE CO. 
The PROGRESSIVE MFG. CO. | = | porooster, Mags. - 


TORRINGTON, CONN. 








a 
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Your Customer 


may require 


" Dome 
e 99 * ~ Cover 
Simplex’’ Spring Hinges | | six: 
(Applied without Hanging Strip) Seven 

Many doors are de- — 

signed to be applied 14 Ots. 


without a hanging strip. 
These conditions require ee . S 

the “Simplex” Type ccs 

Spring Hinge and ts || | A POPULAR DUTCH OVEN 


application saves time 





Housewives find a big improvement 


and expense. a ; 

: in food cooked in WAPAK popu- 
It is advisable — that lar Dutch Ovens. 
dealers have a_ stock The strong cast-iron pot holds the 


heat permanently and the close, 


of “Simplex” Spring esa’ 
snug-fitting lid prevents the escape 


| 
| 
i 





Hinges with which to of moisture which imparts to meats 
supply Builders re- and other food that rich, tender, 
quirements promptly. Savory flavor. Also fine for stewing, 
, baking and deep-fat frying. 
Send for Catalogue No. H-42 Dealers find it a wonderful seller. 





Send for Catalog. 






~(CHICAGO)— 
SPRING HINGES 


LOOK FOR THE TRADE MARK 
Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U. S.A. 





The Wapak Hollow Ware Co. 


Wapakoneta, Ohio 























LANDRETH'’S 


Garden and Flower Seeds 
Mixed Lawn Grass 


Now is the time to place your Garden, Flower 
Seed and Mixed Lawn Grass Seed order, if you 
have not done so for this Winter and Spring 
shipment. If you would like our prices, send us 
a list before buying elsewhere and we will quote 
you on Seeds of various kinds in bulk, in litho- 

raph cartons of | Ib. 4 lb. and % lb. and in 
at Papers. We would in like to quote you on 
Mixed Lawn Grass, Please give us the oppor- 


tunity. 
1926 CROP 
ma .. buying +" delivery after 1926 crop, send = » 
SG year Wants ist we ney opens vee onan oy m4 Take the pictures out of the mail order catalog and 
the proper time. they won’t do any business. 
Your display of the original article is more appeal- 
some ano Se ee Sat ing than any picture that may be had. 
ing our {ated vase, a A Heller man can show you how to get an increase 
cin Gua. cain anaes of from 50 to 100% if you will follow his simple, 
good attention fe business, inexpensive tried-out plan. It won’t cost a cent to 
8 cea i i > 
, aetpdhane + ad Panera nm talk to him. Just mail coupon TODAY. 
so long. 
Businese Established 1784. 700 Bryant St., Montpelier, Ohic 
7 oo ao ae eae ae 
D. Landreth Kindly have your man call. I would like to increase my knowledge 


of Merchandising Hardware. 


Seed Co. a 


Bristol, Pa. BORON cccsccdesscetoccereseceedeeseeeocesceses ee 


12/9/26 
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WANTED REPRESENTATIVES 
TO 


FENCE 


THE STEWART IRON WORKS CO. 


CINCINNATI. OF OHIO 











225 Stewart BLock 


MACCOY SALES CO. Inc. 


14 Warren Street 
New York City 


Original No. 09 Heimerdinger Shear 
























Eee 





IF IT’S THE BEST TOOL YOU CAN SELL 
FOR WORKING STONE 


Send 
a IT’S OURS. 
eter —— TROW & HOLDEN CO. Barre, Vermont 
WHEELBARROW CO. WISCONSIN Catalog 








HACK “T_ NOX” saws 


+ QUALITY 
=a 6 UNIFORMITY 


ania 





“The Toots in Lhe Plaid Bar” 


AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - GAND SAWS — SCREW OR'IVERS - GLASS CUTTERS 








Robertson “Horseshoe Magnet” Hammers 
71 ee 


Exposition. 





Permanent magnet which holds 
the tack in position for driv- 


ing. Awarded the Silver Medal 
at the Panama-Pacific 





(the highest offered) 


Good profit. 
Name and design trade marks registered U. S. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Bosten, Mass. 














DROP FORGED 
WRENCHES 


Designed and proportioned to give stiff 
ness and tensile strength. Made accurately 

and uniform in machining and finish. Send for 
Catalog B-23. 


ARMSTRONG BROS. —— co. 


814 N. Francisce Ave., leago, Ill., U. S. A. 






AXES and SCYTHES 


Scythes since 1812, Axes since 1800 
RIXFORD MFG. CO. 


East Highgate, Vt. 

















Bene bhishinan- 


229 High Street 


Makers uf Every Kind 
of Screw, Nut and Bolt 


Ee 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


New Britain, Conn. 


LUMBER CRAYONS 


STANDARD CRAYON CO. 
Danvers, Mass. 














Western Factory: Dayton, Ohio 
Plain or pe in 


STRATTO r— 
HANDLES 


For Small Tools, Utensils, Electrical Geods, Etc. 
Enameling, both baked and air dried. 


STRATTON MFG. CO. Stratton, Maine 


IRVING HARDWARE CO., 


Inc. 
12 Warren Street, New York City 
Full Line of TYZACKS _ Plastering Tools 


Write for Catalogue 

















Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 


your sales. 
Made only by 
ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 





J. L. THOMPSON MEG. CO. 














Fly Screen Cloth 


Quality created the de- 
mand—the same quality 








Waltham, Mass. 
Tubular and Bifurcated 


RIVETS 











SAMSON CORDAGE WORKS 


SASH CORD, CLOTHES 
LINES, SMALL LINES 


MANUFACTURERS OF 


BRAIDED CORDAGE 








k up the de 
ice Write for Prices AND COTTON TWINES ETC. wo ur CArALOb 
and Copper Spargo Wire Co., Rome, N. Y. BOSTON MA SS. 














: 
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| American Steel & Wire 


BARBED: Ellwood Glidden, Am. 


Aree oy: Glidden, Am. Special, 


Baker Perfect, Ellwood Juni L 
INSULT ED FENCES: “As Hot Galv'd Nails. 
American, Royal, a ae ary 
Nations U S., Monit : ‘ 
Fe MD, m. — or, Prairie, Banner. Steel Gates 


CONCRETE REINFORCEMENT. 
BALE TIES: = piputetts brands. 
one ieee 

IRE for ao _ 


WIRE 


Quick Delivery. 


Company 
Chicago, New York, Boston 
Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle 

Write us for selling plans. 























Federal 
ORTHO-SONIC 
USM DO ae 


The only radio with the 
patented Ortho-sonic Circuit 


Write us for particulars 


FEDERAL RADIO CORPORATION, Buffalo, N.Y. 
(Division of Federal Telephone and Telegraph Company) 
Operating Broadcast Station WGR at Buffale. 
211 























oe of 
opp) 


Mfg. Co. 
400 N. Monticello Ave., Chicago, Lil. 








f 






































3 Front LADD STORE METHODS 
5 To provide adequate storage facilities for 
shelf fm ae make it accessible and con 

venient for clerks and stock men to handle with 


absolute safety—to insure quick service for whole 
sale or retail trade — install one or more 
STORE LADDERS. 


' Deep tread steps, full length hand grips, rubber tires, 
overhead track system, firm construction on deemed, 
eliminate vibration and noise and produce a ladder 
of ample strength for safety, convenience and ’ 
efficiency One style Te of af) 
7/ attractively finished —any height — > 


YY) easily installed—meets most bi: Be 
(elgg res 














Confidence in Gf, | 


Tungsten Lam 


Braud 


is shown by 20,000 re 
Consolidated Electric 
Lamp Co. 
DanVers, Mass. 


Licensed under the General Electrie 
Company's Incandescent Lamp Patents.”’ 





tailers aad 5 jobbers who sell them. 








Improved Featherweight Creeper 


Size No. 3 for Men 

Size No. 2 for Ladies 

Size No. | for Cuban Heels 

Retails at 50 cents per pair 

Price to dealers $4.00 per dozen 
Order from Pw jobber, or we will ship 
direct, C. O. D. 


CHURCHILL MEG. CO., Inc. 
287 Thorndike St., Lowell, Mass. 














WESCO TIRE CHAINS 
ARE GUARANTEED 


Western Chain Co. 


Chicago, U. S. A. 











58 YEARS AGO 


Priest’s Clippers were 
introduced. Today 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 








ELEVATORS 
DUMBWAITERS 


Write for Our Catalog 
ENERGY ELEVATOR CO. 
211 New Street, Philadel 





INVISIBLE HINGES 
Stes oa every use of houseowners 
t etc. L. ple in , 
gaily ios Catalogue (pages : 1678-9) 


: = Manufacturing ( Co., —_— 


_BROOKLYN, N. 'Y. tian, ie 














DOMES of SILENCE 


The perfect Furniture Footwear! Every 
home needs several dollars worth-- Display 
our Cabinet! Write for particulars. 


Domes of Silence Division, 
HENRY W. PEABODY & CO. 
17 State Street New York City 



















_~Get an “‘Edge’’ on Sales! 


Dealers are doing it with the Dazey 

“Sharpit.” It puts a keen edge on any- 

thing——knives, scissors, sickles, tools. A 

quick and ready seller—and a profit 
ducer 


DAZEY CHURN & 
MFG. CO. 
4301 Warne Ave. 
St. Louis, Me. 
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Classified Opportunities 








AGE December 9, 1925 








BUSINESS OPPORTUNITIES 


BUSINESS OPPORTUNITIES 








) WANTED—Hardware Manufacturing Business | 


with national sales force will add to its line by 
| Purchasing the Business of a 


} SMALL SUCCESSFUL MANUFACTURER 


| If you are a small manufacturer of any product for 
Hardware, Auto Accessory, Radio, or Manufacturing 
}) trade, and are doing reasonably profitable local busi- 
ness with a reliable product that could be marketed | 


give your proposition in detail. If it interests us will | 


. and permit owner to remain identified with business. 


! Will also consider new product not yet on market ) 
if merit is exceptional. Address Box H 320, care of 
({ Hardware Age, New York City. 


} LARGE NEW YORK STATE } 
; MANUFACTURER i 


) throughout United States, and would consider selling, }} 


| have representative call. Will make fair proposition ) 














) M. M. GODSCHALK 
Merchandising Engineering 
Complete Service for Hardware Merchants 
Systems Installed Samples Mounted 
101 Park Ave., Room 1403, New York 
Telephone Caledonia 1374 











FOR SALE—ONE OF the best and most successful hardware stores in 


Kansas. Clean stock, live going business. Shelf hardware, paints, stoves, 
etc. Stock $25,000, fixtures $3,000. Can be reduced; $15,000 will handle. 
Average sales over lone period $100,000; average net earnings $10,000. 
(County seat town of 6,000, Central Kansas. Large trade territory, little 


must quit. Wonderful opportunity 


health failing, 
5 care of HTARDWARE Acre, New York 


Box IH 351, 


Owner's 
W rite 


competition. 
for two live men. 





FOR SALE—PROFITABLE OLD ESTABLISHED hardware business 
within fifty miles of San Francisco, Cal. Clean, up-to-date stock. No 
old and not over-stocked. One of the most model and well arranged stores 
in California. Located in a beautiful and rich valley where climate is 
wonderful and crops never fail. Owner has made enough that he wishes 
to retire. Will require about $25,000. Address Box H-339, care of 


Harpware Ace, New York. 





RENT—Modern three-story store building with up-to-date 
living apartment on second floor, together with the finest outfit of hard- 
ware shelving, cases, racks, office fixtures, etc., all as good as new. Fine 
town for opening of hardware, general merchandise, or five and ten cent 
store. Will sell or rent all at a very great sacrifice. Must be seen to 
be appreciated. Very easy terms. P. O. Box 468, Milford, 


SALE OR 


Delaware. 





FOR SALE—AN OLD ESTABLISHED hardware business in a pros- 
perous Central Ohio farming community, town of 1800. Stock about 
$10,000, and an average business of over $50,000 per year. Three-story 
well equipped building and will sell or lease. If you want to get in a 
good profitable business, do not overlook this one. If interested, can give 
complete details. Address Box H-315, care of Harnware Ace, New York. 





FOR SALE—ESTABLISHED HARDWARE BUSINESS in one of 
the best towns in Michigan, 150,000 population. Stock and fixtures will 
inventory about $30,000. Reason for selling is age, past 75 years old. 
Ilave been in business in the same place for 36 years. For particulars 
write Box H-335, care of Harpware Ace, New York. 


agency in the 
interest in a 
as execu 


WILL BUY OR MANAGE worthwhile hardware store or 
New York Metropolitan § District Ilave recently sold my 
large store after 15 years of active and successful‘ participation 
tive partner. (‘an finance $100,000 proposition. State your propos tion, 


Address Box H-230. care of HArpware Ace, New York. 





FOR SALE—GOOD HARDWARE, FURNITURE and sporting goods 
business making nearly four turnovers and located in a fast growing town 
= the er west coast of Florida. Address CARL HOLMER, Box 256, 

iami, Fla 


FOR SALE—AN 
beautiful Mohawk Valley of Central 
good location, clean, well-assorted stock. 





OLD ESTABLISTIED Hardware Business in the 
New York. Good going business, 
Worth investigating. Address 


Box H-309, care of Harpware Acre, New York. 


| FOR SALE. i 


good location, growing section in ; 
Requires $10,000.00 cash, balance of ) 
terms. Address Box H-324, ) 


New York. 


Hardware Store, 
Brooklyn, N. Y. 
$4,500.00 on reasonable 
care of HARDWARE AGE, 

















TOOL MANU F AC TU RING 1 PL ANT FOR SAL E in whole or in part. 
Complete sales organization, products well known and have gained uni- 
versal good will. Company making money. Is for sale because present 
manager now engaged in other businesses and cannot give it the attention 
deserved. This is a rare opportunity. Address Box H-346, care of Harp- 
WARE AGE, New York. 








RE TIRING FROM BUSINESS, hardware store and fixtures ioe rent; 
old stand, for last forty years; wonderful opportunity. D. N. CLARK, 
Shelton, Conn. 





HELP WANTED 


SPLENDID OPPORTUNITY FOR TWO EXPERIENCED SALES- 
MEN who have knowledge of Cutlery, Builders’ Hardware and Padlock 
line, to represent hardware manufacturer well established in Indiana, Ohio, 
Kentucky, West Virginia and Tennessee, calling on retail and jobbing 
hardware trade. Men acquainted with trade in that territory preferred. 
State age, experience, references and names of last three employers. All 
replies held confidential. Territory open January 1. Address Box H-347, 
care tof Harpware Ace, New York. 








Ww ANTED—Man for Plumbers’ Tools. Must be experienced in selling 
this line, able to meet consumers, retailers and small jobbers. Man of 
good character, reliability and activity desired, living in Central West. 
Reply with full information concerning experience, references and salary 
expected. Send small photograph with written reply. Address Box H-342, 
care of HARDWARE Acre, New York. 





TIRE MANUFACTURER producing ye A product, oatonss distri- 
bution and good reputation, desires general salesman for New York and 
New England to visit large dealers. Should have had experience as gen- 
eral salesman in hardware or allied lines. Tire experience unnecessary. 
Only very high-grade man need apply. Address Box H-317, care of 
HARDWARE Ace, New York. 








OLD ESTABL ISHED Scilla manufacturer selling to jobbers New 
England and adjacent territory has opening for experienced salesmen on 
salary basis and expenses. Permanent position to right men. Write stat- 
ing age, nationality, religion and salary expected. Address Box H-348, 
care of HARDWARE Ace, New York. 

COLUMBUS, OHIO, company wants capable builders’ hardware man 
to take charge of established hardware department. Write in detail ex- 
perience, references, age, salary expected, etc. Address Box H-349, care 
of Hlarpware Ace, New York. 


SALESMAN—BUILDERS’ HARDWARE MANUFACTURER has an 
opening for salesman to cover Long Island and Eastern New York terri 
tory. Address Box H-333. care of HArpwAre Acre, New York. 


SALESMAN ACQUAINTED WITH best class hardware trade, Metro- 
politan District; good line, steady position. Answer stating experience, 
salary desired. Address Box H-350, care of HARDWARE Ace, New York. 

















POSITIONS WANTED 








) Radio and Sporting Goods Buyer. 


Would consider other propositions. Successful fifteen year record merchan- 
dising for one of the eountry’s largest institutions, with whom still asso- 
ciated. Acquainted factory sources. Wide experience in advertising, cata- 
loging and management. Particularly qualified to organize and develop new 
department. Age 39, Gentile, married. Address Box 7192-A, care of 
HARDWARB AGE, Otis Bidg., Chicago, Il. 














SALESMAN—35 YEARS OLD, married, desires to connect with a 
reliaLle jobber to cover Southern New Jersey. Nine years’ experience as 
manager and buyer for hardware house. Also 5 years as hardware pur- 
chasing agent for U. S. Government. A-1 references. Can accept po- 
— February Ist. Address Box H-328, care of Harpware AGE, 
New York. 








SOUTH AMERICAN TRAVELER desires represent manufacturer in 
Latin-America; traveled five years West Indies, Central and South America. 
Have good connections in these countries. Prefer connection with firm 
who desires to develop their foreign trade. Good references. Traveling 
expenses with a moderate salary or commission. Address Box H-327, care 
of Harpware Ace, New York. 
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Classified. Opportunities 





POSITIONS WANTED 


SALES EXECUTIVE OF FIFTEEN YEARS’ SALES and _ branch 
aaa experience is open for an executive or assistant executive sales 
position. Ten years with one large Eastern manufacturer and five years 
with another. University and commercial school graduate. Highest cre- 
dentials of ability and achievements. Address Box H-345, care of Harp- 
waArE Ace, New York. 








RETAIL HARDWARE SAI.ESMAN wishes to connect with a retail or 
wholesale house that offers opportunities for advancement. Located in the 
South or the Southwest. Twelve years’ experience in the retail hardware 
and stove business. Thirty youre of age. Can furnish best of references. 
Address Box H-325, care of Harpware AGz, New York. 





MAN, 30 YEARS OF AGE, married, desires position as manager or 
buyer for reputable store handling line mechanics’ tools, shelf hard- 
ware and builders’ hardware. Good hardware experience and executive 
ability. A-1 references. State salary. Address Box H-313, care of 
Harpware Ace, New York. 





WANTED—Position as salesman for reliable hardware manufacturing or 
jobbing house covering New Jersey, Eastern Pennsylvania or adjacent 
territory. Married man. A-1 references. State proposition fully. Ad- 
dress Box H-314, care of Harpware Ace, New York. 


STOVE SALESMAN TRAVELING OHIO AND West Virginia terri- 
tory past ten years selling same line, desires new connection January Ist. 
Good reference; personal interview solicited. Address Box H-312, care of 
HARDWARE AcE, ew York. 








SALES ACCOUNTS WANTED 








rrr 
Additional Products Wanted 3 


Manufacturers with established sales force and 
good distribution of their own products, desire 
to secure either by purchase or under exclusive 
distribution contract ; one or more articles to add 
to their line. Present products are distinctly Fall 
and Winter items and preference would be given 
to articles that sell best in Spring and Summer. 
Address Box H-341, care of HARDWARE AGE, 


New York. 








SALES REPRESENTATIVES WANTED 








| DISTRIBUTORS WANTED 


All Territories ) 
|} TIME AND LABOR SAVING MECHANICAL DEVICES § 
An unusual opportunity to act as Exclusive Distributor for a line of 
time and labor saving devices for the Woodworkers Industry, | 
Window Shade Trade and Manufacturing Trade. Exceptional large 
selling field on these devices. Repeat orders are assured. Liberal 
national advertising and mail campaign to assist you in fully de | 
veloping an established line. 
REQUIREMENTS 
Selling and executive ability, exceptional business and character 
agro A small investment is necessary for spot deliveries to 
e trade. 


) H. A. Markwell Manufacturing Co., Inc. | 


Franchise Contract Department 


99 HUDSON STREET, N. Y. X 














SALESMEN—EXCELLENT SIDE LINE, NATIONALLY KNOWN 
COAL burning Brooder Stoves, for salesmen covering wholesale and retail 
hardware trade, seedsmen and others handling poultry supplies; big demand. 
Liberal commissions. State yon experience, territory covered, etc, with 
nores ao9 oe Write MANUFACTURER, 12 Root Building, 

u alo, ; 


MANUFACTURERS’ 


REPRESENTATIVE WITH ESTABLISHED 


ee 





trade in Electrical Supply lines, with car and New York office, selling 
lighting corporations, railroads, chain store syndicates, leading electric 
supply jobbers, guarantees extensive business to manufacturers of mer- 
chandise interested in this class of trade. Address Box H-343, care of 


HARDWARE AGE, New York. 


—_—— — 


SALESMEN who have established trade with any of the following lines, 
to sell at wholesale prices to dealers on commission basis: Aluminum ware, 


enameled ware, oil cook stoves, which generate gas; gasoline lamps, 
lanterns, flashlights, radio and flashlight batteries, electric lighting fixtures 
and bulbs, electric appliances. State territory desired. The ENTE 
PRISE COMPANY, Cincinnati, Ohio. 





HARDWARE SALESMAN—PAINT SALESMAN—WE are looking 
for a high type salesman who makes extensive trips calling on high class 
trade to sell an established specialty as a side line. Big repeat orders. 
Commission basis. Phone Mr. Obstfeld, Walker 6218, or write MARK- 
WELL COMPANY, 99 Hudson St., New York City. 


HARDWARE SALESMAN—PAINT SALESMAN—High type sales- 
man calling on the industrial and better class dealer trade can substan- 
tially increase his earnings by carrying as a side line one or two basic 
paint and lacquer specialties generally purchased in quantities by this class 
of trade. Address Box H-337, care of HArpware Ace, New York. 











OFFERED—An old established 
retail hardware trade in 


iT AT ION 
covering entire 


HARDW ARE REP RE SEN 


firm of manufacturers’ agents, 


New England States, and representing nationally known manufacturers, is 
open for 2 or 3 additional lines. This firm acts as direct factory repre- 
sentative, introduces new items and new lines. and creates a market, and 


would like to hear from live manufacturers who want live representatives 
in place of mere order takers. Address Box H-344, care of HArpwWaAre AcE, 
New York. 


AGGRESSIVE EXPORTERS’ AND MANUFACTURERS’ AGENTS, 
with offices in Honolulu and San Francisco, calling on the industrial trade, 
also on retail hardware dealers, are seeking additional hardware lines to 
represent. Address Box H-334, car of Harpware Ace, New York. 











WANTED—SALES REPRESENTATIVE in Philadelphia and nearby 
territory to represent well known manufacturers of deadlocks, latches, 
padlocks and builders’ hardware. State experience and full + "a 





confidential. Address Box H-319, care of HArpware Ace, New York. 

WANTED-—Salesmen, calling*on retail hardware trade to sell cutlery 
in New York, Pennsylvania, Atlantic Coast States, South Middle West 
and Far West. Commission. Address Box H-326, care of HARDWARE 
Ace, New York. 

LARGE NEW ENGLAND CLOCK HOUSE desires good live side-line 
salesman on commission, calling on hardware and other retail dealers. 
State territorv. INTERNATIONAL CLOCK & WATCH CO., 93 Federal 
St., Boston, Mass. 








QO. Lindemann & Co. 


Manufacturers of 


BIRD crave mh 
CAGES Established 1863 


35-37 Wooster Street, New York 












Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial St. Rochester, N. Y. 








BROWN @® SHARPE 
suelo) O 


Made Best 


Satisfaction 


They Give ¢ oleate ads 


TRADE MARK Catalog on request 


BROWN & SHARPE MFG. CO. Providence, R. I., | 








American Can wr ad 


CHICAGO 


NEW YORK 





SAN FRANCISCO 






Lithographed 
Cans for all utah Gates 
purposes. and signs 
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INDEX TO ADVERTISERS | 





THE ADVERTISERS INDEX is published ss « convenience and not as 6 part of the advertising contract. very care will be taken te index correctly. 
No sllowance will be made for errors of failure to insert. 
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tA Kit of Snap 


emember the Men Who Use Tools 


Saws, braces and bits—tools for the home workshop—and 
Snap-On Wrenches for the car owner and mechanic. Tools 
right out of your regular stock. Many men in your neighbor- 
hood would rather receive tools than anything else. 


Any car owner—in city apartment, country or small town home 
—will get a world of satisfaction and service out of a Snap-On 
gift. Any mechanic will know the exceptional quality and value 
of Snap-On Wrenches and appreciate them all the more. 

Tool manufacturers expect that you will feature your clectrical 
goods, cutlery, flatware and other popular gifts for women in 
the home—but the men who like and want good tools should 
also be remembered. Snap-On Wrenches, properly advertised 
in your window and in your local newspaper, will make addi- 
tional Christmas profits for you. 


If you are not now handling Snap-On Wrenches, write 
for the facts about this exceptionally profitable line. 


Snap-On Wrench Co., Manufacturers, Milwaukee 
Motor Tool Specialty Co. 
Sole Distributors, 14 E. Jackson Blvd., Chicago 
Distributing branches in 20 Principal Jobbing Centers 
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Snap-on 
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This is a typical car owner set in a handy 
metal box. An excellent gift suggestion. 


na 


INTERCHANGEABLE 


Socket Wrenches 


The correct Snap-On Set for each car is listed in 
this book. The dealer has no permanent investment 
in ready-made wrench sets that don’t sell. He makes 
up to order only the sets that do sell, and secures a 
steady turnover of his complete stock. 


” 
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Hangs Straight without Top or Bottom Support 


This beautiful fence saves labor in erecting as it requires no 
rail support at top or bottom. 

The strain of tightening it does not change the dimensions in 
height or length, due to its rigid reinforcements. It hangs per- 
fectly straight from post to post and stays permanently tight. 
Made of OPEN HEARTH STEEL from start to finish by 
our own workmen. 


WICKWIRE BROTHERS 
NEW FORM POULTRY FENCE 


is Galvanized before or after weaving. We recommend the 
latter because of its greater durability and rust-proof qualities. 
Put up in bales of 150 lineal feet in 2 in. and 1 in. mesh in 
6 in. widths from 12 to 72 ins. 

sacked by a reputation for uniform quality that has character- 
ized WICKWIRE BROTHERS products for more than 50 


years. 


Your Jobber wil supply you. 
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